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How the NEW SOUTH Forges Ahead 


WHAT HAPPENED AT CONVENTIONS... page 56 


The Price of Survival in Codays World . . . page 100 
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LET'S TALK FACTS... 


- about ALL-ALUMINUM 
a Min, MIAMI AWNING WINDOWS 


@ Never need painting 
@ Easy balanced operation 
e@ Weatherstripped 


Project home 

builders know a good 

sales point when they see one. 

Every “extra” they can build into a 
home attracts more people—more sales. 
And the quickest way to a home buyer's 
heart is through all-aluminum Miami 
Awning Windows — they sell 

on sight. Learn all about 


this fast selling, low 





priced window 


—TODAY! 
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For further infor- 
mation write, wire 
or phone Dept. SBS-3 


or see Sweet's Archi- 


aiVael Mal ee 
Mi 


ae en 
FILL IN AND MAIL TODAY! 
MIAMI WINDOW CORPORATION 


MIAMI WINDOW CORPORATION 5200 N.W. 37th Avenue, Miami 42, Florida r 


Please send me all pertinent information about your window. 

5200 Now. 37th AVENUE, MIAMI, FLORIDA Check one: Thank you 

a ° , 

rchitect tract 

FACTORY No. 2— 4610 N.W. 37th Avenue, Miami, Florida Architec Builder Contractor 

% 
MIAMI WINDOW CORPORATION OF MISSISSIPPI—Key Field, Meridian, Miss. 

& 
MIAMI WINDOW CORPORATION OF PANAMA — Box 923, Panama, R. P. i c ZONE STATE 
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LUMBER, PLYWOOD, AND DOOR DISTRIBUTORS 


We Maintain Large Stocks of Both Lumber and Plywood in Many Species of Wood from the U.S.A. 
and Abroad. Among the Items Available for Immediate Shipment Are: ;, 


MAHOGANY 


We are specialists in British Honduras, 
Philippine and African Mahoganies. 


LUMBER 


Tough Ash 


American Black Walnut Birch 
Prima Vera 
Red Gum 
Long Leaf Pine Poplar 

Red and White Oak 


Hard Maple 


Aromatic Cedar Lumber 
and Closet Lining 


PLYWOOD 


Birch Oak 
Gum Walnut 
Mahogany Fir 


Fir Plyweave Virola (Banak) 


DOORS 


Flush and Entrance Doors 


Fir — Birch — Gum — Mahogany 


PANELING 


Redwood 
Fir Driftwood 
Cypress Fir Ridgewood 


Philippine Mahogany 
Knotty Pine 


WESTERN LUMBER 


Ponderosa Pine Redwood Lumber & 
Kiln-Dried Fir Siding 
Western Red Cedar 


DECORATIVE PLASTICS 


Panelyte—For Commercial Installation and 
Shop Fabrication 1/16” thick- 
ness Wood Grains Now 
Available 


Arborite—For On-Job Application 
1 8” thickness 


TIDEWATER RED CYPRESS 


Boat Stock Dressed Finish 
4 4 to 12 4 No. 1 Shop and Better 


FLOORING 


Oak Block and Strip 
Maple and Beech Strip 
Industrial and Block-On-End Flooring 


Dixie Lumber Co.,Ime. 6: ic sree: 


NEW ORLEANS 18, LA. 
Telegraphic Address WUX—DIXIE 
Telephone WAlInut 9500 
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This is Our Record 


The builders of Carson Park Mutual Homes 
believe that the following information 
should interest you whether you contemplate 
buying a home now or in the future; whether 
you buy it from us or from any other builder. 
The builders of Carson Park Mutual Homes 
have built more homes in the last ten years 
thaa any other builder in the United States. 


Inasmuch as a home purchase is one of the 
greatest investments that a family makes in 
its lifetime, we are very proud to make this 


_ Statement. 


Every one of the thousands of homes that 
we have built and delivered to satisfied home 
owners is worth more money today than the 
day our customers took possession. 


This is Our Policy 


This is what we have learned from experience about 
a house, and this has become our policy: To build the 
best possible house for the money. To forego and 
leave out the frills and gadgets that just dress up 
a home but that have no intrinsic value and actually 
make for additional upkeep. 

We have learned that in Southern California the 
nights are damp and that the best way to build a 
house is to have it raised off the ground so that 
there is an insulated air space between the floor of 
the house and the earth. To build with a sub-floor 
of wood and a hardwood floor above costs more 
money than a concrete slab, but is it our opinion 
that it is better construction, and that’s how we 
will build. 

We have learned that a family grows, and while 
parents and children are young it may be satis- 
factory to eat in the kitchen. But later on a definite 
dining area is a necessity and our policy is to build 
each home with a dining room. 

We have learned that the kitchen best serves its 


purpose when it is used for the preparation of food 
and that a separate room is required for laundry 
work. We will continue to build all our houses with 
a kitchen and a service room. 

We have learned that a plaster house is safer and 
more durable than a house built with dry wall, 
and although more expensive, we will continue to 
build with plaster. 

We have learned that the best materials 
available are best in the long run. Cast iron 
bathtubs are better than light steel plumbing 
fixtures and cedar shingle roofs are better than 
composition roofs. Although these features 
are more expensive, we will continue to build 
with the best. 

We have learned from long experience that the 
house we deliver should look, and should be, 
better than the house we show as a model. We 
shall continue our successful policy of showing 
you what you will get and then giving you a house 
that is even better. 


This is Our New Year’s Resolution 


We have a fine reputation with our customers; with the various City and County home 
building authorities; with the various Federal agencies that have to do with home financing 
and insuring, and it is our definite New Year’s resolution to continue to merit that reputation. 


THE BUILDERS OF CARSON PARK MUTUAL HOMES 


6741 EAST CARSON STREET .. LAKEWOOD, CALIFORNIA 


The manufacturers of CERTIGRADE RED CEDAR SHINGLES gratefully reproduce 
the above advertisement of the world’s largest home builders. The statement 
originally appeared in metropolitan Los Angeles newspapers early this year. 


CERTIGRADE 


RED CEDAR SHINGLE BUREAU + 5510 WHITE BUILDING, SEATTLE 1, WASHINGTON + 425 HOWE STREET, VANCOUVER, B. C., CANADA 
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U-S°S Dealers: Use these 


Tree advertising mars 


to help boost your sales 





ts ¢ f a th mF Carries on an exten- 
ence las i \ ip sive advertising program on radio 
ittle r ye ih and in leading farm magazines on 
so | pe é behalf of American Fence, Tenne- 
iy seal V-Drain Roofing, American 
Barbed Wire and other U-S-S 
y-S-S American Steel Products sold in your store. 
made with features You can tie in your own local 
designed to Bive ' newspaper advertising with the 


extra ruggedness © EAS & RY T EST T.C.I. program .. . and step up 


> rust- 
hape—ext4 : : 
aye ehstand weat your sales .. . by using advertise- 


ments like these shown here. Mats 
\ oo ie TENSION < 3 AMERICAN or electrotypes of advertisements 
1 "HINGE ° cuRvE Accurate BARBE D WIRE on all the U-S-S Steel Products 
A 


ul i . . . 
° —_ uve nce Went: Saifor you sell are available in a variety 


ut 


tion the s _ 
Joint romain t0 , expansion 4 ified ¢ , VES ITs REAL VALUE $ 
Hiner ies hes Sure, Long: contractio on in hot or every Fe — wigs rg eNO of sizes free of charge. They are 
wlarit y of twist—quality of fin - shown in TC ¥¢ Advertising Mat 


galvanized = eather. 
ess and sharpness of bar 


rican Barbed Wire iy recognized Book which will be sent to you 
everywhere as America’s big vale ié ; - 

m barbed ware free on request. Send for it today. 

; Then you can tie in your Spring 

and Summer advertising program 

with ours to lead customers for 

U-S-S Steel Products to your 


store, 








to with 


There’s more 
U-S-S American Fence in 
use than any other — ” “et Book 





TENNESSEE COAL & IRON DIVISION, UNITED STATES STEEL CORPORATION + GENERAL OFFICES: FAIRFIELD, ALABAMA 
DISTRICT OFFICES: CHARLOTTE - FAIRFIELD - HOUSTON - JACKSONVILLE - MEMPHIS - NEW ORLEANS - TULSA 


U°S°S AMERICAN FENCE 
U°S°S TENNESEAL V-Drain ROOFING 
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“po-IT 
YOURSELF” 
PROMOTION 


Television 


fer Displays 





Envelope Stuffers 


dow Banners 















































,.. NOW promotions 


Promotions aimed specifi- 
cally at the Southern mar- 
ket! Promotions you can 
use to increase your insu- 
lation business—right now! 
Sales figures—ours and 
those of dealers from coast 
to coast—prove that 
Arthur Godfrey is the most 
persuasive salesman in in- 
sulation history. There- 
fore, we’re going to put him 
to work for you selling Fiberglas* Insulation to South- 
ern builders and farmers . . . in the same inimitable 
fashion he has been selling it to “do-it-yourself” 
homeowners. 


1. The new construction market, of course, is your 
bread and butter. And ours. So Arthur Godfrey will 
soon urge prospective buyers coast to coast to “look 
for the Fiberglas-insulated house.” Fiberglas Insula- 
tion will also be featured in Holland’s Magazine of 
the South as well as in new literature written especially 
for your area. With your help, we’re going to prove 
to builders why Fiberglas is the insulation that helps 
sell the house. 
2. The rich, rural market is another target. Farmers are 
big insulation customers. Reason: they have more 
buildings. Insulation is vitally important in most of 
them. The preferred insulation? Fiberglas— because 
it is so easy to install and is extra efficient, fire safe, 
sanitary and permanent besides. 

We’ve prepared new farm literature, too. We’re 
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y RURAL MARKET 
NEW CONSTRUCTION PROMOTION 
PROMOTION 


32 CBS TV Stations 186 CBS Radio Stations 
186 CBS Radio Stations 
Home Magazines Farm Magazines 
Builder Magazines 
New Fiberglas-insulated Signs New Farm Booklets 
New Warranty Pamphlets 
New Builder Folders New Technical Literature 
New Sound Slide Films 
New Technical Literature New Field Sales Help 





elp you sell more Fiberglas ! 


sy 


beginning a new series of advertisements in Farm *Piberglas is the trade-mark (Reg. U.S. Pat. Of) 
Journal. And Arthur Godfrey will blanket all rural lmmicmn=- 
communities via 186 CBS radio stations. , 

Sales tools galore are available for tying into these OE protection 
programs in your area and in your store. Ask your : 5 eae 
jobber salesman for the new dealer broadside which F Fe seen oe saa 
gives complete details. Or write any of these industry ' a a 


leaders: 


ARMSTRONG  CERTAIN-TEED THE FLINTKOTE MINNESOTA AND KELLEY ISLAND LIME ae : ; 
CORK CO. PRODUCTS CORP COMPANY ONTARIO PAPER CO. & TRANSPORT CO SOMO Ok @ 
Lancaster, Pa Ardmore, Pa. New York, N.Y. Minneapolis 2, Minn. Cleveland, Ohio 


And—if you don’t already handle these great insula- ky B ERGLA S 


tions, better join the parade—now! Owens-Corning 
Fiberglas Corporation, Dept. 162C, Toledo 1, Ohio. 
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TRANSLUCENT—Privacy with maximum light... diffused, 
shadowless, glareless. 
WEATHERPROOF—Impervious to all weather conditions. Excel- 


lent insulating qualities—almost twice that of glass. 


PERMANENT_- SHATTERPROOF—Will not crack, craze, warp, 
sag, buckle, rot or mildew. Resists mild acids and salt water. 
Cotorrut—Seven beautiful translucent colors—soft, pleasing 
pastel tones that create harmonious interiors. 
LicgHt 1N WEIGHT - Stronc—Weighs but 8 ounces per sq. ft. 
reat impact and load strength. 
Easy to Use—Cut, saw, drill, nail, screw, or bolt with ordi- 
nary tools, or lap with translucent adhesive. 


7 


EconomicaL—Alsynite daylighting saves 30% to 80% in cost. 
No special framing or labor. Requires but lightest of struc- 
tural supports. Maintenance free. 














IN WHAT YOU WANT— 
WHEN we a IT! 


One of the many SSirco Services — and one 
that will mean a lot to you — is the con- 
venience of getting what you want when 


you want it. 


You benefit two ways. Besides the conven- 


ience, you get the SSirco-distributed line of THESE FAMOUS PRODUCTS MAKE UP 
nationally-advertised, top brand names. SSIRCO STOCK 


Te s r ’ r 9 x 
Names your customers know and prefer ll Pavone er 


Products that are priced to leave you a tidy on abating Georgia-Pacific Plywood 
Follansbee Terne Lo-"K" Cotton 


margin of profit. Carey Asphalt and Insulation 
c a Columbia-Matic Screens 
ertain-tee : 
r . . Shakertown Cedar Shingles 
You — like other SSirco customers — can sane. deceeee Gemaaeieue 
° : Atlas Flush Doors 
, an ¢ r Miami-C Cabinet 
count on an ample supply of these quality ven Semen pr natyanioane ae 
Board Products Vari-Pitch Louvers 
Insulite Insulation Hamlin Ventilators 
Board Products Anaconda Copper 


Flintkote Products SSirco Steel Roofing 
and Building Products 


SSirco warehouse nearest you. The friendly Nu-Weed Insulation ie eho 
ard Produc arclay Plastic-Coate 
Paneling 


service and prompt delivery you'll get will Masonite Hardboards ; 
Upson Panels Superior Metal Trim 


mean increased sales and profits for you. Asbestone Asbestos Leslie Louvers 
Products Alsynite Translucent Panels 


materials that sell. Be sure of getting what 


you want when you want it... contact the 


FOR A NEW HIGH IN ALL 3—QUALITY, PROFITS, AND DELIVERY 
—WRITE OR CALL YOUR NEARBY SSIRCO WAREHOUSE 


TiethicintlichooMee 4 








SAVE (7 %/e/0 TIME and MONEY 
































Double- coursed 

owns are easy 
to apply, provide wide 
range of distinctive 
styling. 











Shingles 
SIDEWALLS 









Weather won't hold up construction—when you 
use Shakertown Sidewalls. These No. 1 cedar shingles 
are truly factory finished, require no further staining 
or painting on the job. 


Weather often means delay on project homes— 
and costs mount quickly. Shakertowns are available 


in quantity. No skilled labor needed—a strip of ship- f ' 
lap for nailing guide is the only “‘extra’”’ in the way of ' Make full use of these 
equipment. i 


Shakertown Advantages 


ee pee 
V vou! n ©! demonstrates Shakertowns’ inherent ad- i 1, No staining or finishing on the job. Shaker- 
vantages. Cedar shingle exteriors have millions of tiny * towns come ready to apply. 
air cells—nature’s perfect insulation—to provide homes 
that are warmer in winter, cooler in summer. Cost less 
for maintenance and upkeep, too. 


~ 


Quick, easy application at low labor cost. 


No scarce or critical materials required. 


4AKERTOWN Fact 


‘If you have an 
important job coming up, sii not find out how 
Shakertown Sidewalls can save you time and money j 

—increase your profits, too! Write, wire or phone the 4 . Build with Shakertowns! 
address below—today. ‘ 


~ 


4, Wide range of colors and styling gives dis- 
tinctive appearance. i 








nee ree ae ee 


THE PERMA PRODUCTS “COMPANY 
7001 Morgan Avenue Cleveland 27, Ohio 

















Dealers like Barclay Paneling because of its bigger, better 
sales... higher, faster profits. Applicators prefer Barclay’s 
easy workability . . . quick, simple installation. Homeowners 
want Barclay Paneling with its 11 rich, decorator colors, easy- 
to-clean plastic surface and low cost. 

Available in three surface designs . . . Tile Pattern, Solid- 
tone and Stream-Lined ... Barclay’s exclusive Tri-Dem Scoring 
gives three dimensional, real tile-like appearance. Stock and 


Sell Barclay for better business! 


40% EXTRA PROFIT ON EVERY 
SALE! Barclay Accessories give you 
40% more profit with every tileboard 
sale. Increase your business with Bar- 
clay Paneling and Accessories .. . 


write today for details! Mastic Cement 


i. 16 BRANCH WAREHOUSES 
1 ; oe Ala. et at oo fea tite Louisville, Ky. Raleigh N.C. 


‘Columbia, S. C. 


ay | 
2} THE HOMEOWNER / ™ = 


THE APPLICATOR /™'- > A 





SS 
_ =. 





PRESDWOOD MOULDINGS 


Base \\ 7 
Cap 
Mullion 


Inside Corner 


ALUMINUM 
MOULDINGS 


Outside Corner 


4 


Divider Edging Tub Moulding 


rss ce Me 





William and Mary College 


Sc Specifies Upson Panels 
William and Mary College, founded 
: in Williamsburg, Va. in 1639, famous 
as the birthplace of Phi Beta Kappa 


and the Alma Mater of three presidents 
of the United States, marked the first 


step in a contemplated remodeling pro- 
: : ject with the completion of the re- 
modeling of the interior of Tyler Hall, 

> ae a dormitory built in 1916. 


C. M. Major, college architect, speci- 
fied Upson Kuver-Krak Panels for the 


ceilings after a thorough investigation 
of all products in the field. The fact 
that Upson Kuver-Krak Panels are 
* applied directly over cracked plaster 


without visible face nailing was an im- 
portant factor in his decision. 

In all, 16,000 square feet of Upson 
Kuver-Krak Panels were used in ty ler 
Hall, plus mouldings, decorative hicaiee 
and Upson Floating Fasteners. 


Complete Home 
eee Overseas 


The manager of an Israel paper mill 
at Hadera has a brand new home. The 
seven room, two bath house was made 
in the United States by the Knox Cor- 
poration of Thomson, Georgia—crated 
in sections and shipped overseas. The 
Israel Company made only one change 
in standard prefabrication. Upson 
Strong-Bilt Panels were specified for 
all interior walls and ceilings when the 
company found that these sturdy, 7-ply 
thick panels are pre-finished and water- 
proofed through every fibre. The com- 
pleted home was transported from 
Georgia to Brooklyn aboard a special 
trailer and from there it was shipped to 
Israel aboard the freighter ‘‘Yaffa.”’ 





Lumber Dealers 
Go to School 


Many large universities are now offer- 
ing a special 30 day training course for 
retail lumber dealers. Representatives 
of the major building industries are 
invited to discuss their particular 
»roducts. The Upson Company of 
Coauae, New York was selected to 
discuss the laminated fibre industry. 


Washable with ordinary soap and water . 
because they are waterproofed . . . stay new looking because they are Quarterly Staff Meetings 
Help Dealer Boost Sales 


pre-finished in a beautiful ivory color. Equally important, 7-ply, laminated 
Upson Ceiling Tiles (12” sq.) are exceptionally strong and rigid . . . easily 
applied with matching color pins. The completed ceiling has high 
insulation value, high light reflecting qualities . . . and the trim, modern 


look of square corners and shad-o-beveled edges. 


THE UPSON COMPANY 973 Upson Point, Lockport, New York , 
Please send me booklet and information on Upson Ceiling Tiles. A_ quarterly meeting of the sales 
staff of the Dykes Lumber Company, 
“Scams ———— — New York City, to help them keep 
abreast of the latest developments in 
the industry has paid off in increased 
sales. Recently, Roy Walton of The 
Upson Company described the many 
City State, features of the new Upson Ceiling Tile. 





— Name of Firm 


Street Address 











MARCH, 1953 . . . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





W243 2 ie 


symbolize Pro-Tect-U jalousids’ sinfplicity of assembly... just 


A simple sawing operation one of the outstanding features that make Pro-Tect-U the 


in minutes makes special custom 
windows on the job eliminating leader in its field. This simpligty cg@n reduce your salesmen’s 
unnecessary delay. 


equipment from a slide ruld hn order book...resulting 


in more sales to more satisffed ¢ustomers. 


One hundred KD windows, 
size 24 (37x 50%”) can be 
stored in less than fifty cu. 
feet of shelf space. 


-TECT-U The only Jalousie Window with 
hardware adjustment every fourth louver...and 
weatherproof vane ends by the use of inter- 
locking metal parts. Inside screens are inter- 


changeable with winter storm sash. 








PRO-TECT-U JALOUSIE CORPORATION 
Dept. SB-3 Coral Gables, Fla. 

Please send me complete details on a Pro-Tect-U 
dealership. 


Os sie clienieanniteid eainainiaoal 


a 
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3. Color Schemes for White Houses. 
Pocket-size book illustrates new color 
schemes for outside trim. Shows how 
revolutionary new White ONE- 
KOATT House Paint saves home 
owners hundreds of dollars. Valu- 
able for promoting sales of exterior 
paints. The Peaslee-Gaulbert Paint 
a Varnish Company, Louisville, 
y. 


13. Sash Balance. New Pullman Pig- 
my sash balance, the “world’s small- 
est and lightest weight true counter 
balance,” is described in a new cata- 
log sheet. Installation of balance, 
which fits into sash itself, is ex- 
plained. The Pullman Manufacturing 
Corporation, 325 Hollenbeck Street, 
Rochester 5, N. Y. 


15. Plastic Tileboard. New folder 
shows patterns of Afco plastic tile- 
board and contains samples of the 10 
shades in which it is made. Another 
booklet pictures various metal trims 
and moldings used with this tile- 
board. A full-color consumer folder 
is also available. The A and F Tile- 
board Company, Box 4085, Alex- 
andria, La. 


19. Metal Moldings. A 20-page il- 
lustrated catalog shows the many 
types of Premier aluminum and 
stainless steel moldings and trims. It 
gives their uses, application, and di- 
mensions. A price list is included. 
Metal Trims, Inc., P. O. Box 1072, 
Youngstown, Ohio. 


21. Hunter Zephair Fans. A new 
eight-page illustrated catalog on fans 
for homes and industry. It includes 
function and installation data about 
unit containing fan, motor, shutter, 
and switch. Hunter Fan and Venti- 


lating Company, 400 S. Front St., 
Memphis, Tenn. 


23. Heatilator Fireplaces. Booklet 
tells how Heatilator unit efficiently 
circulates heat and adds profits on 
fireplace sales. Heatilator, Inc., Syra- 
cuse 5, N. Y. 


29. Awning Windows. Illustrated Cat- 
alog No. 89 gives sizes and types, 
specifications for the complete unit 
and hardware specifications, and 
construction data on Gate City Awn- 
ing Windows. Prices, discounts and 
complete architectural file are avail- 
able. Write The Gate City Sash and 
Door Co., P. O. Box 901, Fort Lauder- 
dale, Florida. 


31. Asbestos-Cement Products. Color- 
ful new booklet contains many photo- 
graphs of residential and commercial 
installations of Asbestone asbestos- 
cement building products. It also 
contains information on the com- 
pany, its engineering and estimating 
service, and its testing of materials. 
The Asbestone Corporation, 5300 
aan Street, New Orleans, 
a. 


33. Laminated Wall Panels. Two full- 
color booklets show photographs of 
rooms with ceiling and walls covered 
with Upson laminated panels. “New 
Interiors for Old” suggests remodel- 
ing ideas, tells how Upson panels 
are put over old walls. “Upson Lam- 
inated Panels—For Crackproof Dry- 
Bilt Construction” gives information 
desired by builders and architects. 
The Upson Company, Lockport, N. Y. 


37. Folding Stairways. New folder 
describes uses, installation, and sizes 
of Wel-Bilt Fold-A-Way attic stair- 


way. Operations are well illustrated. 
Wel-Bilt Products Company, Box 95, 
Memphis, Tenn. 


47. Flexboard. A new handbook con- 
tains complete information about cut- 
ting and working asbestos Flexboard 
for all indoor and outdoor applica- 
tions. Johns-Manville Corporation, 
Box 290, New York 16, N. Y 


55. Fiber Wallboards. Folders are 
offered with information on colors, 
appearance, and uses of Duo-Tone 
and Pebbled Perfect-O-Cell fiber 
wallboards. The Plastergon Wall 
Board Company, Philadelphia Ave- 
nue, Buffalo 7, N. Y. 


57. Window and Attic Fans. Two 
bulletins have been published by 
Reed Unit-Fans, Inc., 1001 St. 
Charles Ave., New Orleans, La. A 
new line of 20”, 24” and 30” 2-speed 
window fans along with the estab- 
lished line of reversible window and 
attic fans are described in these 
bulletins. 


61. Aluminum Awning Windows. 
Catalog shows standard types and 
sizes of Miami aluminum awning 
windows. Installation data and de- 
tails of air infiltration tests are in 
cluded. The Miami Window Corpo- 
ig 5200 N. W. 37th Ave., Miami 
“; a. 


63. Home Insulation. A new 16-page 
catalog tells the story of Insulite in- 
sulating wool batts, blankets, and 
pouring wool, made of Fiberglas. Ap- 
plication instructions and specifica- 
tions are included. Insulite, 500 Ba- 
bed Arcade Building, Minneapolis 2, 
Minn. 


(Continued on pages 14 and 15) 





SOUTHERN BUILDING SUPPLIES 
806 Peachtree St., N. E. 
Atlanta 5, Ga. 


Gentlemen: 


Name 
Company 
Address 


City & State_ 





Please send me the bulletins and catalogs indicated. 
(Print Plainly) 


March, 1953 





Circle numbers below. Bulletins and catalogs 
will be mailed promptly. 





13 15 
29 31 
55 57 
85 87 
97 
143 145 
163 165 
183 185 
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Sweet Dreams 


for your customers 


and extra profits for YOU 


® When you sell Hunter Attic 
Fans you make customers cool 


and happy. They'll tell you this 


Simple Installation — This photo 
shows how simple it is to install 
the Hunter Package Attic Fan 
(automatic shutter model). Fan 
unit ts placed over ceiling open- 
ing. Shutter unit fastens to frame 
around ceiling opening. 


HUNTER FAN 


394 S. Front St., 
Was 


SINCE 1886 


is a comfort feature they 
“couldn’t do without.” 

You make extra profits he- 
cause the Hunter Attic Fan is 
easy to sell, easy to install, and 
priced for homes in all price 
ranges. Every home builder, 
every home owner is a pros- 
attic fan installation 
sells several others. 

This modern ventilating fan 


pect. One 


is a compact unit, complete 
suction box and 
It fits low at- 
tics and narrow hallways. Cools 


not just one 


with motor, 
ceiling shutter. 


the entire house 
or two rooms. 

National advertising, dem- 
onstration displays, literature, 
and newspaper mats help you 
make sales. Write us for com- 
plete information. 


AND VENTILATING CO. 
Memphis 2, 


Tenn. 


Hunter 
ATTIC FANS 
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65. Rock Wool Insulation. Folder lists types and sizes of 
rockwool insulation products with application instruc- 
tions. “K” factors and “U” values are given with dia- 
grams of typical construction, with and without insula- 
tion. The National Gypsum Co., 325 Delaware Ave., 
Buffalo 2, N. Y. 


85. Farm Book. New 16-page book showing uses of Celo- 
tex products in service buildings and the home. Fully 
illustrated. Includes detail drawings of application. For 
selective distribution to farm building or remodeling 
+ The Celotex Corp., 120 S. LaSalle St., Chicago 


87. Outdoor Fireplaces. A wide variety of outdoor fire- 
places and grilles with descriptions and directions for 
building them are contained in the attractive booklet, 
“Donley Outdoor Fireplaces.” It gives selling points of 
Donley fireplace forms. Copy free if requested on com- 
pany letterhead. The Donley Brothers Company, 13900 
Miles Avenue, Cleveland, Ohio. 


91. Rustproof Screening. Dealer helps for Lumite saran 
screen cloth include newspaper ad mat service, window 
decals, consumer folders, streamers, and a price calcu- 
lator that shows dealer’s selling price on all sizes of 
Lumite screening. The Lumite Division, Chicopee Manu- 
facturing Corporation, 40 Worth Street, New York 13, 
nx. 


93. Disappearing Stairways. A detailed drawing that 
shows the workings of the Myer-Lee disappearing stair- 
way, as well as specifications, is contained in a new 
pamphlet. A description of this FHA-approved unit is 
given on the back. The Foldaway Stairway Company, 
Inc., 813 Seaboard Street, Portsmouth, Va. 


95. Paint Thinner. Tandrotine — a pleasant-smelling, 
non-toxic paint thinner — is described in a new two- 
color folder. It is said to be excellent for cleaning 
brushes, removing paint and grease, dissolving wax, and 
other household uses. Turpentine and Rosin Factors, Inc., 
Savannah, Ga. 


97. Wood Window Promotion. Literature describes news- 
paper mats, direct mail pieces, movie trailers, radio spot 
announcements, billboards, and television advertising 
of wood windows. All are offered dealers at nominal 
cost. Wood Window Information Service, 38 S. Dearborn 
Street, Chicago 3, Il. 


107. Red Cedar Shingles. A 100-page handbook describes 
proper methods of applying Certigrade shingles on roofs 
and exterior walls. This illustrated “shingle encyclo- 
pedia” is designed for dealers, architects, and builders. 
The Red Cedar Shingle Bureau, 5510 White Building, 
Seattle 1, Wash. 


117. Southern Pine Lumber and Oak Flooring. Write for 
complete information on prices, quantity and quality. 
Also, yellow poplar, red cedar closet lining and K.D. 
Pine Flooring. W. J. Word Lumber Co., Scottsboro, 
Alabama. 


139. Superlite Prefinished Wallpanels are now individ- 
ually sampled in a pocket-size color-range folder. The 
sample container is 4” square, and holds an actual 4”x4” 
sample of Super-lite Wallpanel. In addition, the folder 
carries color chips, of the twelve available colors. Sheet 
sizes and other pertinent information are shown on the 
back. Superior Wall Products Co., 4401 N. American 
Street, Philadelphia 40, Pa. 


141. Steel Casement Windows. Folder 102s with illustra- 
tions, details, diagrams and sizes describes Hope’s Resi- 
dence (Holford) Casements and Picture Windows, Hope’s 
Basement and Utility Windows and Hope’s type “H” 
Standard Doors. Hope’s Windows, Inc., Jamestown, N. Y. 


143. “How-ell-dor” Garage Doors. Attractive new 10- 
page catalog illustrates and describes styles and sizes of 
“How-ell- dor” sectional Upsweep residential and com- 
mercial garage doors. Technical data are also supplied 
for Howell’s garage door accessories. The Howell Mfg. 
Co., Cottman St. and Hasbrook Ave., Philadelphia, Pa. 


145. Gas and Electric Water Heaters. Two bulletins, in 
color, devoted to Jackson automatic gas and electric 
water heaters, have been announced by W. L. Jackson 
Mfg. Co., Inc., P. O. Box 26, Chattanooga 1, Tenn. Table- 
top and round electric heaters, as well as floor furnaces, 
are described in one; Jackson’s 20- and 30-gallon gas 





heaters in the other. Warranties on both gas and electric 
models are explained. 


155. Aluminum Nails, Fencing, Roll Valley, Clothesline 
Wire. Four two-color data sheets picture and describe 
Nichols aluminum products. The 12 nail types come in 
many sizes. The Nichols Wire and Aluminum Company, 
Davenport, Iowa. 


157. Storage Walls, Cabinets. Folder pictures latest ad- 
ditions to Bilt-Well cabinet line. Cabinets can fit together 
to form storage wall for various rooms; built-in vanities 
for bedrooms and baths; complete kitchen storage areas. 
The Carr, Adams and Collier Company, Dubuque, Iowa. 


161. Ready-Trimmed Window Units. Outside-inside trim- 
med Fenestra residence steel casement units are covered 
in 4-page folder, RE-23. Includes table of casement types 
and sizes, installation details and information on hard- 
ware, inside screens and inside storm sash. Detroit Steel 
Products Co., 3227 Griffin, Detroit 11, Mich. 


163. House sewer pipe. 2-color folder explains the rela- 
tive merits of various materials available for construct- 
ing house sewers. Gives typical case histories, with 
photos, including clay pipe house sewers that have en- 
dured many decades. BULLETIN 250, W. S. Dickey Clay 
Mfg. Co., 922 Walnut St., Kansas City 6, Mo. 


165. Window Sash Balance. Catalog pages describe spiral 
banance in detail and list correct balance for various 
size and weight windows. Caldwell Manufacturing Co.; 
Dept. CLP, world’s only manufacturer of both tape and 
spiral balances, 63 Commercial St., Rochester 14, N. Y. 


169. Jalousie Window Units. Pro-Tect-U jalousie window 
units are pictured and explained in a new catalog sheet. 
It tells how assembly is possible at building site with 
only screwdriver, how glazing is a matter of slipping 
panes in place and bending down tabs. The Pro-Tect-U 
Jalousie Corp., Coral Gables, Fla. 


177. Resolite translucent structural panels. In a 12-page 
multicolor catalog. Resolite panels of Fiberglas-rein- 
forced resin plastic are completely described, including 
technical data on structural strength and light trans- 
mission for the eight standard colors. A table gives 
standard sizes, corrugations, and weights. Methods of 
application for structural and decorative uses are shown. 
Resolite Corporation, Zelienople, Pennsylvania. 


179. Hide-A-Stair (Collapsible Metal Attic Stairway). 
Easily installed, weighs no more than wood. Write for 
detailed brochure, prices and discounts. Hawkins Iron 
Company, Inc., P. O. Box 670, Birmingham, Alabama. 


183. Hollow-Core Doors. New architect’s file folder shows 
detailed construction, available sizes and other interest- 
ing specification data for General Gibraltar and Ken- 
tucky Colonel hollow-core flush doors. General Plywood 
Corporation, Louisville 12, Kentucky. 


185. One-Piece Weatherstrip. Triple Seal One-Piece 
weatherstripping and sash balances has recently been 
put on the market because of tremendous demand for 
high quality, economical weatherstrip covering full win- 
dow jamb. Manufactured from special alloy spring 
aluminum assures same weathertight seal that has made 
Triple Seal famous. The Weatherproof Products Corp., 
Box 8498, Waldo Station, Kansas City 5, Missouri. 


187. Flush Doors, Awning Windows. A new folder con- 
tains a cut-away sketch that shows the inside construc- 
tion of Davis flush doors, plus specifications. Super-Vent 
wood awning-type windows are described in a two-color 
brochure. Sketches show how air circulation is improved 
and how easily these windows are cleaned. Fixed and 
operating units are combined for variety. The Davis 
Manufacturing Company, Inc., 1075 South Clark Street, 
New Orleans, La. 


189. Paint Products. Complete line finest quality trade 
sale paint products and excellent selection Master 
Painter products designed to satisfy exacting needs of 
master craftsmen. Representative stock of quality 
brushes and paint rollers. Sold Only Through Dealers — 
No Company Owned Stores. Mound City Paint & Color 
Co., 202 S. 9th St., St. Louis, Mo. 


191. Prefinished Wallpanels. “The Interior of Your 
Home Will Sparkle with Amerwood” is a new full-color 
folder showing attractive interior uses of Amerwood 
pre-finished paneling. It lists widths, lengths, colors, and 
describes finishing process. Southwood Corp., P. O. Box 
391, Fort Worth, Tex. 





Good Housekeeping 
ip Wop ~ 


“BRITE 
MAGIC” 


the strongest, most rugged glue ever for those 
hard-to-do jobs — in a new light color for hun- 
dreds of new uses. 


‘‘as described: in Reader’s Digest’’ 


° MIRACLE 
ADHESIVES CORP. 


214 E. 53rd STREET, NEW YORK 22, N. Y. 
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Now famous Asbestone asbestos-cement products 

shingles, roofing, corrugated sheets and 
wallboard .. . join the Gold Bond family of high- 
quality building materials. The Asbestone Corpora- 
tion plants in New Orleans and St. Louis increase 
the number of Gold Bond plants to 35. 


Here’s what it means to you: 


1. Now you can supply Gold Bond products for the 
outside as well as the inside of a house. 


y 


2. Simplified buying. Now, with the addition of 
Asbestone, there are over 200 high-quality build- 
ing materials you can order from one source, 
National Gypsum Company. 


More Sales. Continuous advertising in Saturday 
Evening Post and other publications has “pre- 
conditioned” your customers and_ prospects. 
They'll want to buy other Gold Bond products. 


See your Gold Bond representative for full details! 


NATIONAL GYPSUM COMPANY « Buffalo 2, New York 


Fireproof Wallboards * Decorative Insulation Boards * Lath © Plaster * Lime * Sheathing * Roofing 
Sidings * Wall Paint * Textures * Rock Wool Insulation * Metal Lath * Sound Control Products 
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Are you cashing in on the 
spring fence-building season by 
selling pprssure-cREOSOTED wood posts? 


“1 save on —— 


with pressure-cr eosot ' 
fence posts.” 2 


J 0 Dowdy whose farm * ween 
on Route 4 Sandford, No h aro- 
’ 


, says ee 
geen found that ge - 
ted fence posts last at war 
« te — i but their use has 
peg | long-wearing, gee 
aap nd maintenance bi wat 
pel t up will be on pressu 


ts we've tried 


ye money th 
pert pressure-creosoted fence posts 


4 them 
have usec = 
sarmers who sven times af 
ENTS—! ar : to seve 
1. You SAVE ON genres fence posts last UP 

: ressure-C 

w s 
an as untreated post -re080 
ong on LABOR—Pressure : saiet 
at and e: 
2. YOU save © easier to set tditional time 
uniform ant you avoid mene deteriorate 
replaceme™ ° m FENCE — Down fence erecsoted fe 
> re 

3. YoU oe Se or replace. Pressu 

expensive to xpense 1. her dealer 
eliminate this ¢ k 


and 


are round 
ore post 


ted posts rae every 


to staple 
savec 
y and 18 


\ 
g quick oe nal 


nce pr 8 


nts, “i 


HIS month—~when many farmers are taking care 
f i= their fence-building chores—is a good time 
to put extra effort into your promotion of pressure- 
creosoted wood fence posts. And, if you haven’t 
been handling them, there’s no better time to begin 
than right now. 


Extensive advertising in major state and regional 
farm magazines during the fall and winter has made 
your farmer customers well aware of the savings 
that pressure-creosoted posts make possible. This 
month—just at the time they are most likely to buy 
—farmers will be seeing more of this advertising, 
based again on the experience of users in their 
own area. 


If you are now selling pressure-creosoted wood 
fence posts, step up your own promotion this month. 
And, if you haven’t been getting your share of this 
business, don’t wait another day. Mail the card 
below. We’ll send complete information and a copy 
of our new guide, ‘“‘Fences That Pay,” now being 
offered to farmers to assist them with their fencing. 


“United States Steel is a major producer of 
Creosote Oil used by many producers of pres- 
sure-creosoted fence posts. When your sup- 
plier tells you he uses U'S-S Creosote Oil, 
you can be sure a quality preservative has 

_ been used. 


wnat is pressure-creasetiME?—~ for MAIL THIS CARD TODAY— NO STAMP NEEDED! 


Modern wood-treating pla 
ing precise 
force & meen ¥ : 
cote OF cts them from Res " nf 
on and dry rot — 
fung), 4 PL nat 

far tong 


engineering MC o- call 
0 the 


ted States Stee 


p STATES STEEE 
n Place * 


product of Uni 


UNITE 
525 William Pen 


“xtensi@ 
\ Agricultural Extens 
\ United S rs 
\ Room 28 oc, 


United States Steel Corporation, 
; 0 : » o- sill 
life, Moote Oil, a quality Room 2810-X, 525 William Penn Place, 
Pittsburgh 30, Pennsylvania 
I’m interested in handling pressure-creosoted fence posts. Please 


send me more information and put me in touch with pressure- 
tates Steel treaters who produce this product. And include a copy of your new 


mreane send re VQ guide, “Fences That Pay.” 


Also, | would ie 
of pressure creosote’ 


Name 


Address 


Name 


Address 


. 
. 
7 
. 
County : 
1 would hike prices 

. 


City 


State 





Don't pass up this opportunity 
to build volume and profits in 
PRESSURE-CREOSOTED 








FLRST CLASS 
Permit No. 3117 
(SEC. 34.9 P.L.&R.) 

Pittsburgh, Pa. 














BUSINESS REPLY CARD 


No Postage Stamp Necessary If Mailed in the United States 











— POSTAGE WILL BE PAID BY — 


UNITED STATES STEEL 
Room 2810-X, 525 William Penn Place 
Pittsburgh 30, Pennsylvania 


SOSH SHE SSSR OT ESHESHSHESHE THESE HEHEHE EEO HEE 








NEW Household Hardware 
MERCHANDISERS 


Customers SEE... SELECT... BUY! 


Display N-102 can also be 
Cards are mounted on both used horizontally on store 
sides of display rack island or counter top 


SPACE SAVER DISPLAY RACKS 


Designed for use anywhere—on store 
island, counter, post or wall. Pair holds 
14 of the most wanted Stanley House- 
hold Hardware items. Each wire rack 
merchandiser is 15” wide, 15” high, and 
6” deep. Put one in your store window, 
another in your paint or housewares 
department. Extend your points-of-sale. 
It’s good business. 


Pair of display racks FREE with package N-101 (contains one 
dozen each of the 14 fastest selling items.) ORDER NOW! 


HARDWARE e TOOLS e ELECTRIC TOOLS e STEEL STRAPPING e STEEL 
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SUPER WHITE 


...will INCREASE your House GM I(@)ULS ma UiNT\ ET 


Paint SALES and PROFITS! 
GAS PROOF! 


a MUST in every dealer's stock . . . the “paint-wise” choice 
of purchasers demanding these qualities for which Super —s 
White is recognized: 


@ An exacting standard of value for finest performance 
in Brushability ... Drying . . . Coverage . . . Protection 


... Durability . .. Economy 


@ An extra tough, hard, long-life film assured by 30% 
Zinc Oxide in its formulation 


© Its 70% Titanium Pigment content guarantees a beauti- a SUPER WHITE 
fully white film that stays white longer . . . self-cleaning a GAS-PROOF ~ 
properties not found in ordinary house paints : 


@ Resists darkening action of industrial fumes and gases 
... perfect for dust storm areas 


FURNISHED ALSO IN 9600 MILDEW RESISTANT WHITE } ND = ce 6 
FOR AREAS WHERE MILDEW IS PREVALENT TO ASSURE : SRY PAINT B, cater 
PROTECTION FROM DAMAGE CAUSED BY THIS FUNGUS <) —ees 


A 


owocrrnncecun co ARO DR | 
* pepeeae PAINT AND COLOR COMPANY 


Please send 
C) Sample Super White House Paint 
SAINT LOUIS «+ LITTLE ROCK + DALLAS 


[] Information Dealer Agency Plan 
| ESS Eee 


ES ee eet le eee {J WRITE TODAY FOR PRICES AND SAMPLE 


eeeeeeeeeeeeeeeeeees 
eeereeeeeeeeveeeeeeee 


@eeeeeeeeoeeeeeaeeevpeeeeeaeeaeeeeene ee 


MARCH, 1953 . . . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





No guesswork in Minnesota 





In Minnesota . . . where normal annual temperatures often 
range from nearly 100 degrees to a rugged 20 below . . . construc- 
tion men have discovered how air entrainment helps to produce 
concrete that resists the deteriorating effects of extreme and highly 
variable temperatures. 

But they also know that guesswork doesn’t go when you’re mixing 
air-entrained concrete! That’s why the State of Minnesota specifies 
that on Minnesota highways... as on so many other construction 
jobs ... it’s wiser to follow the 
“prescription” technique. 

Now, Minnesota makes sure— 
by requiring: “‘. . . for air-entrained 
concrete, normal Portland cement 
will be required with the air en- 
training agent to be added at the 
mixer.” 

. it’s sure, simple—and per- 
formance proves it’s well worth while! 














* * * 


If you have any problems or ques- 
tions on the use and mixing of air- 
entrained concrete, the Marquette 
Service Engineer will be glad to 
help and advise you—contact any 
Marquette office. 











Photos courtesy Minnesota Department of Highwoys. 


Marquette Cement 


MANUFACTURING COMPANY 


SALES OFFICES: Chicago « St.Louis * Memphis * Jackson, Miss. © PLANTS: Oglesby, Ill. 
Des Moines, la. « Cape Girardeau, Mo. * Nashville, Tenn. * Cowan, Tenn. © Brandon, Miss. 


PORTLAND e HIGH EARLY STRENGTH e AIR ENTRAINING e MASONRY 
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and several 
attractive colors 
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Color-Sealed Mustangs are made in white 





GO060G - 6GO6GO 
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..» Mustang br 





heat, freezing cold, soaking rains. 





"TORTURE TEST” IN WEATHER-O-METER 
—proves top quality and performance of 
Color-Sealed Mustangs, under blistering 





Seep ite  te os 
TE a DRAIN ly De A 


NU 











ASBESTOS SIDING 


in colors that resist time and weather 


The color is sealed in... 


rain, dirt, d 


sealed out by an exclusive Carey proce 


The longer they're on, the better you look! 


Yes, when you recommend and sell Color-Sealed 
Mustang asbestos siding shingles, you will be 
complimented for its beauty and utility. And you 


cut in on more sales, more profits. 


Color-Sealed Mustangs are made color-fast by a 
special Carey process that puts a tough, armor- 
like seal on the weather side. This seal repels 
water, locks out dirt, grime, stains—and locks 
in the rich beautiful colors, protects them 


from fading. 





® 


MUSTANG 


DIVISI 


From the House of Carey—Fire-Chex Asbestos-Plastic Shingles—Paints, Coat- 
ings and Cements—Fire-Guard Rock Wool Insulation—Windmaster Shingles—Miami-Carey 
Bathroom Cabinets and Accessories—Kitchen and Attic Ventilating Fans—Other famous 
products for Home, Farm and Industry. 


Of course, Mustangs are rot and vermin proof 
too. Never need preservative treatment—won’t 
burr. And for that look of real luxury, they’re 
textured with a vertical striated design of ex- 


ceptional beauty. 


If you want to outsell your competitors, sell the 
siding that outperforms them all—Color-Sealed 
Mustangs. And be sure to recommend the Carey 
Shadow-line channel system of application. Get 
the full story from your Carey representative— 


or mail the coupon to us today. 


MUSTANG DIVISION + THE PHILIP CAREY MFG. COMPANY 
P.O. BOX 1082, HOUSTON, TEXAS 





Please rush me samples and full details on new Color-Sealed Mustang asbestos 
siding shingles. 


Send information also on (©) Asbestos Roofing Shingles () Carey Fire-Chex 
Shingles (© Asphalt Paints (© Cements (© Coatings () Carey Shadow- 
line channel system 
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Are you profiting from the 
fastest selling combination 
in the building 
materials business? 

















cess 8s 8 8 | Pees bets abt 


ShadoWedge is a tapered asphalt 
undercoursing strip with a thick butt. It 
offers extra insulation, tighter, more dur- 
able sidewalls... and the deep shadow- 
lines that result from double-coursing. 


» Color-Grained Siding 


AND 


ShadoWedge 


Color-Grained Siding* started the big 
trend to color, then topped its superior 
decorator-designed color and texture 
with a new sales feature . . . Duroc pro- 
tective finish, for lasting color-freshness, 
dirt- and moisture-resistance. 


Now a new boost to siding sales is under 
way with the combined promotion of 
Color-Grained Siding plus Shado- 
Wedge** .. . the perfect siding 
combination. ShadoWedge 

adds a new dimension to 


color and texture . . . deep shadowlines. 


Here’s a real luxury siding with tremen- 
dous consumer sales appeal that offers 
builders a plus feature and a way to trim 
their building costs. Have you started 
cashing in on it yet? It’s nationally ad- 
vertised and bound to be a big profit- 
producer for you if you make full use of 
the display and sales aids shown below. 
See your Ruberoid representative or send 
coupon today. 


*Patent Nos. 2307733, 2307734, others pending 
**Patent No. 2394379, others pending 


The RUBEROID Co. 
500 Fifth Ave., N. Y. 36, N. Y. 


Gentlemen: 


Please send me sample of Ruberoid Color- 
Grained Siding and ShadoWedge 


| would like to see display aid sales 
materials, 


YOUR NAME 
COMPANY 
ADDRESS 
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ED NOFZIGER 


“EVERYTHING HINGES ON HACER/: 


FREE! 1 you enjoyed laughing at Ed Nofziger’s mirth-making cartoon 
this month, send for Hager’s new book containing 28 full-size popular 
“Everything Hinges on Hager” cartoons! It’s FREE! Just address 


C. Hager & Sons Hinge Mfg. Co. * 139 Victor Street * St. Louis 4, Mo. 


Founded 1849 — Every Hager Hinge Swings on 100 Years of Experience 
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* Beauty 


* Quality 


* Dependability 


PRE-FINTOHED WALL PANELS 


Ideal for home renovation or 
new construction, Used commer- 
cially anywhere a strong, long- 
lasting and attractive wall sur- 
face is called for. 


WATERPROOF CEMENT 


For tileboard and other similar wall 
materials. Easy to apply. Holds fast and 
firm for lifetime of material. COVER- 
AGE: 60 to 80 sq. ft. per gallon. SIZES: 
Quart, gallon and 5-gallon cans. QUALI- 
TIES: Absolutely waterproof. Tested for 
adhesion under conditions of heat, cold, 
moisture. 


AFCO AFCO 
& Glo-line Hi-lite 
(Streamline) (Plain Panels) 


METAL MOULDINGS 
Aluminum: Highly polished ex- 


hd F TILEBOARD CO., INC. 


Alexandria, Louisiana 
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Chromedge Sink-Lok in both 


For all flat-rim sinks and lavatories 


CHROMEDGE Sink-Lok features two popular finishes in either metal 


® Clamps edges of covering down to stay! 
@ Seals sink-to-cabinet joint watertight! 

@ Supports sink flush with top of cabinet! 
@ Requires no special tools—easy to install! 


@ No bolts or screws through counter top! 


| 


JUNEAU 


| 
| 


Pu 


All the time-saving, cost - cutting features of the popular 
Chromedge Sink-Lok Frames are now available in either stain- 
less steel or extruded aluminum. Choice of Bright or Satin 
finishes in stainless steel; Polished finish or rubproof Chroma- 
lite Finish in aluminum. All sizes, with corners of 114”, 2” or 
21/4,” radius (3” and 4” corner radii available in aluminum 
frames at slight extra cost). Aluminum frames available slotted 
for square-cornered sinks. Also for vitreous china sinks, in 
aluminum only (see No. C-726 below). See your nearest 
Chromedge distributor for full details or write to factory. 


VITREOUS 
CHINA 
SINK 
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Blueprints and . “a . ee Listings of 
Catalog for Farmers IIL PO : — Dealers’ Names 
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204 DESIGNS .. . including modern Farm Homes, Farm 
Service Buildings and Equipment items with complete blue- 
prints and material lists. The 4-Square Farm Building Service 
offers a type and size of building for practically every 


farm need. 


New 1953 


Farm Selling Program 


GEARED TO THE TESTED AND PROVED 


WEYERHAEUSER 4-SQUARE FARM BUILDING SERVICE 


Important news is coming to dealers em- 
ploying the 4-Square Farm Building 
Service. Weyerhaeuser district represent- 
atives will soon show the new 1953 Farm 
Selling Program, developed to further 
strengthen dealers’ positions as the best 
sources of design information for mod- 
ern, efficient farm buildings. 

This new program is packed with pro- 
motion value. It has exciting, stimulating 
features that will direct more farmers to 
dealers’ yards and help increase their 
building material sales. 

Many new designs are being added to 
the tested and proved 4-Square Farm 
Building Service . . . to make a total of 
204 plans... new poultry buildings, crop 
storage, milk houses, road-side stands, 
and additional modern homes, specially 
designed for farm families. 

To tell the farmers about the expanded 
4-Square Farm Building Service, full page 


advertisements will appear in state farm 
papers. This advertising will offer farmers 
free blueprints, free catalog and feature 
the names of dealers who have the 4- 
Square Farm Building Service. 

Free blueprints and catalog will also 
be offered farmers in timely tabloid-size 
broadsides . . . and in colorful display 
posters. Weyerhaeuser representatives 
will explain all details, including imprint- 
ing and mailing of tabloids, newspaper 
ad mats, catalogs and counter literature. 

Weyerhaeuser is constantly improving 
the 4-Square Farm Building Service, 
making it an increasingly effective dealer 
tool for serving and selling farmers. By 
continuing to promote the erection of 
more efficient farm buildings and identi- 
fying the dealers who help to provide 
them, Weyerhaeuser assists 4-Square 
Lumber Dealers in making more profit- 
able sales. 


ST. PAUL 1, MINNESOTA 
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Weyerhaeuser Sales Company 
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Whoever your customers are—builders, contractors or home- 
owners—they’ll often sell themselves when you point out the 
advantages of Getty casement operators. 


You'll interest contractors and builders when you point out 
the lower initial cost, extra beauty and complete utility of 
casement windows with Getty operators for their building 
programs. And when you explain that. there is a Getty 
operator designed to meet their specifications for every wood 
or metal casement need—in the exact finish they require. 


The homeowner looking for a replacement unit usually will be 
impressed by Getty’s quality craftsmanship even before you 
explain how Getty’s exclusive internal gearing assures easy 
operation, dependability and extra-long life. When you show 
him how he can install the compact unit easily with two 
measurements and seven screws, and how it operates without 
disturbing screens or blinds, the chances are you’ve made a sale. 


While they’re with you, don’t forget to show customers Getty 
accessory casement hardware—and as a closing point, men- 
tion the fact that Getty operators are used on more casements 
than all other operators combined. 


TRY THIS 1-WEEK SALES BOOSTER! 


For one week, ask every one of your store customers if there 
are casement windows in his home. A large number have 
them, but many need replacements for outmoded stay 
bars or faulty operators and have never got around to 
buying them. 

There's your chance. Show them a Getty operator and the 


simple replacement directions—just 2 measurements, 7 
screws, and anyone can do the job. 


You'll sell a lot of Getty operators that way—often in 
pairs—and that over-$15-per-dozen markup is interesting. 
Try it for a week. 


H. S. GETTY & €O., INC., 3348 NORTH 10th STREET ¢ PHILADELPHIA 40, PA. 


Canadian representative: A. N. Ormsby Co., 23 Scott St., Toronto 
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Here's the answer to your double-hung window 
problems! The new BURNS tension SCREEN’S quick, 
easy installation adds up to more profit for builders. 
No heavy, bulky wooden frames to cut, fit or paint 

. and home-buyers prefer them . . . homes with 
Burn's tension screens sell on sight! BURNS 
SCREENS stay new looking, they do not rust, stain 
or rot, never need repainting, never sag or warp. 


Call, write or wire today 
for information on how you 
can add this profitable seller 
to your stocks. 
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DAVIS MANUFACTURES THE 
PERFECT DOOR FOR 
ANY HOME... 


QUALITY APPROVED... 
«PLUS ECONOMY 


Davis Flush Doors, the Door most home builders wish for and 
can afford to buy. Note these facts: Stiles—1!3¢" doors 
(1%" wide). Top and bottom rail 234". Stiles—134" 
doors (134") Top and Bottom rail 234". Lock blocks on 
both sides 24" long making space for locks 4!/," wide on 
134" doors and 434" wide on 134" doors. Supporting 
bars—34" wide, 1'/," apart. Doors made to comply with 
commercial standard 171-50. 


Wades  * é 


Designed for modern living, flush doors add to any home. 
The simple, yet attractive design leaves no corners or edges 
to catch dust. They can be used in natural finish or painted 
to match furniture. Light weight. All doors guaranteed. 
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MANUFACTURING CO., INC. 


AU 4491 1075 S. CLARK ST. 
NEW ORLEANS, LA. 
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THE NEW SOUTH STEPS OUT! 


New industries team with diversified, mechanized 


farming to push income and activity faster 


LESS THAN 20 years ago the 
South was designated as the na- 
tion’s No. 1 economic problem. 
Now it is considered the nation’s 
No. 1 economic opportunity. 

The new industrial situation — 
and opportunity — that character- 
izes the South is obliquely high- 
lighted in a recent report of the 
Journal of Commerce. Discussing 
current demands for 50,000 addi- 
tional automotive workers, the 
journal explained: ‘Formerly, the 
auto industry used to recruit work- 
ers easily in the South, whenever 
they were needed. But now, pro- 
duction workers have good jobs at 
home in the South, and the special 
buses that used to take them to 
Detroit and back home aren’t run- 
ning.” 


The economic progress of the 
South is best indicated by the per- 
centage increase in per capita in- 
come payments between 1929 and 
1951. The 11 Southeastern states 
of Alabama, Arkansas, Florida, 
Georgia, Kentucky, Louisiana, Mis- 
sissippi, North Carolina, South 
Carolina, Tennessee, and Virginia 
scored an increase of 212 per cent 
in this period while the national 
gain came to 133.per cent. All these 
states showed substantial increases 
compared with the national gain. 

Per capita income gains in the 
states of Maryland, West Virginia, 
Oklahoma, Texas, Kansas, and 
Missouri were also above the na- 
tional average. 

The income level of the South- 
eastern states in 1929 was one- 


Percentage Increase in Per Capita Income and in Value 
Added by Manufacture by States in South and Southwest 


KENTUCKY 


half that of the nation. By 1951 it 
had risen to over two-thirds the 
national average. This improve- 
ment was the largest of any region. 

This rise in personal income in 
the South has been brought about 
largely by a shift from an agrarian 
economy to a diversified industrial 
and agricultural economy combin- 
ed. Life magazine explained the 
agricultural revolution in a recent 
issue on “The American and His 
Economy” in these words: 

“The revolution has_ brought 
with it new machines, new crops, 
new methods, and today U. S. 
farmers — even though they grow 
fewer in number every year — do 
a better and better job of feeding 
the country’s growing population. 
... The result has been more farm- 
ing progress in the last 75 years 
than all the world’s farmers were 
able to achieve in the previous 75 
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COMPARABLE 
NATIONAL 
INCREASES: 

194% Per 

Capita Income 


254% Value Added 
by Manufacture 


CIRCLED FIGURE ABOVE state name is % increese in Per 
Capita Income between 1939 and 1951. From data in Survey of 
Current Business, U. S. Department of Commerce. 


FIGURE BELOW state name is increase in Value Added by Manu- 
facture between 1939 and 1950. From data in 1947 Census of 
Manufoctures and 1950 Survey of Manufactures, USDC. 
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centuries . .. Nowhere is the pay- 
off more evident than in the South, 
once a two-crop land worn out by 
cotton and tobacco but now a 
flourishing food belt for poultry, 
cattle, fruits, and vegetables. 
Southern farmland has tripled in 
value since the late ’30s, and the 
value of the South’s food produc- 
tion has more than tripled in the 
past 10 years.” 

Displaced farm workers have 
continued to move to the cities to 
accept jobs in our expanding in- 
dustrial establishments. Industries 
multiplying job opportunities in 
the South and Southwest are 
principally in oil; iron and steel; 
coal; textiles; pulp and paper mak- 
ing; chemistry, and general manu- 
facturing. 

The growth of industrialization 
by states between 1919, at the end 
of World War I, and 1947, follow- 
ing World War II, is evidenced by 
a yardstick based on the 1947 





WHO’S WHO ON COVER 


THE NEW APPROACH to 
building material supplying 
and selling in the Southland is 
symbolized by the photos on 
the S*B*S cover this month. 
The handsome showcase-type 
store in center of the regional 
map is that of the Bourgeois 
Materials Co., located on 29th 
Avenue at L & N Railroad in 
Gulfport, Miss. It was complet- 
ed last November by Owner 
Hugh Bourgeois, who began his 
building supply business in 
1946. 

Behind the retail store are 
some sources of building ma- 
terials in the South. At top, 
left, are seen self-unloading 
Marquette cement barges tied 
up at Memphis, Tenn., shipping 
plant. Its packaging and load- 
ing facilities are being mod- 
ernized and the storage silo 
space doubled. 

At top, right, is the big ply- 
wood mill in Savannah, Ga., 
of the Georgia-Pacific Plywood 
Co. This national giant has 
other plywood or lumber mills 
in Steelwood and Dumas, Ark., 
Jackson, Miss., Fairfax and 
Cleveland, S. C. 

One of several new cement 
mills of the Lone Star Cement 
Corp. is shown at lower left. 
It is located at Lone Star, Va., 
near Roanoke. 

The lower right picture 
shows the modern insulating 
board plant of the Flintkote Co. 
in Meridian, Miss. 











OHCHOHOHOHOHOHOHOHOCHOHOHOHOHOHOHOHCHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOH OHH 


BOOM TOWN in East Texas 


CHOHOHOLOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHOHD 


SINCE THE EAST Texas Oil Field 
was discovered in 1930, Longview 
has been continually developing as 
the industrial center of east Texas. 
Since 1931 approximately 24,000 
producing oil wells in this field have 
produced more than 2,000,000,000 
barrels of oil. 

Located on U. S. Highway No. 80 
— “the Main Street of America,” 
Longview is 126 miles east of Dallas 
and 65 miles west of Shreveport. It 
is served by two major airlines, 
three railroads, two bus lines, and 
many motor freight systems. 

Longview, the county seat of 
prosperous Gregg county, has in- 
dustrial plants that turn out such 
varied products as lLeTourneau 
earth-moving equipment, oil field 
tools, farm plows and other agricul- 
tural equipment, automobile seat 
covers, and construction materials. 

Near Longview is a large Eastman 


Kodak chemical manufacturing facil- 
ity and the Lone Star Steel Co. plant. 

This bustling city’s population has 
soared from 5,036 in 1930, with 20 
industries, to 30,000 in 1953 with 165 
industries. To accommodate this 
growth in Longview’s population 
and prosperity, the number of elec- 
tric meters has jumped from 1,283 
to 11,831; telephones, 1,040 to 12,200. 

The annual municipal budget is 
now $1,014,466. This much govern- 
ment activity is required to furnish 
the educational, cultural, and recrea- 
tional facilities, and the safety and 
utility services that a modern com- 
munity demands. 

The principal farm activity of the 
Longview area is production of beef 
cattle, hogs, and dairying. But a 
variety of vegetables and fruits are 
grown to supply local and distant 
families. Tractors and electric power 
are used by most farmers to speed 





Census of Manufacture with the 
nation represented by index 100. 
These indexes of relative indus- 
trialization are largely based on 
the degree of employment in 
manufacturing and “value added” 
by manufacture. They show gains 
for Southern states as follows: 


South Atlantic states 


South Carolina—57 to 108 
North Carolina—74 to 112 
Georgia—49 to 83 
Virginia—46 to 69 

West Virginia—60 to 69 
Maryland—111 to 98 
Delaware—143 to 113 
Florida—90 to 31 


East South Central states 


Tennessee—44 to 73 
Kentucky—29 to 48 
Alabama—52 to 75 

Mississippi—37 to 40 


West South Central states 
Texas—23 to 40 
Oklahoma—16 to 25 
Arkansas—32 to 39 
Louisiana—64 to 52 


Other states 

Missouri—65 to 85 

Kansas—34 to 41 

In the five years of development 
since this study was made, several 
of these states have made notable 
faster gains in degree of industrial- 
ization. 


Due to a slightly greater out- 
migration than increase in births 
and in-migration, the 16 states and 
D. C. that comprise the South 
Atlantic, East South Central, and 
West South Central regions fell in 
percentage of the national popula- 
tion from 31.5 to 31.3 between 1930 
and 1951. Despite this, these com- 
bined regions stood out in vital 
indexes in this manner: 

Total income payments to in- 
dividuals—from 17.4% of national 
total in 1930 to 23.8% in 1951. 

Deposits in all banks — from 
12.2% in June 1939 to 18.3% in 
June 1952. 

Business firms in operation — 
from 23% of national total in 1944 
to 25.1% in 1951. 

Total cash farm income from all 
sources — from 29.5% of national 
total in 1939 to 28.5% in 1951. 

Cash farm income from livestock 
— from 18.7% of national total in 
1939 to 19.6% in 1951. 

Total retail sales — from 22.1% 
of national total in 1939 to 24.6% 
in 1948 — and still climbing. 

The increase in income from 
factory, service, and office jobs and 
from more efficient farms that are 
mechanized and electrified to a 
greater extent than ever before, 
includes money that may be spent 
on better homes and finer furnish- 
ings for them. 
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production and keep costs low. 

Raw materials found in com- 
mercial quantities in this east Texas 
area include burning clay, lignite, 
crude oil, natural gas, iron ore, lime- 
stone, gravel, sand, and much hard- 
wood timber. 

All this activity and output 
naturally calls for extensive trade 
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THE LARGEST man-made illumi- 
nated star in the world, atop Mill 
mountain, nightly shines to guide 
residents and to welcome visitors to 
“America’s Star City” . Roanoke, 
Virginia. 

With a corporate population of 
91,921 and a metropolitan population 
of about 135,000, Roanoke dominates 
the western half of Virginia and is 
truly “the Queen of the Valley.” 

According to the widely read and 
respected Roanoke World-News, this 
city is “the undisputed financial, in- 
dustrial, mercantile, distribution, and 
transportation center for an area 
embracing 16 counties and over 
500,000 population. In many respects 
its influence extends beyond its 
primary market area into an over- 
all area of 25 counties with over 
750,000 population. 

“For example, there are 212 whole- 
sale distributors in metropolitan 
Roanoke whose 1948 sales volume 
was more than $133 million. Many 
of these wholesalers serve a wide 
territory which takes in all of west- 
ern Virginia and parts of three other 
states.” Among these are millwork, 
plywood, metal products, and other 
material distributors. 

The expansion and growth of the 
Roanoke area is exceptional as these 
statistics reveal: 

Population — up from 69,206 in 
1930 to an estimated 93,000 now, for 
the city. 

Number of industries — up from 
142 in 1930 in the Roanoke area to 
264 in 1951. 

Industrial payroll of area — up 
from $25 million in 1930 to $89 mil- 
tion in 1951. 











ROANOKE — "Star City of 
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for the many new homes, commercial 
structures, and other buildings re- 
quired for the area, as well as the 
materials to keep them modern and 
in repair, Longview has 13 dealers 
The effective buying power of Gregg in lumber and other building prod- 
county residents in 1952 was $1,378 ucts. Most of them are optimistic 
per capita and $4,500 per family over the immediate and long-range 
To supply the materials needed outlooks for materials business. 


facilities. With nearly 1,000 whole- 
sale, retail, and manufacturing con- 
cerns in the immediate vicinity, 
Longview serves as the wholesale 
distribution center for east Texas 
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Electric meters in area — up from 
19,582 in 1930 to 49,771 last Decem- 
ber. Telephones up from 16,170 to 
47,000 in same period. 


clothing, chemical, railroad equip- 
ment, steel products, machinery, and 
furniture industries. Among the 
hundreds of Roanoke area industries 
Municipal budget for City of are Allied Chemical and Dye, Her- 
Roanoke — up from $2,677,708 in cules Powder, Mathieson Alkali, 
1930 to $9,050,346 in 1953. Lone Star Cement, National Carbide, 
The diversification and balancs American Bridge, West Virginia 
employment in industry in Pulp and Paper, Northern and 
Roanoke area is disclosed by Western Railway, and Yale and 
ginia State Employment Se1 Towne. 
data. By classification ana men nt With a 1949 median income for 
is distributed: manufacturing, 2 families in the Roanoke metropolitan 
sabia aliees-Saumaiaiaieasiann- \ area of $2,857, it is no wonder that 
ties, 22.5%; retail and wholesale the importance of the city as a 
trade, 21.6%; construction-govern- major retail trading center soared 
ment-other, 14.5%; service trades, during the last census decade by the 
15.2%. greatest percentage of gain in aver- 
With 15.4% of Virginia’s popula age retail sales per family of any 
tion and families, the Roanoke major Virginia market. The institu- 
market area today has 16.6% of the tion of the Roanoke Market Develop- 
factories, 21.6% of the manufactur- ment Plan has enlarged the im- 
ing employees, and 22.6% of the portance of Roanoke as a test market 
manufacturing payrolls of the stat for grocery advertisers. 
Western Virginia has strong con The Freedoms Foundation has 
centrations of nylon, rayon, textile, (See ROANOKE STORY page 45) 





LOCKSETS NOW MADE IN ALABAMA PLANT 


CYLINDRICAL LOCKSETS are now being made by the Lockwood 
Hardware Manufacturing Co., and automotive locks for Ford, Mercury, 
Lincoln cars are being made by the Independent Lock Co., in the 
million-dollar plant pictured below. Located in Selma, Ala., it contains 
120,000 square feet of floor space, with all new, mass production equip- 
ment. 

According to officials of these affiliated companies, which have 
home offices and main plants in Fitchburg, Mass., extensive studies 
were made of available locations for this branch plant in various parts 
of the country. 

“Selma finally won out because of its good location for serving the 
rapidly growing Southeastern states and because of the very excellent 

interest of its Chamber of Commerce and citizens.” 
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BY JAMES F. CRIST 


President of the Southern Association of Science 


and Industry; president, Gulf Power Co., Pensacola, 


Fla.; vice-president, Southern Co., Birmingham, Ala. 


Southern Industrial Expansion 
Accelerates Building Supply Sales 


THE BUILDING SUPPLY industry 
is particularly sensitive to trends 
in the regional economy. Thus, the 
economic changes which have oc- 
curred in the South in the past 
two decades have had a profound 
effect on the industry. Moreover, 
the future course of the industry 
will be influenced strongly by eco- 
nomic developments in the days 
ahead. 

Aside from the emergency of 
World War II, the greatest in- 
fluence the South’s building sup- 
ply industry has felt in recent 
times is the rapid industrialization 
of the region. The location of 
thousands of new manufacturing 
plants in the Southern states has 
brought a tremendous increase in 
manufacturing employment. Con- 
sequently, the desire of workers 
and executives for homes has 
created an unprecedented demand 
for building supplies. 

How great has this boom been? 
Here are the trends in a few major 
industries: 

Textiles — During the past 10 
years, the South’s textile labor 
force has increased from 395,449 
to 497,201 workers. Whereas New 
England had some 70 per cent of 
the nation’s textile industry at the 
turn of the century, the South now 
has assumed national leadership. 
In one recent year, the South pro- 


36 


duced $2.1 billion worth of textiles 
and paid textile workers wages of 
$1.2 billion. 

Chemicals — The chemical in- 
dustry is growing faster than any 
other in the nation and in recent 
years approximately one-half of 
all new chemical plants have been 
located in the Southern states. The 
DuPont Company, for example, 
has built almost all of its new 
plants in the South since World 
War II and now has 20 large plants 
operating in nine Southern states. 

Of particular significance is the 
fact that the chemical industry in- 
vests more than $30,000 per em- 
ployee in plant facilities and pays 
its workers an average of more 
than $4,000 per year. Therefore, 
those engaged in this booming in- 
dustry have both the money and 
the inclination to buy new homes. 

Forest Products — There are 
now operating in the South more 
than 60 large paper and pulp mills, 
having a daily capacity of nearly 
25,000 tons. Nine new mills involv- 
ing an investment of $200 million 
are under construction. There is 
no doubt that the South will lead 
the nation in this industry, which 
was once confined to northern 
areas. 

Likewise, the nation’s furniture 
industry is now centered in the 
South. Moreover, sound reforesta- 


tion programs will insure that the 
South’s forest resources will make 
possible continued expansion in 
these industries. 

Electric Power — Industrial 
progress and expansion of electric 
power facilities go hand in hand. 
Adequate electricity at reasonable 
rates is essential to the industriali- 
zation of any area. Since 1946, 
when the post-war advancement 
got underway, the privately own- 
ed electric utilities in the South 
have been pushing an over-all 
multi-billion dollar expansion pro- 
gram. 

During the next four years they 
will add 6% million kilowatts in 
new generating plants and units as 
part of a 10-year expansion pro- 
gram calling for more than four 
billion dollars. 

It is significant that the South’s 
per capita income has increased 25 
per cent faster during the past 10 
years than the national average; 
bank deposits in the South, 68 per 
cent faster; value of manufactured 
products, 14 per cent faster. 

These are but a few important 
fields in which Southern industry 
is moving ahead. As this trend 
continues, the result will be a 
steady increase in _ purchasing 
power and a consequent increase 
in demand for homes and building 
supplies. 
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South takes greater share of Building Dollar 


16 STATES INCREASE PRIVATE STAKE 
IN 13 YEARS FROM 25 TO 29 PER CENT 


EVEN THOUGH the South’s pro- 
portion of the total population has 
dropped slightly during the last 
20 years, she has increased her 
share of total new construction and 
total new private construction. 

Graphically presented below, 
here’s the score: 

Between 1939 and 1951, the total 
new construction in the combined 
South Atlantic, East South Central, 
and West South Central regions 
has increased from 28.1 to 31.0 per 
cent of the national total. 

In the same 13-year period, the 
total new private construction of 
this ‘‘solid South” has risen from 
25.2 to 29.2 per cent of the national 
total—a more substantial gain. 

The Southern role in new hous- 
ing is probably just as progressive 
but, unfortunately, it can not be 
adequately measured because no 
statistics are available to show the 
total dwellings started in city and 
country. The only figures available 
are for urban residential construc- 
tion. Much of the new building 
activity in the South is in suburban 
and rural areas, where permits and 
contracts are not tabulated. 

Even so, with this vast region 
holding just 31.3 per cent of the 
population, it had 32.4 per cent of 
the national urban dwelling units 
authorized during the first 10 
months of 1952. 

Because building material deal- 
ers in one state do not directly 
participate in the business volume 
stemming from construction in 
other states, the following tabu- 
lation is made to permit our read- 
ers to see how their individual 
states fared in this South-wide 
construction boom. These figures, 
furnished through the courtesy of 
the F. W. Dodge Corporation, show 
in millions of dollars the contract 
awards for total construction first, 
and residential building second, in 
1930 and in 1952: 


ALABAMA: 
38.1 to 213.7 
8.1 to 80.1 


ARKANSAS: 
34.8 to 149.2 
6.7 to 30.7 


up 461%. 
up 889%. 


up 329%. 
up 358%. 


DELAWARE: 
13.0 to 86.6 up 566%! 
3.4 to 36.1 up 518%! 
FLORIDA: 
45.5 to 654.9 up 1,339%! 
12.5 to 382.2 up 2,958%! 
GEORGIA: 
51.5 to 391.1 up 659%! 
10.9 to 148.9 up 1,266%! 
KANSAS: 
82.8 to 268.2 
8.9to 91.8 
KENTUCKY: 
50.2 to 761.8 up 1,418%. 
(including atomic projects) 
7.4 to 135.1 up 1,726%! 
LOUISIANA: 
58.7 to 477.6 up 714%! 
5.8 to 90.8 up 1,466%! 
MARYLAND: 
69.7 to 416.6 
24.1 to 195.2 


up 224%. 
up 931%! 


up 498%. 


up 710%! 


MISSISSIPPI: 
30.2 to 120.5 
5.5 to 18.7 
MISSOURI: 
228.7 to 441.1 
34.7 to 198.6 
NORTH CAROLINA: 
58.7 to 325.6 
11.6 to 105.6 
SOUTH CAROLINA: 
34.7 to 169.6 
6.2to 60.7 
OKLAHOMA: 
86.0 to 273.5 
24.7 to 92.1 
TENNESSEE: 
59.6 to 916.9 up 1,438%. 
(including atomic projects) 
12.2 to 152.3 up 1,148%! 
TEXAS: 
186.0 to 1,336.1 
35.4 to 539.6 
VIRGINIA: 

76.4 to 435.3 
13.5 to 221.7 
WEST VIRGINIA: 
58.0 to 111.0 
3.9 to 32.2 


up 299%. 
up 240%. 


..up 75%. 
up 472%. 


up 455%. 
up 810%! 


up 389%. 
up 879%! 


up 218%. 
up 273%. 


up 618%! 
up 1,424%! 


up 470%. 
up 1,542%! 


up 91%. 
up 726%! 





SUBSTANTIAL GAINS IN 


NEW URBAN 
NEW PRIVATE DWELLING 
CONSTRUCT/ON UNIT 


AUTHORIZED 
100% 100% 100% 








CONSTRUCTION ACTIV- 
ITY MADE BY THE SOUTH 


On this bar chart, the 
whole nation, including 
nine census regions, 
equals 100%. Gains of 
three Southern § regions 
are shown below. BLS 
figures for New Urban 
Dwelling Units Authoriz- 
ed cover first 10 months 
of 1952. South Atlantic 
region includes Fla., Ga., 
1” Gales C., Va., W. Va., 
Md., Del., and D. C. East 
South Central region in- 
cludes Ala., Miss., Tenn., 
and Ky. West South 
Central region includes 
Ark. La., Tex., and 
Okla. Kansas and Mis- 
souri are in uncharted 
West North Central 
region 
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The Mountain Comes to Mahomet 


MANUFACTURE of building ma- 
terials, besides lumber and mill- 
work, is moving South-ward for 
at least four good reasons. The 
order of their importance can not 
be measured because each has 
loomed large in the launching of 
nearly every materials plant and 
factory in the region. These good 
reasons are: 

*With the South and Southwest 
constituting one-third of the na- 
tional construction market, ample 
supplies of building materials 
naturally should be available close 
at hand. 

*In this area there’s a good res- 
ervoir of dependable, native labor 
eager for the skilled or semi-skilled 
jobs material factories provide. 

*Most of the raw materials and 
natural resources required for the 
manufacture of building supplies 
are to be found at one or many 
points throughout this great region. 

*Manufacture and then nearby 
use of building materials cuts down 
on shipping and handling costs, 
which have mounted sharply since 
World War II. 

Greatest expansion in produc- 
tion of building materials in the 
Southland has been in cement, 
lightweight aggregates, asbestos 
products, builders hardware, 
paints, and metal windows, doors, 
and components. 

So popular have lightweight ag- 
grates become for wall and ceiling 
plaster and for insulating concrete, 
the perlite industry produced over 
33 times as much expanded vol- 
canic rock in 1951 as in ’46 and 
even more in 1952. Plants for proc- 
essing this light insulating aggre- 
gate are now located in Maryland, 
Tennessee, North Carolina, Florida, 
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Cement, hardware, asbestos, gypsum, 


paint, window plants dotting Dixie 


Louisiana, Arkansas, Oklahoma, 
and two in Virginia, and six in 
Texas. Meanwhile, the output and 
use of vermiculite has continued 
apace. Vermiculite plants now 
process this mineral in 11 Southern 
and Southwestern states. 

Packaged door units have mush- 
roomed in popularity in the last 
five years, with at least five plants 
in Texas, one in Tennessee, two in 
Florida, and one in Alabama. In 
this latter lumber-pacing state, 
steel window and door packages 
are now being produced at a rate 
of 250,000 a year. 

Under the stimulating promo- 
tions of both Ponderosa Pine Wood- 
work and the American Wood 
Window Institute, wood window 
units have been standardized and 
now comprise a big share of the 
units going into project and low- 
cost construction. Fabricating job- 
bers in every state with Vir- 
ginia and Texas in the forefront — 
turn out such units in carload lots. 

Where casement, awning type, 
and jalousie windows are preferred 
by home-buyers, builders, and 
architects, aluminum and_ steel 
makes are growing in popularity. 
Big producers of these are located 
in Alabama, Missouri, and Florida. 

Custom-made window screens 
have given way to tension-type all- 
metal screens and to metal-framed 
screens nearly everywhere. 

Flush wood doors are increas- 
ingly favored in new homes, office 
and institutional buildings, with 


the result that major producers 
are now located in Kentucky, Mis- 
sissippi, North and South Carolina, 
and Alabama. 

Each state, of course, has its full 
complement of concrete block and 
clay brick plants, sawmills, planing 
mills, and custom woodwork shops 
— as the local supply of materials 
and profitable demand requires. 
However, by the month western 
species are making inroads on the 
Southern lumber market, particu- 
larly fir and redwood. 

Space does not permit naming 
the major companies that have in- 
vaded this region with factories 
for the first time or that have en- 
larged their operations in the 
South. Unfortunately, disparities 
in the classification of manufac- 
turers by the several state agencies 
and chambers of commerce (in 
function, degree, or size) are such 
that only lists indicative of the 
building material manufacturing 
pattern in each state are feasible in 
this report. 

LOUISIANA, for its size and 
population, is the South’s greatest 
manufacturer of factory-processed 
building materials. In the New 
Orleans area are located four big 
asbestos building products plants, 
an insulating board plant, two 
asphalt products plants. A third 
asphalt roofing plant is at Shreve- 
port. 

Among other Louisiana building 
material manufacturers are: 7 
lightweight aggregate: 9 window 
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and door screen; 15 brick and tile; 
4 paint; 1 tile flooring; 1 spackling 
plaster; 13 ornamental iron and 
structural steel; 2 caulking com- 
pound; 2 prefinished tileboard; 2 
cement; 2 flush door; 1 metal mold- 
ing; 7 cooling fan; 1 plumbing fix- 
tures. 

Up the river, MISSOURI runs 
Louisiana a good race for the ma- 
terial manufacturing lead with this 
line-up: 5 asphalt roofing products; 
3 asbestos materials; 1 insulating 
board; 1 building paper; 6 cement; 
35 paint and varnish; 8 caulking 
compound; 3 flat glass; 6 wood pre- 
serving; 1 builders hardware; 1 
prefinished hardboard; 2_ stock 
millwork components. 

GEORGIA is humming with 7 
plywood plants; 26 paint and 
varnish; 2 asphalt products; 1 ce- 
ment; 1 steel building supplies; 1 
plastic screening; 1 gutter screens; 
3 metal trims; 2 tension screen; 1 
shower doors; 1 ladder: 20 orna- 
mental iron and structural steel; 1 
structural clay products; 1 gypsum 
products; 1 insulating board. 

ALABAMA is the Southern 
center of steel and iron manufac- 
ture, with 58 gray iron foundries, 
6 furnaces, steel works and rolling 
mills; 1 new builders hardware 
plant; 7 cement; 2 large screen 
door-window mills; 1 gypsum 
products; 3 insulating; 4 asphalt 
products; 5 paint; 1 clay products; 
large aluminum several steel win- 
dow plants; 1 rubber and plastic 
flooring; 1 metal lath and acces- 
sories; 1 asbestos products. 

ARKANSAS is center of bauxite 
production for aluminum. State 
factories include 2 asphalt prod- 
ucts; 2 light aggregate; 1 cement: 
1 gypsum products; 1 disappearing 
stairway; 7 wood preserving; 10 
screen. 

Building material plants in DEL- 


AWARE include 1 asphalt roof; 1 
floor covering; 1 slate. 

FLORIDA is the origin of most 
glass jalousie, awning type, and 
aluminum casement windows in 
Dixie. Factories include 24 paint 
and varnish; 1 insulating board; 
largest stock ornamental iron; 3 
plywood; 2 asphalt products; 17 
wood preserving; 2 cement; 1 gyp- 
sum products. 

KANSAS building material 
manufacturers include: 8 cement; 
2 gypsum products; 7 insulation; 5 
light aggregate; 1 builders hard- 
ware; 13 paint and varnish; 2 
screen; 1 building paper; 1 louvers 
and metal specialties. 

KENTUCKY is now major ap- 
pliance headquarters for G-E. First 
shipment — carload of clothes 
dryers — went to Texas last 
month. Kentucky factories include 
2 plywood; 10 door; 1 cement; 2 
wall plaster; 3 clay products; 1 
asphalt roofing; 25 paint and 
varnish; 1 bath cabinets; 7 wood 
preserving: 1 ladder; Reynolds 
aluminum building products; 1 
plumbing fixtures. 

MARYLAND is Middle Atlantic 
headquarters for many building 
materials. Factories there include 
2 cement; 4 slag; 10 paint and 
varnish; 14 screen; 3 
equipment: 2 floor covering: 1 
asbestos product; 1 asphalt prod- 
ucts; 8 storm sash; 1 copper and 
aluminum mill; 1 gypsum _ prod- 
ucts; 90 millwork; 28 ornamental 
iron and steel; 1 plumbing fixtures 

MISSISSIPPI, a large 
producing state, is growing in 
output of other materials. Her 
factories include 1 cement; 1 fiush 
door: 2 hardboard; 2 insulating 
board; 15 wood preserving. 

NORTH CAROLINA is the 
Southern leader in plywood pro- 
duction, with 22 plants. Other fac- 


fireplace 
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lumber 
the 


tories include 1 asphalt products; 
2 clay products; 40 brick; 5 paifit; 
1 builders hardware; 1 wood pre- 
serving; 3 light aggregate; 1 (new) 
asbestos products. 

OKLAHOMA boasts the South’s 
largest maker of metal trims and 
weatherstrip; 2 asphalt products; 
9 paint; 3 flat glass; 2 cement; 1 
gypsum plant. 

SOUTH CAROLINA has a new 
cement mill; 3 paint and varnish; 
6 screen, including one tension 
screen plant; 16 brick; 5 wood pre- 
serving; plastic screening; large 
flush door; large laminated plastics. 

TENNESSEE, through Memphis, 
is Dixie’s hardwood center. Her 
factories include 5 plywood; 3 
stairway; 14 paint and varnish; 1 
flat glass; 1 aluminum; 3 mineral 
wool; 4 cement; 1 aluminum prod- 
ucts; 2 asphalt products; large 
stock ornamental iron among 44 
metal work plants in state; 3 build- 
ers hardware. 

TEXAS is fast obtaining local 
production of material needs, with 
these factories: 7 asphalt products; 
2 gypsum plants; 1 asbestos plant; 
6 ladder; 12 cement; 6 insulation; 
16 light aggregate; 13 builders 
hardware; 27 paint and varnish; 6 
caulking compound; 17 wood pre- 
serving. The Lone Star state is 
second now to Pennsylvania in 
number of cement mills. 

VIRGINIA has South’s largest 
wood window factory. Others in- 
clude 1 insulating board; 2 gypsum 
products; 5 cement; 1 ladder; 1 
asphalt roofing; 1 builders hard- 
ware; 8 slate; 6 paint and varnish. 

WEST VIRGINIA is largest pro- 
ducer of glass products. Other 
plants include 2 asphalt products; 
1 screen: 11 cement; 1 nail; 2 storm 
sash. 

This is a sketchy inventory of 
building material manufacturing 
facilities in the South and South- 
west. Although data are not hand- 
ily available to provide the true 
picture, the region obviously is 
stepping out in the production of 
building materials, too! 


THE SPECIALTIES and auto 
lock factory of the Yale and 
Towne Mfg. Co. at Salem, Va., 
is pictured at top of opposite 
page. Seen at left is one of the 
33 manufacturing plants of the 
Atlas Plywood Corp. Located 
at Plymouth, this is one of 
three in North Carolina. An 
Atlas flush door factory is at 
Laurel, Del. 





Southern research yields 
better homes and materials 


By H. McKinlay Conway, Jr.* 


AT FIRST GLANCE, it might seem 
that the building supply dealer and 
the research chemist have little in 
common. But in the fast-changing 
business world of 1953, the results 
of laboratory investigations are of 
importance to every alert business- 
man. Today’s research is inevitably 
linked with tomorrow’s profits! 

We have only to check the cur- 
rent list of “best sellers” in the 
building supply field to see the in- 
fluence of previous research. Com- 
position wallboards, laminated 
plastic sheets, fiber-glass insula- 
tion, and one-coat paints, for ex- 
ample, are products of the recent 
past. Research now underway in 
universities, non-profit institutes, 
and industrial laboratories will 
yield new products—and open new 
markets—in the years immediately 
ahead. 





“CONWAY is director of the 
Southern Association of Sci- 
ence and Industry, Atlanta, 
Ga., and edits The Journal of 
Southern Research. 





In this respect, the South is now 
better off than at any other time 
in the region’s industrial history. 
Just a few years ago, there was 
barely a trace of research activity 
in the entire region. As late as 
1941, there were no general con- 
sulting groups to which local busi- 
nesses could take their problems. 
Ideas, as well as finished products, 
had to be imported from other 
areas. 

Today, however, the South is in 
the midst of an unprecedented 
technological revolution. There are 
more than 40 well-staffed, well- 
equipped consulting research in- 
stitutes active in the region. 
Hundreds of industrial research 
laboratories have been created, and 
the results are being seen in the 
form of a wealth of new products, 
new manufacturing processes, and 
—most important—in new market- 
ing advantages for the firms which 
sell the products of the region. 

Let’s take a look at some of the 
research programs now underway: 

San Antonio — The Southwest 
Research Institute’s Department of 
Building Research, headed by Dr. 
C. W. Smith, conducts a broad 


THE NEW TYPE flat slab 
concrete foundation design, 
above, has been developed 
by the Southwest Research 
Institute at San Antonio, 
Tex. Its diagonal design will 
greatly minimize house 
foundation failures in that 
region. 


program of study of building ma- 
terials, designs, and techniques. In 
the interest of the prospective 
homebuyer, the Housing Research 
Foundation of SWRI is encourag- 
ing builders to produce for sale 
architect-designed houses which 
represent superior qualities of ap- 
pearance, performance, and_liv- 
ability in relation to the price. 

This public service educational 
activity was founded by Revere 
Copper and Brass, Inc., and is now 
supported by the Crane Co. and 
Owens-Corning Fiberglas Corp. as 
well. It involves working with and 
advising merchant builders and 
their architects in the planning and 
designing of housing projects of 10 
or more single family dwellings 
built for sale. 

It is the foundation’s objective 
to stimulate the building of supe- 
rior houses in the moderate price 
bracket—preferably under $15,000 
and not over $20,000. Previously, 
houses of comparable quality and 
value have been obtainable only 
through custom architectural and 
building operations—both beyond 
the reach of any except wealthy 
families. 

The foundation invites builders 
of 10 or more houses, designed by 
(See MATERIALS RESEARCH page 112) 
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From Lumber Yard to 


BUILDING 
MATERIAL 
MERCHANT 


FIFTY YEARS AGO retail lumber 
dealers were just that. Their stock 
in trade was boards, dimension and 
heavy timbers, and wooden lath 
and shingles. The typical dealer’s 
place of business included a shed 
that served as an office, a barn in 
which to house his horses and lum- 
ber wagon, and a flat piece of land 
close to a railroad track where he 
stored and dried his lumber. 

Twenty-five years later, many 
lumber dealers were stocking and 
selling asphalt shingles, some clay 
products, several colors and types 
of paint, cement and lime, nails, 
and a few other items. The shed 
had been enlarged and closed in, 
warehouse style. Trucks were dis- 
placing mules and wagons. But 
lumber was still the big item — 
along with millwork made to order 
for homes and other light struc- 
tures. 

But today it’s a different story. 
With some 1,200 different kinds 
and types of building materials 
and equipment going into a modern 
home or commercial structure, 
they are supplied by the lumber 
dealer who has become a building 
material merchant. 


Dollar-wise, lumber now com- 
prises less than a half—more often 
a third—of the dealer’s business. 
Metal materials and supplies be- 
come an increasingly larger part 
of his business. So do gypsum, 
asbestos, and asphalt materials, 
and a wide variety of products 
made of wood and wood fibers, 
such as plywood and insulating 
board and lath. 

Fewer and fewer dealers have 
millwork plants or woodwork 
shops. They sell packaged window 
units and doors and mantels and 
kitchen cabinets, with less trouble 
for fair profit. 

The changes in the materials 
sold have been due to the demand 
by families, builders, and archi- 
tects for different finishes of ma- 
terials. Durable, stable, and more 
fireproof materials are sought, in 
keeping with the building codes 
and fire laws that concentrated 
city living demand. 

The emancipation of Mrs. Home- 
maker and her greater literacy by 
reading shelter and women’s maga- 
zines and by watching motion 
pictures and television have made 
her an equal, if not the major, 
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factor in the purchase of a new 
house or of materials for repairing 
or modernizing an old one. To 
court her and compete for the 
larger supply of consumer dollars, 
many a dealer has moved from the 
railroad track or side street into 
a shopping center. 

In the move, this aggressive 
dealer has designed his store in 
department store style and ar- 
ranged to keep it clean and tidy. 
The walls have been displaced in 
front with large “show-case” type 
windows. Merchandise has been 
classified and placed on open dis- 
plays, through which customers 
must pass to get to the sales 
counter. 

The latter is no longer an elbow- 
high counter with an odd assort- 
ment of catalogs, literature, and 
order pads atop it. Instead, it is a 
group of steel desks or a lower 
counter, faced with specimens of 
fancy plywood or wood panels and 
covered with colorful, durable 
laminated plastic. 

The old pot-bellied stove in the 
corner is no more. The store is 
heated by a circulating heater, 
(See MATERIAL MERCHANT page 114) 


THE DANEL Lumber Com- 
pany is still doing business 
from the same site as when 
it was founded in 1925 by 
L. L. Danel. He stands at 
right in top picture with his 
staff before the first building, 
which was mostly an office 
and lumber shed. Thestream- 
lined store building at left 
was completed by his suc- 
cessors last summer. Air- 
conditioned, it attracts pa- 
trons with hundreds of items, 
including bathroom and 
kitchen fixtures, in neat dis- 
plays in a large showroom. 





SHOPPING IS SIMPLE for “every- 
thing to build a house .. . every- 
thing to make a house a home’”’ in 
the new building material store of 
the Cary Lumber Company in 
Durham, North Carolina. Much 
simpler than it was before the 
store was opened last spring. 

Before last March, this firm 
served its customers by conferring 
with them in a small lumber-yard- 
type sales office over occasional 
samples and literature or by tak- 
ing them out into the yard, ware- 
house, or millwork plant to see 
some materials. 


CARY sales formerly 
were handled in small of- 
fice building at right. 
Note small-home “trade- 
mark” on tall tree stump 
at left; the jumbo sign 
with moving carpenter 
saw at right. 


IMAGINEERING by 
Cary officials transform- 
ed the street side of a 
supply warehouse in Dur- 
ham, N. C., into a modern 
building supply store. By 
night to passersby it is a 
“showcase” full of tempt- 
ing materials and house- 
wares, at left; by day it is 
a popular store for simple 
shopping. 


Remodeled warehouse becomes 


Departmentized “Home 
and Family Store’ 


Now the streamlined, long-win- 
dowed, well-identified, and bright- 
ly-lighted store beckons house- 
wives, builders, farmers to come 
and select their needs. The veteran 
store manager, holding to the 
slogan that “seeing is believing,” 
has seen to it that “all items can 
be seen rather than told about.” 

With the opening of the new 
store, many new lines of materials 
and home supplies have been add- 
ed. All have been grouped in de- 
partments or displays that invite 
selection on impulse. The store was 
created by converting 24 feet of 
the street side of a 110-foot-long 
warehouse into a modern show- 
room, 


Plate-glass windows and_ bur- 
gundy-colored structural glass re- 
placed the old corrugated iron. A 
five-foot marquee of exterior ply- 
wood shelters the sidewalk. Neon 
signs identify the store and its 
main line of paints. 

Inside, atop the rear wall of 
paint and hardware stocks, block 
letters list principal lines: Du Pont, 
Duco, Dulux, Celotex, roofing, lum- 
ber, millwork, wallboards, hard- 
ware. 

This means of selling materials 
is a far cry from the 1894 beginning 
of this firm—about as far as TV 
advertising is from the old “town 
crier.”’ Henry C. Satterfield, Jr., 
third president, had an advertising 
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ceeded his father as president of 
Cary in 1942 he bought a 6,000- 
acre tract of virgin and second- 
growth timber at Tillery, N. C., 
and employed a forestry expert to 
carry on scientific cutting and re- 
planting. From here now comes 
much of the lumber that goes into 
the millwork made by this firm for 
its contractor and homebuilding 
customers. 

Cary does no building or install- 
ing, but brings customer and con- 
tractor together to get the job done 
right. Easy terms are available on 
appliances and job orders. 

Now every family in the Dur- 
ham area is a prospective customer 
for this dealer because all can find 
materials and supplies needed to 
build, maintain, or modernize their 
home for better living. 


TO GET IDEAS for his pro- 
posed new store, South Caro- 
lina dealer Henry J. Munner- 
lyn, above, visited the Cary 
materials sample display room. 
There, customers can compare 
all sizes and shapes of mold- 
ings, flooring, other materials. 
This room is off left end of 
store, pictured right. Smart 
wood cabinets and major and 
small electric appliances are 
displayed realistically. 


agency to effectively utilize tele- 
vision, radio, and newspaper ad- 
vertising to attract an amazing 
crowd to the opening of the new 
store. 
President Satterfield had ex- 
pected some 2,000 persons to come 
to the store during the two-day 
opening. The arrival of 10,000 
made them hustle to provide ade- 
quate gifts, favors, and refresh- 
ments. Attendance prizes included 
$100 cash and valuable merchan- 
dise. 
Lumber and millwork — both 
finished to order — are still major 
lines at Cary’s. But the new store 
offers lawn and garden tools and 
supplies, including outdoor fire- 
places, mowers, furniture, seeds, 
street signs and lamps; small and 
large kitchen appliances; television 
sets; handyman tools and _ hard- 
ware. 
The motto and slogan of the for- 
ward-looking Cary Lumber Com- 
pany are emblazoned on spectac- 
ular signs on the highways leading 
into the city from both Raleigh and 
Greensboro. These are: “The very AT RIGHT side of Cary store, manager’s office simulates corner of 
best when you build.” “Building modern home, above. It is paneled with walnut, sliced oak, birch, and 
a greater Durham since 1894.” knotty pine plywood. Every usable foot of store is devoted to factory 
When Henry Satterfield, Jr., suc- displays or groupings of supplies and tools. 
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Drop-in Sales 
DOUBLE! 


WHAT A DIFFERENCE the loca- 
tion and identification of a build- 
ing supply store can make in the 
amount of drop-in business has 
been profitably proven by the 
Robinson brothers, partner oper- 
ators of the East Side Lumber 
Company in Atlanta, Georgia. 
When they returned from mili- 
tary service, their father had sold 
the large planing mill and yard 
across the railroad tracks to a pre- 
fabrication firm. He had moved the 
business into a store building and 
lot he owned on DeKalb Avenue. 
However, because the west end 
of the five-unit store building was 


UNTIL LAST APRIL, the 
East Side Lumber Com- 
pany did business in the 
right end of the five-sec- 
tion store building seen 
at top. Management p!‘an- 
ning resulted in the in- 
stallation of a modern 
materials store in the left 
end, with large windows, 
neon sign, and handy 
parking space — which 
home-owners would no- 
tice as they drove home 
from work in Atlanta in 
the evening. Sales of 
hardware and_ related 
supplies and accessories 
have doubled in the com- 
pact store seen at right. 
Partner Jim Robinson 
demonstrates a portable 
electric sander. 


rented to another party, he set up 
the sales office in the east end. This 
was at the end away from Atlanta, 
which was not noticed by the flood 
of people driving home from work 
each evening. Parking was a prob- 
lem for those who did stop. Stock 
was not displayed so customers 
could browse around and practical- 
ly wait upon themselves. 

As long as the sellers’ market 
ran strong, Thomas W. Robinson, 
Jr. and James L. Robinson fared 
well selling mostly to builders and 
contractors — as their father had 
done. But then demand slackened 
and prices on house jobs became 


uncomfortably competitive for this 
small firm that bought everything 
wholesale and in small lots. So, 
the brothers began thinking and 
figuring how they could convert 
to a store for home-owners and 
contractors who repair and mod- 
ernize existing residences. 

They pored over the building 
supply publications and they visit- 
ed modern building supply stores 
and lumber yards in the vicinity. 
Then they came up with the solu- 
tion which is pictured on these 
pages. 

They moved their store to the 
west end of the building, put in 
store-high windows, graveled the 
wide yard for easy parking, and 
installed an open-front Quonset 
shed for lumber and another metal- 
covered shed for sacked goods. 

The woodwork shop was left in 
the building section adjoining the 
store, so the Robinsons and their 
staff could take customers in to 
discuss the fabrication of a special 
door or window, frame or sash. 
The ability to furnish this for an 
old, odd-sized, out-of-shape house 
usually gets the order for the other 
materials and supplies needed for 
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the job, including a tool or two. 

“During the last half of 1952, 
our sales of items displayed in the 
store more than doubled,” Tom 
Robinson reported. “You can 
gather considerable profits by sell- 
ing home-owners and mechanics 
the hammer or saw or paint-brush 
they need, while they’re by to 
order lumber or other materials.” 

Upon the death of their father in 
1949 and their determination to go 
after the repair and replacement 
materials business, Jim and Tom 
Robinson dropped coal from the 
firm name and as a major item. 
Natural gas, price controls and 
hikes, and strikes made this a 
decreasingly profitable line. 

In the face of the big boom in 
their sales of counter goods to 
home-owners and modernization 
contractors, two points stand out 
in the Robinson operations at East 
Side. One is that in their gross sales 
lumber items still constitute two- 
thirds of their business. 

The other point is that they do 
not engage in the _ installment 
financing of home modernizations 
and repairs in any way. The cus- 
tomer buys for cash, or else he or 
his contractor arranges installment 
credit through a bank and pays for 
the materials in cash or on a cur- 
rent account basis. Surely the East 
Side Lumber Company carries 
open accounts for old and reliable 
patrons, but they are few and kept 
current. 

The extent of the conversion of 


this dealer from new construction 
jobs to repair-replacement sales is 
indicated by these facts: 

In 1949, approximately 50 per 
cent of the materials sold were to 
small builders and contractors for 
new homes. In 1952, not a single 
new-house job was sold! 

“We are more than pleased with 
the growth of our business under 
the new set-up,” Jim Robinson as- 
serted. “We only wish we had de- 
cided to change over sooner. We 
expect 1953 to be our best year in 
total net profits. 

“There aren’t many days now 
that our two truck-drivers aren’t 
wheeling orders to the homes and 
jobs of small customers. Drop-in 
customers and telephone orders 
keep Tom and me and our two 
junior salesmen hopping 50 hours 
a week. And that’s enough to be 
of profitable service in our com- 
munity.” 


ROANOKE STORY 


(From page 35) 


honored “The Roanoke Plan” for its 
excellence as a year-’round means 
of stressing the American Way of 
Life, and it is being copied widely 
now by other cities. 

In its annual “Western Virginia 
industrial section,” the Roanoke 
Times recently reported that “no 
let-up in the post-war building boom 
in Roanoke appears to be in the 





THE DISPLAY of “Handy Panels” of plywood outside 
the East Side store reminds passing motorists and stop- 
ping customers of the piece of fir plywood they need 
for some home project or hobby. They’re glad to buy 
‘just the size” they need, without waiting to have it 
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HOW ABOUT YOUR CITY? Is it the 
scene of outstanding industrial and 
agricultural progress? If you think it 
should be reported in $*B*S later, send 
your nomination and facts to the Editor, 
S*B*S, 806 Peachtree St., N. E., At- 
lanta 5, Ga. 





making — just a shift in emphasis. 
Nearly 20 million dollars worth of 
industrial and public buildings is on 
the drawing boards to be translated 
into steel and mortar this year. 

“And this does not include several 
hundred homes, which probably will 
become a reality in 1953 barring un- 
foreseen disappointments. . . . This 
year will see individually styled 
houses being built by families who 
were not pushed to get a roof over 
their heads and were waiting for a 
more favorable time to build the 
home they always dreamed about 
owning.” 

And, of course, the building ma- 
terial dealers and plants in the 
Roanoke area will find a big share 
of their business this year in provid- 
ing materials for maintenance, mod- 
ernization, and enlargement of out- 
grown and outworn structures. 

To encourage and assist the in- 
dustrial and commercial develop- 
ment of the Roanoke Valley area, 
the Chamber of Commerce has 
sponsored the formation of the 
Roanoke Valley Development Cor- 
poration. Its purpose is to help pro- 
spective enterprises to acquire build- 
ing sites and to construct, acquire, 
or lease necessary buildings. This 
project holds promise of keeping 
“the Queen of the Valley” out front 
in industrial variety and income. 


cut — and without questioning difference in full panel 
and cut prices. At right, Partner Tom Robinson sacks 
up a nail order from the handy dispenser as clerk Ralph 
Dobbins stops for a cool drink from electric cooler next 
to Coke machine. Door is to millwork shop and sheds. 
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FOUR STAGES in growth and 
expansion of Brownfield, Tex., 
yard of Cicero Smith Lumber 
Company are shown in pictures 
on this page. At left: original 
layout in 1917 with Fred Smith 
in foreground. Small photo be- 
low: new front of glass and 
wood, added in 1937, makes in- 
viting store effect. Large photo 
below: handsome new store and 
office building completed last 
fall, joined to smaller building 
at left which had served same 
function since 1948. Smith, still 
manager, designed all buildings. 


To serve today's customers better 


36-year-old lumber yard now finest in Texas chain! 


A COMPANY so long in business 
in Texas that its charter must be 
renewed during 1953 has revitaliz- 
ed one of its oldest retail yards. 
The Cicero Smith Lumber Com- 
pany has enlarged and remodeled 
its Brownfield plant into the finest 
of its 22 line yards in Texas. 

This firm opened for business in 
Brownfield on March 15, 1917 — 
36 years ago — under the manage 
ment of Fred C. Smith. Still serv- 
ing the company as Brownfield 
and district manager, he designed 
and built both the original and the 
remodeled yard! 

The principal new building in 
Brownfield houses the store and 
offices, and provides some ware- 
house space. Of brick and tile con- 
struction, 60 by 140 feet, it is air- 
cooled for summer and has modern 
heating facilities. And following 
the popular trend in modern stores, 


the interior is finished in materials 
handled by the company — for the 
additional purpose of in-use dis- 
play. 

Lumber sheds were re-roofed 
and rearranged and completely 
backed by a tile-stucco wall. This 
enhances appearance and makes 
the entire plant, occupying half a 
city block, as fireproof as is pos- 
sible in this business, in the opin- 
ion of the management. 


In 1948 the Cicero Smith com- 
pany built its first brick and tile 
building in Brownfield, 60 by 75 
feet, to house the sales office. This 
now is used for the plumbing 
and electric department, carpenter 
shop, planing mill, and warehouse. 
Even this edifice was glamorous by 
comparison with the wooden build- 
ings utilized at the outset in 1917. 

Discussing the differences in 
operation of a lumber yard 36 
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vears ago and now, Vice-President 
and General Manager J. Lee John- 
son III emphasizes that Brown- 
field had no railroad in 1917 and 
practically all stocks had to be 
hauled from the nearest station, 
Tahoka, in freight wagons. 

“But the railroad was extended 
some months after this yard open- 
ed,’ Johnson continued, “and 
Brownfield for a long time was the 
nearest rail point for as far as 100 
miles, including the area around 
Lovington, New Mexico. So, many 
New Mexico citizens traded in 
Brownfield. Since coal was the 
chief fuel at that time, it was a big 
item at the Cicero Smith yard. 

“The coal handled sometimes 
caused great congestion around the 
bins and often many wagons were 
loaded with coal direct from the 
railroad cars. As a matter of fact, 
the old-timers remember that it 
was a considerable problem in 
policing to unsnarl the wagon 
traffic jams at the coal bins, par- 
ticularly when the weather be- 
came unexpectedly cold. Natural 
gas came into the area in 1929 and 
several years later the company 
ceased handling coal.” 

But the demand for a wider 
variety of building materials and 
home supplies has more than off- 
set the loss of the fuel business, 
Johnson admits. 

He said that Manager Smith had 
long looked forward to the con- 
struction of a modern store, that 
the plans were drawn up entirely 
by Smith, and that construction 
was almost exactly as called for 
by Smith’s first blueprints. In ad- 
dition to the Brownfield yard, 
Smith supervises operation of 12 
other Cicero Smith plants in Texas. 

The Cicero Smith Lumber Com- 


THE NEW STORE in Brown- 
field is as modern as other 
shopping centers thereabouts! 
All goods are departmentized in 
displays for easy selection and 
impulse buying. Above: plan 
books available in Home Build- 
ers Center on side wall, next to 
floor covering display. Rolled 
goods and metal specialties are 
grouped on island platforms. 
Below: bolts, doors, garden 
tools, glass are easy to see, 
find, sell. Line pattern of tile 
floor leads customers to sales 
counter in rear. 


pany was incorporated under the 
laws of Texas for a period of 50 
years on October 27, 1903, with 
headquarters then and now in Fort 
Worth. In the beginning there were 
but three yards, compared with 27 
today. The firm now has thre 
yards in Oklahoma and two 
New Mexico. 


Ee 
I 
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The founders and officers were 
Cicero Smith, G. H. Connell, and 
J. Lee Johnson Sr. J. Lee Johnson 
Jr. is now president and chairman 
of the board. 

Singularly enough, three of the 
line firm’s officers are women. Mrs. 
Mary Griffith, who was employed 
in a “temporary” capacity in 1908, 
now is vice-president and treas- 
urer. Mrs. Myrtle Sproles is secre- 
tary and assistant treasurer. Mrs. 
Laura V. Pitts is assistant secre- 
tary. 


Controlled Temperature 
To Sell More Homes 


Air-conditioning will be one of the 
increasingly important selling points 
for homes in 1953, according to both 
homebuilders and_ air-conditioning 
equipment makers. 

Year-’round air-conditioning will 
be made available for the first time 
in pre-fabricated homes, to sell for 
between $7,000 and $12,000. Gunni- 
son Homes has signed a contract 
with the Carrier Corp. to provide 
combination cooling and _ heating 
units as optional equipment for all 
future Gunnison models. 

Carrier already has supplied these 
units for developments that will 
total over 3,500 homes. ' 

Among these is the 185-unit de- 
velopment at Stratton Heights, New 
Rochelle, N. Y. This project includes 
homes of six and seven rooms, each 
situated on at least one-fourth of an 
acre, to sell for $26,900 and up. They 
will use Carrier Weathermaker units, 
that combine a furnace with re- 
frigeration in a single package. — 

For homes already in existence, 
the Fedders-Quigan Corp. recently 
announced a re-designed room air- 
conditioner with automatic controls 
to provide individual room tempera- 
tures. 
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Opportunities for 


BIGGER PROFITS 


from better service 


ALMOST WITHOUT EXCEPTION. 
the dealer whose transition from 
lumber yard to “one-stop home- 
building headquarters” included a 
modern, attractive display room is 
the one whose customers have 
multiplied greatly. 

Today’s customer demands to 
see the many products available 
before choosing, and will shop 
where materials are shown ef- 
fectively. 

The most popular change in 
store modernization has come 
through use of the dealer’s prod- 
ucts on the exterior and interior 
of the building. Better grouping 
of related items has resulted in 
departmentizing some firms, fre- 
quently with separate managers 
for each department. 

One smart dealer has set aside 
one corner where customers can 


“play with” materials, trying out 
virtually every product but shower 
stalls. The corner holds tiles for 
designing floor patterns; miniature 
kitchens with scale model cabinets 
and appliances; counter top ma- 
terials with color scheme booklets; 
dishwashers and washing machine 
with dishes and clothes for demon- 
stration. 

A separate counter holds manu- 
facturers’ miniature models of 
tension screens, louver windows, 
garage doors, hardware, flooring 
samples. 

“Build-It- Yourself” Service. Any 
progressive dealer today has at 
least one person in his organization 
thoroughly familiar with building 
methods. Supplying such informa- 
tion is probably the most promi- 
nent service added by dealers since 
the thirties, when labor for small 
odd jobs was plentiful and cheap. 

Realizing that many people 
would buy his materials if they 
knew how to use them properly, 
a Florida dealer started a “Fixit 
Yourself Shop” in one corner of his 
display floor. There a customer is 
shown how to do anything from 
replacing window screens to build- 
ing a complete home. Some dealers 
send a salesman out to show cus- 
tomers how to do such jobs as add- 
ing a room in the attic. 

Manufacturers are cooperating 


THE LITTLE SERVICES that 
frequently cost little or nothing 
often do more to win and hold 
a customer than high-priced 
advertising. Here a salesman 
for the Danel Lumber Co. in 
Opelousas, La., cuts glass to 
size without charge. 


(E 


NO NEED for this department 
20 years ago! But dealers today 
find many customers who can’t 
afford to have a job done, can 
afford to buy materials. Rieck 
and Fleece in St. Petersburg, 
Fla., set up a separate depart- 
ment for this service. 


by offering many items such as 
windows, doors, cabinets, and yard 
furniture in packages for quick 
assembly. 

Tieing in with build-it-yourself 
promotions is the rental of tools to 
those who want to do their own 
work. A Washington, D. C., dealer 
who started “dabbling” in tool 
rentals found that it did more than 
stimulate sales of materials—as a 
department, it brought in $15,000 
in profits a year! 

Tools for rent usually include 
hand drills of all sizes, floor wax- 
ers, paint sprayers, electric saws, 
sanders, edgers, polishers, gasoline 
chain saws, circular saws, polish- 
ers, blow torches, caulking guns, 
lawn rollers, painters’ planks, step- 
ladders, and block and tackles. 

“One-Stop Building Service.” 
About one-fourth of the building 
supply dealers in the South and 
Southwest either build homes or 
will make complete arrangements 
for any customer’s home, from 
drawing the plans to finding the 
contractor and arranging perma- 
nent loans. Another fourth of these 
dealers offer help at least by sug- 
gesting contractors, architects, and 
loan sources. 

Nearly any building supply firm 
remodeled in recent years added a 
“home-planning center.” This 
varies from a comfortable sofa 
placed by a rack of plan books to 
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a separate room, complete with 
samples of materials. 

Some dealers successfully offer 
“packaged” buildings, with prices 
that may or may not include labor. 
Among these are packaged garages, 
week-end cabins, and such farm 
structures as dairy barns and 
chicken brooders. 

A Missouri dealer “prefabs” or 
builds small houses to the degree 
the buyer desires. One customer 
wanted his home only framed. 
Another wanted his complete ex- 
cept for painting, which he and 
his wife did. 

For customers who want smaller 
items built or repaired, a dealer in 
Kansas set aside a part of his build- 
ing as the Carpenter Shop. Here a 
customer can have rafters cut to 
the right pitch or cornices cut by 
a pattern. 

Services for Home Interiors. Not 
stopping with homebuilding “from 
tree to key,” some dealers have 
added a saleswoman who doubles 
as interior decorator. Such free 
service sold an extra $12,000 a 
year worth of paint and wallpaper 
for one _ small-town Tennessee 
dealer. 

In an age when many paint 
manufacturers are coming out 
with systems for tinting a white 
base paint to one of dozens of 
shades, the dealer with a few cans 
of paint on dusty shelves soon 
loses out. Greater selection appeals 
especially to housewives, who are 
being drawn away from dime 
stores to lumber yard “color bars.” 

Attracting appliance customers, 
some dealers stage cooking schools, 
laundry clinics, and similar promo- 
tions. Another “beyond the key” 
service is offered by stores featur- 
ing gardening tools and supplies. 

Easy Term Payments. Few cus- 
tomers today want the trouble of 
making their own arrangements 
with a bank to pay for a home 
modernization or maintenance job 


on the house. Many of them 
wouldn’t know how. In order to 
close many sales, dealers today 
must have some. time-payment 
plan already worked out with a 
bank or other commercial loan 
firm so that he can quote payment 
terms immediately. The customer 
has only to sign his name, after his 
credit standing is cleared. 

Faster Service. With an increase 
in the number and kinds of prod- 
ucts has come an increase in the 
importance of having materials on 
the job at the right moment. Such 
service has been responsible for 
repeat sales to many a contractor- 
customer. 

The Renuart chain of yards in 
the Miami, Fla., area is so flexible 
that when a substantial residential 
section shoots out in another di- 
rection, a branch store is opened. 
When the area is built up, possibly 
several years later, the branch may 
be closed. A contractor can place 
an order in any branch and have 
it delivered from the store nearest 
his job site. Direct-line telephones 
connect stores to central ware- 
houses. 

To take care of small rush orders 
without tieing up main truck de- 
liveries, another dealer purchased 
a second-hand jeep. It takes much 
wear over rough ground and uses 
little gas. 

To accommodate the housewife 
who needs another can of paint or 
the Saturday handyman who 
knows just what he wants, some 
dealers have set up “drive-in” 
counters. Without need of chang- 
ing into town clothes, the customer 
drives up to a window for his 
order, sometimes ’phoned in ahead. 

Prompt service applies especially 
to a repair or installation depart- 
ment, a necessary addition to any 
dealership that jumped on the ap- 
pliance band wagon after World 
War II. Mrs. Jones’ washing ma- 
chine may be overflowing because 


of her own mis-use, but if it isn’t 
attended to promptly, 20 ladies in 
her bridge club will know it at the 
next party. 

Financially able to hire only one 
serviceman, a small lumber dealer 
solved this “emergency” problem 
by having this man to “brief” 
several salesmen on causes and 
solutions of many minor disorders 
in appliances. 

Product Education. It is a real 
service to keep customers informed 
about various products’ advantages 
and uses. 

Some dealers invite local con- 
tractors in to meet manufacturers’ 
and distributors’ salesmen, who 
explain products. An annual bar- 

(See BIGGER PROFITS page 115) 














TAKE ADVANTAGE of 
every opportunity for 
special promotions. This 
dealer made many pass- 
ersby aware of the Hend- 
ry Lumber Co. plans for 
Norge week. All custo- 
mers prefer shopping in 
a modern building with 
well-grouped displays. 
The Danel showroom fea- 
tures the clever door rack 
above, on casters for easy 
moving. 
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Here's why they buy 
TENSULATE Mineral Wool 


KEEPS MY HOME COMFORTABLE... 





HOMEMAKER 


EASY TO INSTALL... 








CONTRACTOR 
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MY FUEL BILLS REDUCED 
AS MUCH AS 40%. 


a 


a(ana 


ra(( 








f | 


~~ 


BILL-PAYER 


TT ae good reasons “Why They Buy” add up to the big 


reason why building material dealers are selling more and 
more Tensulate Mineral Wool Insulation that puts extra dollars 


in your pocket. 


Both batt and granulated Tensulate Mineral Wool are delivered 


in attractively printed packages. Complete technical literature 





and assistance is available upon request. Address Tennessee 
Products & Chemical Corporation, Dept. $3, First American 


National Bank Building, Nashville 3, Tennessee. 


MAIL COUPON 
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Where to turn for 


MORE SALES NOW 


THE KEY to a healthy building 
‘ supply business in 1953 (and for 
many years to come) is the local 
satisfying of 3 M’s and an N. The 
three M’s are Maintenance, Mod- 
ernization, and More Room. The N 
is New Construction—all inclusive. 

Most authorities agree that it 
will take at least 1,000,000 new 
houses a year to meet the needs 
of 700,000 new families and at the 
same time allow about 300,000 new 
units to replace old homes fit only 
for wreckage, because they are 
sub-standard, dilapidated, or in 
expendable residential sections. 

The demand for houses is direct- 
ly related to marriages and births. 
Due to the birth slump in the 730s, 
marriages are now _ declining. 
Births recently have been at record 
clip of 25 per 1,000 population, 
with more women having their 
second, third, or fourth baby than 
a decade ago. 

Our nation is growing at rate 
of 12 per cent during the 1950-60 
decade. Population climbed from 
153 million in ’50 to 158 million 
now, and is expected to reach 171 
million in 1960. The South Atlantic 
region—from Delaware to Florida 
—is expected to increase in popu- 
lation 14.7 per cent. Florida’s in- 
crease of 33.3 per cent is expected 
to equal California’s. Texas is put 
down for a rise in people of 13.7 
per cent. 

According to the Bureau of Agri- 
cultural Economics, the rate of new 
family formation will double the 
rate of population growth in next 
10 years. This means great op- 
portunities for dealers in durable 
goods because, during the last 
decade, consumption of durable 
goods increased 203.5 per cent, 
while non-durables consumption 
rose 162.1 per cent. More money is 
available for discretionary spend- 
ing this year, but the generally 
higher standard of living brings 
your products and service in com- 
petition with far more tempting 
items than previously. Competi- 
tion with home furnishings, auto- 
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mobiles, appliances, tools and 
equipment. 

With construction and material 
controls almost a nuisance of the 
past, dealers should turn to sup- 
plying new commercial and amuse- 
ment construction. In many cities 
there’s quite a backlog of such 
business awaiting a sure “green 
light” to build such structures to 
the best specifications. Though de- 
clines are likely in many areas in 
industrial and military construc- 
tion, sizable gains are expected 
also in public hospital, educational, 
highway, sewer and water, and 
conservation projects. 

Where the demand for New Con- 
struction is not adequate to main- 
tain a satisfactory sales volume, 
turn to one or all of the three M’s. 
Maintenance, Modernization, More 
Room. These may be exploited in 
three ways: 

1. Do-It-Yourself market. 

2. Contracting and application 
by dealer. 

3. Tie-up with mechanics/con- 
tractors and an installment finance 
source. 


According to the editors of 


House and Home magazine, in a 
January report on its housing 
round-table of building representa- 
tives, “the U. S. housing problem 
can never be solved until we 
recognize the importance of main- 
taining, improving, and rehabilitat- 
ing 43 million existing dwellings. 
They are the biggest single asset 
in our national wealth. Their im- 
provement is essential to any plan 
for raising the standard of housing, 
for in most communities good low- 
cost housing can be provided much 
cheaper and much faster by re- 
conditioning and modernizing ex- 
isting dwellings than by building 
new ones. 

“Too many of these existing 
houses are being allowed to fall 
into decay, either through disre- 
pair or obsolescence.” 

“Inasmuch as 7 million homes 
standing today were built 50 or 
more years ago and another 6 mil- 
lion are from 40 to 50 years old, 
the potential demand for Moderni- 
zation work is tremendous,” H. R. 
Northup, NRLDA executive vice- 
president, told Kentucky lumber 
dealers at their recent convention. 

The Modernization potential in 
the U. S. this year has been esti- 
mated at $10 billion by a materials 
manufacturer prognosticator. 

A revealing index in the 1950 
U. S. Census of Housing is that 
showing the age of houses. The 
first four individual state housing 
census reports reveal the following 
house age summaries: 

KENTUCKY — total 
820,141. Built since °45, 13.6%; 
1940-44, 6.1%; 1930-39, 15.1%; 
20-29, 20.2%; before 1920, 45%. 

WEST VIRGINIA—total homes, 


homes, 





HOMES LACKING 
FACILITIES 


NONFARM HOMES 


Continental U.S. - 1950 Census 


MILLIONS OF UNITS 





Lacking use of 
flush toilet 


No bathing facilities 


No piped running water 
inside or outside structure 


Dilapidated 


OVERCROWDING 


More than 1.5 persons 
per room 

















Chart by Division of Housing Research, HHFA. 
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ASBESTOS SIDING? 
 heosons why you. should insiss 


Johns-Manville 


SMOOTHGRAIN 


Viewed from any angle, Smoothgrain has a rich. grained 
texture, yet its surface is smooth and resistant to soiling. 
Colors are beautifully styled in deep autumn shades or 
smart springtime pastels. The pleasing grained texture 
and lasting colors are achieved by colored ceramic 
granules deeply embedded in the asbestos cement siding. 


Oalstanding Quality ees 


The J-M manufacturing process gives Smoothgrain 
Siding dimensional stability—resistance to shrinking— 
tight joints that won’t open up later on. Furthermore, the 
built-in texture is so striking, that you can hardly see 
face nails and vertical joints. 


Best Known Nome .. . 


The Johns-Manville name has been the standard of qual- 
ity for 95 years. Color ads in national magazines and the 
Bill Henry Radio News Program are constantly building 
preference for products which carry the J-M name. 


For full information about Smoothgrain Asbestos 
Siding and other J-M Building products, write 
Johns-Manville, Box 60, New York 16, N. Y. 


OHNS-MAN 


| Johns-Manville 
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IDEAL COMPANION 
TO LUMBER SALES 


TWO SALES mean TWO PROFITS! Every time a customer 
buys lumber or paint, he’s in the market for protection against 
rot and termites, swelling and warping. You make two sales 
instead of one when you suggest Chapman clean Penta Wood 
Preservatives—Deep-Treat and Seal-Treat. 


Sell Seal-Treat for 
Paintable Surfaces 


Water-repellent Seal-Treat makes an 
excellent prime coat for wood to be 
painted — sashes, doors, woodwork, 


USE OUR SURE-FIRE PROMOTION PLAN! 


Hard-hitting; designed to sell! Complete 
with newspaper mats, radio and tv spots, 
direct mail folders, window banners, counter 
displays. 








Stock and Sell Chapman’s 
Complete Line of 


MARCH, 1953... 


porches. Controls warping, shrinking, 
swelling ... stops rot and termites. 


Sell Deep-Treat for 
Wood Not to be Painted 


—fence posts, joists, sills, beams. Gen- 
eral purpose Deep-Treat stops rot, kills 
termites—is clean and easy to apply. 

Seal - Treat and Deep - Treat come 
ready-to-use in 55 gallon drums, 5 gal- 
lon or 1 gallon cans .. . attractively 
color-lithographed for over-the-counter 
selling; and with simple, informative 
directions on the packages to help 
your people make sales. 


WIRE—WRITE—PHONE 
CHAPMAN CHEMICAL COMPANY 
DERMON BUILDING MEMPHIS, TENNESSEE 


wood pi 


ean WOOD PRESERVATIVES 





544,075. Built since °45, 12.9%; 
1940-44, 6.1%; 1930-39, 15.4%; 
20-29, 21.2%; before 1920, 44.3%. 

SOUTH CAROLINA — total 
homes, 557,672. Built since ’45, 
17%; 1940-44, 8.3%; 1930-39, 
17.8%; 20-29, 19.4%; before 1920, 
31,979. 

MISSISSIPPI — total 
609,329. Built since °45, 17.3%; 
1940-44, 8.5%; 1930-39, 23.1%; 
20-29, 22.2%; before 1920, 28.9%. 

All of these houses should be 
maintained. At least half of them 
could stand some Modernization 
with several of the improved, easy 
to install materials and equipment 
that have come on the market 
since they were built. 

The chart on page 52 indicates 
a substantial market for new bath- 
rooms, kitchen sinks and cabinets, 
and plumbing fixtures. More pros- 
pects for Modernization! The hous- 
ing censuses mentioned above give 
comparable state figures, as will 
other state housing reports yet to 
come. 

Kentucky in 1950 was shown to 
have 13.9% of its homes with run- 
ning water — but without toilet 
and bath. Another 32% did not 
have running water. 

In West Virginia the score was 
16% with water but no toilet or 
bath — and 22.5% without run- 
ning water. 

The South Carolina situation — 
9.2% with water but no bath or 
toilet — and 46.3% without run- 
ning water. 

Mississippi fared little better. 
Score: 10.1% with running water 
but no toilet or bath, and 31.1% 
without running water. 

Because they were built small, 
many of the houses that have been 
occupied since World War II are 
prospects for More Room. Either 
in the form of additional rooms 
and storage space for growing 
children and family possessions, or 
in the form of a garage and tool 
house. 

But all this M & N business will 
have to be sought; very little will 
walk into your store. It requires 
plenty of advertising, circulation 
of salespeople, and displays. And it 
requires friendly service, balanced 
stocks, convenient credit. 

Above all, it calls for going after 
the hobby and handyman-around- 
home market. The $75 a week 
bookkeeper obviously can’t employ 
the $150 a week painter or $100 a 
week carpenter for long. The 
home-work field is booming be- 
cause of the high cost of construc- 
(See MORE SALES NOW! page 115) 
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Let PLASTERGON 


paint this wallboard 
profit picture for you 


We'd blush at the suggestion that we’re Old Masters 
. . but we have what it takes to make a wall a work 
Of ant<... 


That's Plastergon . . . made in every type of wallboard 
your customer needs. Styled and specified to his exact re- 
quirement . . . and at the best price. 


Let us help you to create a sales masterpiece with the 
complete Plastergon line. Ask us for full details and 
product literature. 


PLASTERGON 
Wallboards 


THE PLASTERGON WALLBOARD COMPANY 
P.O. Box 40, Station B, Buffalo 7, N. Y. 


Cable Address, ‘’Plastergon’’ @ Phone Riverside 3370 


MARCH, 1953... 


Check this list... 
you'll find a wallboard 
for your every need 


BUCKSKIN READY BEND — 
1/10” pebbled wallboard es- 
pecially useful in display 
work, 4’ x 8’ panels... 20 
pieces per bundle. 
DUO-TONE—2-color wall- 
board in 6 different color 
combinations. Four-ply .. . 
48” wide .. . 6 to 12 ft. long. 
Bundles of 12. 
PERFECT-O-CELL — Approxi- 
mately 3/16”, 4-ply, pebbled 
wallboard with extra sizing 
on both sides. Rich cream 
color. 48” wide... lengths 
6 to 12 ft. 

MAMMOTH — Approximate- 
ly 14", 5-ply, pebbled wall- 
board of great beauty and 
strength. 48” wide... stand- 
ard lengths 6 to 12 ft. Bun- 
dles of 10. 
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ECONOMY —A lot of value 

at low cost. Smooth finish, 

both sides. 4-ply . . . 48” 

wide .. . 6 to 12 ft. long 
. bundles of 12. 


EBONY—!," asphalted un- 
derlay board. 30” x 48” 
(100 sq. ft. per bundle). 
Also standard panels 48” 
wide, 4 to 12 ft. long. 


BUDGETAIRE PAINTCOTE — 
5/16” insulating board. Lic- 
orice root fibres. Factory 
painted one side. 48” wide 

. 6 to 12 ft. Bundles of 10. 


LOCKAIRE PAINTCOTE—!/,” 
insulating board. Licorice 
root fibres for greater 
strength. Factory painted 
one side. 48” wide .. . 6 to 
12 ft. 


LOCKAIRE—!/,” and 25/32" 
Asphalic board. wide 
. 6 to 12 ft. pall Also 
v- joint panels 2’ by 8’. 
25/32” building boards. 
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Southwestern Dealers Hear of 
“Brighter Future for Business’ 


OPTIMISM over the future of the 
free enterprise system under a new 
national administration less tolerant 
of extravagance, and relief in pros- 
pective liberation from manifold 
Federal government forms and con- 
trols was expressed by principal 
speakers before the 65th annual con- 
vention of the Southwestern Lum- 
bermen’s Association in the Munici- 
pal Auditorium in Kansas City, Mo., 
January 28-30. 

One of the most outspoken on this 
line of thinking was the retiring 
president, Henry H. Jones of Little 
Rock, who expressed belief that “we 
have a safe, sound, and sane Federal 
government at present” and added 
that he was optimistic about the fu- 
ture. 

“Soon, perhaps, we can devote more 
of our time to operation of our busi- 
ness and less to the study and inter- 
pretation of government laws and 
bureaucratic orders. 

“Ordinarily, business and politics 
are not supposed to mix, but in the 
past few years businessmen have 
been forced to mix in politics. 

“We hope now we are nearing the 
end of government by lobbies and 
pressure groups.” 

He added the opinion that men in 


THE NEW OFFICERS of the Southwestern Lumber- 
men’s Association are seen above following their recent 
election in Kansas City. Convention sessions were held 


at the Municipal Auditorium. 


From left, the front row includes: Allan T. Flint, Kan- 
sas City, secretary-manager: Sam M. Arnold, Kirksville, 


56 


the lumber or any other business 
should make their transactions re- 
flect their lives, because none can 
live with a double standard. 

After the annual election, Jones 
stepped down from the presidency to 
be succeeded by Fred S. Stephenson, 
of Chickasha, Okla.. who was ad- 
vanced from first vice-president. 

Sam M. Arnold, Kirksville, Mo., 
moved up to first from second vice- 
president and C. M. McAllister, Gar- 
den City, Kan., was advanced from 
third to second vice-president. The 
new third vice-president, Jack R. 
Grobmyer, of Little Rock, Ark., was 
elected from the ranks of the execu- 
tive committee. Allan T. Flint con- 
tinues as secretary. 

Eleven new directors were elected 
and one of them, Robert Stair of 
Little Rock, Ark., was also appointed 
to the new executive committee. 
Here he will serve with the officers 
and six other appointees—Walter A. 
Lambert, Leavenworth, Kan.; D. J. 
Fair, Sterling, Kan.; Charles Buffum, 
Louisiana, Mo.; George H. Squires, 
Springfield, Mo.; William Stewart, 
Jr., Shawnee, Okla., and Roy T. 
Hoke, Jr., Stillwater, Okla. 

Directors elected in addition to 
Stair are: Arkansas, Earnest Forbes 


of Bald Knob. Kansas, Charles P. 
Lundgren of Colby, Glen Humburg 
of La Crosse, and Phil E. Bruner of 
Mission. Missouri, Odell Williams of 
Kennett, L. H. Landgraf of Cape 
Girardeau, and R. L. Sweet of Kan- 
sas City. Oklahoma, V. J. Steger of 
Durant, Dale Morrow of Lawton, and 
Joe E. Osborne III of Woodward. 
One of the surprise hits of the 
speaking program was an address, 
“Pattern for Success,” by James Q. 
duPont, of the public relations de- 
partment of the E. I. duPont de 
Nemours and Company. For his ad- 
dress the auditorium’s “Little Thea- 
ter” was all but filled, largely from 
curiosity, as many of the delegates 
privately expressed an interest in 
both seeing and hearing a duPont. 
Jim duPont, as he referred to him- 
self, a great-great-grandson of the 
founder, soon had many in the audi- 
ence taking notes on his 10 points in 
“Pattern for Success.” These he 
enumerated as: Have a product that 
fills a need, have job know-how, 
meet competition, improve the prod- 
uct through research, practice thrift 
and economy, add capital as needed, 
plow back earnings heavily, diversi- 
fy and departmentalize, have owner- 
management, and treat people right. 
He said these points built the du- 
Pont Company and in relating them 
he stirred in some of the humor, 
pathos, and romance that are part of 
the history of this gigantic business. 
H. J. Munnerlyn, president of 
NRLDA from Bennettsville, S. C., 


Mo., first vice-president; Fred S. Stephenson, Chickasha, 
Okla., president. 
Back row, from left: Jack R. Grobmyer, Little Rock, 


Ark., third vice-president: C. M. McAllister, Garden 


City, Kan., second vice-president, and Henry H. Jones, 
of Little Rock, retiring president. 
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Flush doors that Stay Sold! 


Here’s the flush door with the gilt-edged 
reputation that means extra sales and no 
“come-backs’”’—for Curtis dealers! It’s the 
Curtis New Londoner hollow-core flush 
door— with the patented all-wood inter- 
locking core and sealed construction that 
eliminate warping and sagging. Beautiful 
face panels in matched-grain native woods. 
The Curtis New Londoner meets today’s 
demand for flush door quality. Also avail- 
able, Curtis Plyoneer hollow-core flush 
doors—same sturdy construction, except 
that face panels are not matched for color 
or grain. 





New Curtis Doors for Every Style Home 


New Curtis slat 
door—Design C-3303 
Curtis dealers are cashing-in on today’s demand for distinctive new 


door styles with the wide variety of Curtis interior and exterior 
doors, which fit every architectural style of home. These 
smooth-surfaced paneled and flush doors are easily decorated in 
the colors of the owner’s choice—satisfying today’s trend for 

Seeneien seine sammninaeaih more color in the home, or the soft natural finishes. 
door—Curtis No. C-1032 Through years of consistent advertising and promotion, Curtis has 

£ built customer acceptance second to none in the woodwork field. 
No wonder it’s easier to sell Curtis Woodwork than to sell against it. 


CURTIS COMPANIES SERVICE BUREAU 


Clinton, lowa 
A Department of Curtis Companies Incorporated 


. > One of several new | 8 6 ) 
+ Dutch doors—C-1273 
Clinton, la. © Wausau, Wis. @ Chicago, tte 
oo Sioux City, la. ¢ Lincoln, Nebr. ¢ Topeka, Kan. 


The peouler Minneapolis, Minn. @ New London, Wis. 
“Curtis New Londoner” Ww 0 Oo D Ww 2) R K 
=ouan hollow-core flush door. 
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Dura-seal’s one piece jamb 
member has a concave back 
surface, providing a desirable 
flexibility which maintains a 
constant air seal and smooth 
window operation even when 
the sash expands or contracts 
due to changeable atmospheric 
conditions. 





said he was “from the once-solid 
South” and expressed the opinion 
that the new national administration 
will try to help, rather than harass, 
private enterprise. 

“We must never forget that the 
less we ask from government the 
fewer controls there will be over our 
free enterprise system,” he warned. 
Munnerlyn added that after “two 
most profitable years” in the build- 
ing and supply field, he expected 
general expenditures to remain at 
the level of 1952, consumer buying 
power to remain high, and comple- 
tion of a million homes during 1953. 

With the subject, “How to Make 
Your Advertising Pay a Profit,” 
Gates Ferguson reminded the con- 
vention that women control more 
buying power than men. He is di- 
rector of advertising and sales pro- 
motion for the Celotex Corp. 

“In building materials, women 
make the decision where the ma- 
terial involves odor, color, texture, 
comfort, and convenience,” Ferguson 
explained. 

“Formulating Sound Financial Pol- 
icies’” as this function affects the 
building material business was dis- 
cussed by Howard E. Kroll, of Dun 
and Bradstreet, Inc., Chicago, Ill. He 
explained these three fundamental 
financial policies as (1) investment in 
fixed assets should not be excessive; 
(2) working capital should be ade- 
quate for sales, and (3) inventories 
should be less than 100 per cent of 
working capital. 

Other speakers were Don Ross, 
merchandising manager of the Mere- 
dith Publishing Co. of Des Moines; 
William E. Phifer, D.D., of the Cen- 
tral Presbyterian Church, Kansas 
City; and Charles T. Evans, assistant 
to the president, Arkansas Power and 
Light Co., Little Rock, who was in- 
troduced by E. DeMatt Henderson, 
secretary of the Arkansas Association 
of Lumber Dealers. 

In a Hoo-Hoo concatenation the 
afternoon of January 28, 20 kittens 
were inducted into the lumbermen’s 
fraternity and following this cere- 
mony an estimated 350 attended the 
usual Hoo-Hoo stag dinner. 

Another traditional feature, the 
merchandising show, filled the ex- 
hibit hall of the auditorium to ca- 
pacity with displays. 

For the principal general enter- 
tainment feature the association de- 
parted from the practice of serving 
a banquet, dressed with a floor show. 
This year there was no banquet, but 
a concert by Fred Waring’s Pennsyl- 
vanians. 

Dates for the 1954 convention have 
already been designated as January 
27-29. 





WHAT IS THE “Price of Survival in a 
Danger-Filled World”? Read the chal- 
lenging answer to this question by Lee 
Wiggins on page 100 of this S*B*S. 








How you can get more 
building and remodeling 


business in 5 33 


£reat new national advertising 
campaign CELOTEX 
is putting to work for you! 


All through 1953, we’ll be telling millions upon 
millions of people—“‘SEE YOUR CELOTEX DEALER 
WHEN YOU BUILD OR REMODEL!” And, we'll be giv- 
ing them some mighty compelling reasons for 
doing so, too! 


. in colorful, full-page ads featuring both 
building and remodeling in The Saturday Eve- 
ning Post, Better Homes & Gardens, American 
Home, Small Homes Guide. 


...in sparkling, four-color interior remodeling 
ads in Better Homes & Gardens and American 
Home. 


. in hard-selling remodeling ads in Farm 
Journal, Successful Farming, Progressive 
Farmer and other leading farm magazines. 


That’s the powerful Celotex national advertising 
line-up for 1953! Now, how do you use it to get 
more building business, more remodeling busi- 
ness? Simple. First, stock the complete Celotex 
line of building and remodeling products! Sec- 
ond, identify your establishment as “Celotex 
Headquarters” in your community! 
Celotex makes it easy by supplying all the dis- 
play and promotion material you need! ... Ad 
mats for your local newspaper advertising .. . 
Big, full-color posters ... Attractive folders ... Look ! Here's the first of the colorful, full- 
Publicity releases and mats ... The great new page ads Celotex is running in ’53. Each ad 
1953 Celotex Book of Homes... A new, 32-page will direct prospects to you for information, 
remodeling book. Use them all and look ahead guidance and materials when building or 
to a bright 1953! remodeling. 


Sales come easier—when you feature genuine 


CELOTEX 


BUILDING PRODUCTS 


THE CELOTEX CORPORATION * 120 S. LA SALLE STREET » CHICAGO 3, ILLINOIS 
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Get Set to Gol 











MISSISSIPPI Retail Lumber Dealers 
Association: March 11-12, Heidelberg 
Hotel, Jackson. Exhibits. 

CAROLINA Lumber and Building 
Supply Association: March 17-19, 
Battery Park and Vanderbilt Hotels, 
Asheville, N. C. Exhibits. 


LOUISIANA Building Material 
Dealers Association: March 18-19, 
Jung Hotel, New Orleans. Exhibits. 
TENNESSEE Building Material As- 
sociation: March 24-26, Gatlinburg. 
GEORGIA Building Material Mer- 
chants: March 30-April 1, Hotel Bon 
Air, Augusta. 

ARKANSAS Association of Lumber 
Dealers: April 8-9, Hotel Marion, 
Little Rock. 

FLORIDA Lumber and Millwork As- 
sociation: April 16-18, Sherry Fron- 
tenac and Monte Carlo Hotels, Miami 
Beach. 

TEXAS, Lumbermen’s Association 
of: April 19-21, Municipal Pier, Gal- 
veston. Exhibits. 

SOUTHERN Woodwork Association: 
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spring meeting, April 27-28, Jung 
Hotel, New Orleans, La. 


Hear of “Finance, Inc.” 


D. G. McNair and Gene Ebersole 
explained Lumbermen’s_ Finance, 
Inc., to members of the Valley Lum- 
bermen’s Association at the February 
12 meeting in Harlingen, Tex. 

The new corporation was formed 
by members of the Lumbermen’s As- 
sociation of Texas to finance low- 
cost homes under FHA Title I, Sec- 
tion 8, and Title IT. 


Oklahoma Dealers Get 
Farm Buildings School 


As special training for dealer per- 
sonnel in a farming region, the Okla- 
homa Lumbermen’s Association is 
sponsoring a farm and ranch build- 
ing short course at Oklahoma A and 
M in Stillwater, March 12-14. 

The enrollment fee of $10 will pay 
for tuition, books, and graduation 
luncheon. 

Lectures cover what people want 
in farm homes, concrete masonry, 
lumber grades for farm buildings, 
trussed rafters, pole frame buildings, 
estimating farm buildings, galvan- 
ized roofing and siding, farm build- 
ing plans, wood preservation, and 
sales promotion. 

Demonstrations in the agricultural 
engineering laboratory will cover 
construction points especially suited 
to farm structures. 
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Dealers from Six Mid-South States See 
New Materials, Hear Cheery Forecasts 


THE MORE than 600 dealers who at- 
tended the fourth annual Mid-South 
Building Material Dealer Conven- 
tion came away with a brighter pic- 
ture of the sales outlook for 1953. 
The Fischer Lime and Cement Co. 
sponsored the convention, February 
11-12, at the Hotel King Cotton in 
Memphis, Tenn. 

William N. Fry Jr., president of 
Fischer, said that on the basis of 
trade reports, 1953 should be a near 
record year. He predicted a total of 
1,100,000 homes would be built in 
the United States during the year, 
with Memphis and the Mid-South 
getting their fair proportion. Home- 
building, nationally, is expected to 
total $32,600,000,000 for 1953, he 
added. 

Fry pointed out that the Associat- 
ed General Contractors are looking 
for commercial, industrial, and in- 
stitutional construction this year 
totaling $44,000,000,000 for the coun- 
try as a whole, compared with $42,- 
300,000,000 in 1952. 

The bright outlook was echoed by 
Martin Coffey, general sales man- 
ager of the Philip Carey Manufactur- 
ing Co. He predicted that the popu- 
lation of the United States will be 
170,000,000 by 1960, and by that time 
30,000,000 families would have to be 
housed. 

“Business in the building materials 
field, therefore, should not decline, 
but should continue to grow,” he 
declared. 


Twenty-four of the 251 manufac- 
turers represented by Fischer Lime 
and Cement Co. were represented by 
large exhibits. The displays covered 
the entire 10th floor of the King Cot- 
ton Hotel. 

Important new items in the build- 
ing materials field attracted many 
homebuilders as well as dealers. 
Dealers came from six Mid-South 
states, and also from states as far 
away as Illinois and Texas. Fischer 
announced the addition of two new 
brand lines of products — Barrett 
roofing and TFC ornamental iron- 
work. 

Other Fischer executives appear- 
ing on the program were Carroll L. 
Joachimi, assistant to the president; 
W. F. McGee Sr., vice-president, and 
John F. Humphrey, wholesale man- 
ager. 

Gates Ferguson, director of adver- 
tising for the Celolex Corp., told 
dealers “How to Make Your Adver- 
tising Pay a Profit.” 

Other speakers were D. K. Kelley, 
district manager of Dun & Brad- 
street, Inc.; William W. Mitchell, 
vice-president of the First National 
Bank of Memphis, and Armand J. 
Gariepy, sales trainer and motiva- 
tion expert of Barre, Mass. 

Entertainment included luncheon, 
buffet dinner, and cocktail parties. 
Attending dealers hailed the conven- 
tion as the finest in the series spon- 
sored by Fischer. 

For having the 


oldest dated 


W. N. FRY JR., left, president of the Fischer Lime and Cement Co., con- 

gratulates C. G. Dyer on winning a suitcase for bringing the oldest Fischer 

invoice, dated February 12, 1912, to the Mid-South convention. In back- 

ground is the exhibit of the Tennessee Fabricating Co., whose line of orna- 
mental iron products is now distributed by Fischer. 
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THE SHAKES 
ARE OPEN-AIR DRIED 

































































The wise builder knows that 
Nature dries best... 


There really isn’t much of a trick to drying a pre-stained cedar shake — it 
you are willing to take the time and go to the trouble of doing the job right. 
Dozens of experiments have been tried in an effort to find a “quick” way to do 
the job. Hot lights, hot air, and hot ideas of a dozen kinds have been tried. 
We at Colonial Cedar Company have studied all of the short-cut suggestions, 
and we've found that nothing beats good old mother nature for drying shake 
stain. 

So we just use mother nature. 

We take the time to “hang Fitite Shakes out to dry” in the good old fresh 
air. Takes a lot of doing, a lot of storing, a lot of waiting; but it assures us that 
we are giving Fitite Shakes the best stain coverage in the business. Have yca 
compared Fitite Shakes with the rest? 


COLONIAL CEDAR COMPANY, INC. 


600 WEST NICKERSON STREET, SEATTLE 99, WASHINGTON 
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Fischer invoice, C. G. Dyer of Dyer 
Bros. Lumber Co., Halls, Tenn., re- 
ceived a cowhide two-suiter suitcase. 

For producing the oldest dated let- 
ter on a Fischer letterhead, Mrs. 
Effie Lee Gillespie, manager of Aber- 
deen Lumber Co., Aberdeen, Miss., 
received an electric roaster. Mrs. 
Gillespie submitted a letter dated 
June, 1915. The Aberdeen Lumber 
Co. is owned by Charles E. Treas Jr. 

A $15 Stetson hat was given each 
dealer identifying himself in a group 
picture of a 1928 Fischer dealer 
meeting. 


Henry Munnerlyn 
Addresses Alabamians 


Henry J. Munnerlyn, president of 
the National Retail Lumber Dealers 
Association and contracting building 
material dealer in  Bennettsville, 
S. C., delivered a double-barreled 
speech at the annual dinner meeting 
of the Alabama Building Material 
Exchange in Birmingham on Febru- 
ary 14. 

First, he explained the organiza- 
tion and services of the national as- 
sociation. “Your association is well 
thought of and well represented by 
high-quality men in Washington,” 
he asserted. 

Second, Munnerlyn explained a 
dozen ways his firm serves its South 
Carolina community and gets its 
share of the building business there. 

Official motion pictures of the 
Orange Bowl] Alabama-Syracuse foot- 
ball game were shown. 


MALA Speakers Promote 
Creative Selling 


Recommending that retail lumber 
dealers keep inventories at a reason- 
able level, Roy Wenzlick told mem- 
bers of the Middle Atlantic Lumber- 
men’s Association that “everything 
possible will be done to help busi- 
ness maintain a high volume” during 
the next few years. Head of Roy 
Wenzlick and Company, real estate 
analyzing firm, he spoke in a forum 
at MALA’s recent 61st annual con- 
vention in Atlantic City. J. Ewing 
Kennedy, Pennsylvania Railroad, 
moderated this forum. 

The 1,699 retail dealers, suppliers, 
and guests who attended the conven- 
tion witnessed the presentation of the 
association’s Silver Plaque Award 
to Arthur A. Hood, editor of Ameri- 
can Lumberman. Hood was recogniz- 
ed for “lifelong devotion to the cause 
of retail building material dealers.” 

Russell Yale Mohr, Philadelphia, 
received a sterling silver bow] as the 
annual Civic Achievement Award, 
presented by MALA directors. 

Re-elected officers included G. 
Hunter Bowers, president; W. R. 
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A 1912 PHOTO of the first officers and directors of the Alabama dealers 
association created laughs and memories at the annual banquet of the Ala- 
bama Building Material Exchange in Birmingham on February 14. New 
officers of the group are seen admiring the 40-year-old picture in which only 
two current members of the association appear — W. W. Snead Sr. and W. 
Thornton Estes. The latter, at left, continues as president of the exchange. 
Serving with him, from left, are Vice-Presidents Albert Holman, Northport, 
and H. P. Woodson, Fairfield; Mrs. Mary K. Harless, executive secretary, 
and Treasurer H. H. Caldwell, Birmingham. Other new vice-presidents are 
Thomas D. Edgil, Decatur: H. Curjel, Mobile, and Clyde Bear, Montgomery. 
James D. Rucker, Birmingham, is the dealer secretary. 


Lamar, Frank M. Hankins Jr., Luther 
H. Schmoyer, and Hugh M. Peter, 
vice-presidents; Robert A. Jones, ex- 
ecutive director, and Ray E. Lat- 
shaw, secretary-treasurer. 

Among those added to the board 
of directors were Watson Malone III, 
J. Hammond Geis, Claude G. Ryan, 
and Elias W. Nuttle, all past-presi- 
dents; S. F. M. Adkins; Frank W. 
Romig; E. Alden Lakin; U. L. Har- 
man, and W. R. Lamar. 


Carolinians to Hear 
Campbell and Countess 


Among the top-flight speakers to 
be heard at the 30th annual conven- 
tion of the Carolina Lumber and 
Builders Supply Association in Ashe- 
ville, N. C., March 17-19, will be Don 
A. Campbell and Countess Pulaski. 

A Lebanon, Ky., dealer, mayor, 
and executive vice-president of the 
Kentucky Retail Lumber Dealers 
Association, Campbell will speak on 
“What I See in ’53 for the Retail 
Lumber Dealer.” 

A notable world traveler, Countess 
Pulaski will speak on “My Life as 
a Spy” at the closing convention 
banquet. 

Other speakers at the Carolina 
convention in the Municipal Audi- 
torium will include Henry J. Mun- 
nerlyn, NRLDA president; Art Hood, 
magazine editor; Mrs. Marie Bennett, 
secretary of the Florida Lumber and 
Millwork Association, and E. B. Wil- 
son, NRLDA public relations di- 
rector. 


Bob Swiger Heads 
West Virginia Group 


Over 200 dealers and guests gath- 
ered at the Daniel Boone Hotel in 
Charleston for the 40th convention 
of the West Virginia Lumber and 
Builders Supply Dealers Association, 
January 26-27. 

C. R. Lantz was succeeded as presi- 
dent by Robert N. Swiger, Southern 
Pine Lumber Co., Clarksburg. 

Three new vice-presidents were 
elected: J. C. Parrish, Spencer; Glen 
Kincaid, Oak Hill, and George W. 
Kelly, Charleston. Re-elected were 
Lester D. Harer, Logan, and Daniel 
E. Wagoner, Huntington. 

New directors are Lantz; A. L. 
Rohrer, Beckley, and Charles Green, 
Buckhannon. 

Following the opening luncheon, 
G. F. Hoppe gave pointers on better 
dealer advertising methods in his 
talk, “Lucky You—Four Leaves to 
Profit.” Hoppe is sales promotion 
manager for the Insulite Division of 
the Minnesota and Ontario Paper Co. 

One of the nation’s leading chem- 
ists in the paint and varnish field, 
Dr. J. S. Long, spoke on “Science in 
Our Lives.” He has been chemical 
director of the Devoe and Reynolds 
Co. since 1934. 

“The Proper Uses of Concrete 
Masonry in Conjunction with Other 
Building Materials” was covered by 
J. R. Snowball, Portland Cement As- 
sociation. He explained ways dealers 
can get more profits through greater 
knowledge of concrete uses. As a 
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WINDOW 
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PIVOTED WINDOW 








COMMERCIAL 


PROJECTED 
— ALUMINUM 
AWNING 
CENTER OPERATOR 
WINDOW ALSO AVAILABLE R/L (JAMB OPERATOR OPTIONAL) 


window FUNCTIONAL BEAUTIFUL ¢* VERSATILE 




















[ Here’s a window with the heaviest frame... Homeowners really go for the many inter- 
with torsion bar Oilite bearings . . . Jiffy- esting combinations they can achieve—using 


PICTURE Quick Sill Clips .. . Extruded Flush Screen both fixed panels or all operating vents—to 











TWINSUL 


WINDOW : Pee s , : é : 
. in a complete size range. fill any window opening. To provide varying 


czy A window that gives maximum ventilation window areas. 
—over 90° opening—yet closes weather-tight Both beautiful and adaptable—the Ualco 
poe a at a finger’s touch . . . completely weather- Awning window meets today’s homeowners’ 
stripped with Koroseal. Bottom ventilator demands! Stock *em! Show ’em! Sell *em! 





opens for night ventilation, while upper venti- 

% ; UNION ALUMINUM COMPANY, INC. © SHEFFIELD, ALABAMA 
lators remain locked and closed, All ventilators 
automatically lock no external locking at- pecceccccccccccccsccuseccccccceccccesccceccssesescsses 











tachments. The top ventilator lowers four UNION ALUMINUM CO., INC., Sheffield, Alabama 
inches for easy cleaning. Genttemen: 
UTILITY y & , Please rush technical data and prices. $BS-3 


WINDOW oats ; : ; 
What’s more, installation is easy, low-cost. oe 
THE COMPLETE LINE Integral fin completely surrounds window. 

Address 


See Our Catalog Takes standard brick fin and fin trim. 
icin ctnenicncncerese 


, , ie 
in Sweet's  ccnnkecdencencensedesteneqpanctuedececouswsueeuannten 
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housing and production engineer, he 
pointed out various new applications 
of concrete. 

The latest news on legislation in 
Washington and its relation to opera- 
tion of retail businesses was reported 
by H. R. (Cotton) Northup. This 
executive vice-president of the Na- 
tional Retail Lumber Dealers As- 
sociation pointed out that “Washing- 
ton is Nearer Than You Think.” 

Vincent Hartnett, former Naval 
intelligence officer and present radio 
and television producer, spoke on 
“Red Stars in Show Business.” 


Heads Ponderosa Pine 


Arthur H. Mohring, a vice-presi- 
dent of Edward Hines Lumber Co., 
Chicago, was elected president of 
Ponderosa Pine Woodwork at the 
annual association meeting February 
10 in Chicago. 

Other new officers include F. A. 
Hoerner, Rockwell Sales Corp., vice- 
president; J. D. Rowland, Andersen 
Corp., secretary, and Paul Curtis, J. 
Neils Lumber Co., treasurer. 

R. H. Morris continues as general 
manager of PPW. 





What this mark 


this mark RA)DRY -vs.(12) 


C 


means on clothing... 


means on redwood 


GRADE-MARKED 


FOR EASY HANDLING 


TRADE-MARKED 


FOR EASY SELLING! 


When you see the grade-mark of the California Redwood Association on a piece of 
lumber, you can be sure it will give your customers the fine performance Redwood is capable 
of giving! For every board foot of CRA Redwood is graded, milled and seasoned to exacting 
standards. Why take chances? Offer your patrons the best —grade-marked, trade-marked, 
Certified Dry CRA Redwood — the quality Redwood processed by the reputable member firms 


of the 


CALIFORNIA REDWOOD ASSOCIATION 576 sacramento sr., SAN FRANCISCO 11 


Holmes Eureka Lumber Co « Northern Redwood Lumber Co « 


Pacific Lumber Co * Rockport Redwood Co « Simpson 


Logging Co « Union Lumber Co + Warm Springs Redwood Co « Willits Redwood Products Co « Wolf Creek Timber 
Co, Inc « Arcata Redwood Co + Coastal Plywood & Timber Co « Eureka Redwood Lumber Co « Hammond Lumber Co 





S. W. Dealers Conclude 
Sixth Short Course 


The Southwestern Lumbermen’s 
Association sponsored its sixth an- 
nual 30-day course for building ma- 
terial personnel at the University of 
Kansas City, February 2-March 6. 

From Arkansas, students included 
Caroline Favre and Paul J. Hiegel, 
both from the Hiegel Lumber Co. in 
Conway, and James C. Fernald, In- 
dependent Lumber Co., El Dorado. 

From Kansas: Laverne Casaletto, 
Inter-Urban Lumber Co., Arma; 
John’ Kilian, Erickson Building Sup- 
ply, Clay Center; Ralph E. Coate, 
T. M. Deal Lumber Co., Dodge City; 
Robert D. Siddens, Builders Supply, 
Ine., Junction City; Bob G. Haines, 
Western Hardware and Supply Co., 
Leoti; Carl W. Hogan, T. M. Deal 
Lumber Co., Medicine Lodge; Arnold 
G. Winson, D. J. Fair Lumber Co., 
Nickerson; James H. Stoughton, 
Hodges Brothers, Olathe, and Harold 
L. Gibson, Hangen and Halliday 
Lumber Co., Wellington. 

From Missouri: Paul E. Gibson 
and Vincil D. Byers, J. B. Russell, 
Inc., Cameron; Bernard R. Grice, 
Nu-Way Lumber Co., Columbia; 
Garland Battalia, T. E. Snowden 
Lumber Co., Grant City; Charles E. 
Baumstark, Hermann Lumber Co., 
Hermann; Dean Winningham, Badg- 
er Lumber Co., Kansas City; Carl 
A. Moeller, Southwestern Lumber- 
men’s Association; Thomas C. Young, 
R. L. Sweet Lumber Co., Kansas 
City; J. B. Perkins, P. E. Jepson 
Lumber, Macon; Henry Reis, Big 
Bend Lumber Co., Maplewood; 
Chester V. McClurg, Maryville Lum- 
ber Co., Maryville; Dean E. Ellen- 
berger, D. F. Ellenberger, Plattsburg, 
and Paul W. Roth, Frank B. Powell 
Lumber Co., Rolla. 


Films, Charts to Enliven 
Mississippi Meeting 


The popularity of Dr. J. L. Brake- 
field at last year’s convention has 
brought him back this year to open 
the first luncheon session of the 
Mississippi Retail Lumber Dealers 
Association. Dealer members. will 
gather in Jackson, March 11-12. 

Gates Ferguson, advertising di- 
rector of the Celotex Corp., who will 
show some sound slide films of actual 
ads used by lumber dealers to get 
results. 

Howard O’Brien, trade promotion 
manager of the Southern Pine As- 
sociation, will show a new film, “The 
Sound of America.” 

“The American Wood Window In- 
stitute — Past, Present, Future” will 
be covered by Erle Racey, the insti- 
tute’s secretary-manager. 

Gerry F. Hoppe, sales promotion 
manager of the Minnesota and On- 
tario Paper Co., will also speak. 
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HERE’S THE 

FORK TRUCK 
YOU'VE BEEN 
NEEDING... 


OPEN TOWER 
provides unobstructed 
vision for the driver, an 
important safety feature 
when operating in 
crowded quarters. 


SINGLE-LEVER CONTROL 
of hoisting and tilting makes 
operation easy, speeds pil- 
ing, loading and unloading. 


SAME 

TIRE-SIZE FRONT AND REAR 
permits switching tires for lengthier 
service, simplifies stocking of spares. 
7.50-15 standard, 8.25-15 optional 


ROSS 
SERIES 5 


the only 6,000 Ib. gas- 
powered truck with all 
these features... 


panes 


Meee we ee eee 


EE ~? 


FOUR-SPEED 
TRANSMISSION 
permits selection 
of four speeds for- 
ward, four reverse 
for any operating 
condition. 














PLANETARY 

GEAR DRIVE IN WHEELS 

reduces wear and tear on differ- 

ential and drive axles, assures long- 

lived performance under adverse 
conditions. 


For materials handling savings up to 75%, you can count on the Ross 
Series 6. It’s engineered throughout for a//-around top performance. 
Weight is balanced to achieve the best in stability and traction. It has 
more /ive counterweighting than any other truck of comparable size 


and ruggedness. It affords the best in driver-visibility. 


handle, economical to operate. 


It’s easy to 


When you need a fork truck in the 6,000-pound range, in- 
vest your money in a truck that’s engineered for your needs. You'll 


be way ahead. For complete information on the Ross Series 6, 


nearest Ross dealer. 


Rely On 
ROSS 


call your 


THE ROSS CARRIER COMPANY 


Direct Factory Branches and Dealers Throughout the World 


170 MILLER ST., BENTON HARBOR, MICH., U.S.A. 
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See your nearest 
ROSS 
distributor 


—— 
D. Flournoy Company, Willard B. Bullock 
5 O. Box 3945, Phoenix, Arizona 
ARKANSAS 
Soltz Machinery & Supply Co., 3!0 Tennes 
see Street, Pine Bluff, Arkansas 
CALIFORNIA 
he Ross Carrier Company, 2700 Santa Fe 
Avenue, Los Angeles 11, California 
The Ross Carrier Company, 2440 Third 
Street, San Francisco 7, California 


COLORADO 
Hohn ipment Company, 1745 Blake 
Street, Denver 2, Colorado 
GEORGIA 
The Ross Carrier Company, 906 Flint Ave- 
nue, Albany, Georgia 
ILLINOIS 
The Ross Carrier Company, John J. Miynski, 
636 N. Albany Avenue, Chicago 12, Illinois 
INDIANA 
The Ross Carrier Company, M. 8B. Dickey 
325 Bankers Trust Bldg., Indianapolis 4, 
Indiana 
MASSACHUSETTS 
The Ross Carrier Company, Perry Marston 
900 Statler Bidg., Boston, Massachusetts 
MICHIGAN 
Contractors Machinery Company, 333 Mid- 
land Avenue, Detroit 3, Michigan 
MINNESOTA 
Wm. H. Ziegler Co., Inc., 2929 University 
Avenue, Minneapolis 14, Minnesota, also 
330 Garfield Avenue, Duluth 6, Mirinesota 
MISSISSIPPI 
The Ross Carrier Company, Highway 80 
West, West Jackson, P. O. Box 2542, Jack- 
son, Mississippi 
MISSOURI 
Buchanan Equipment Company, 939 West 
8th Street, Kansas City, Missouri 
Fred R. Ramsen and Associates, 4903 Delmar 
Bivd., St. Louis 8, Missouri 


NEW MEXICO 
E. D. Flournoy Company, 217 S. 6th Street 
Albuquerque, New Mexico 


NEW JERSEY 
The Ross Carrier Company, Inc., 256 Observ 
er Highway, Hoboken, New Jersey 


NEW YORK. 
Rupp Eq t Company, |0! Great Arrow 
an. Buffalo 16, New York, also 
1011 Buffalo Road, Rochester 11, New York 


OHIO 

Carroll & Edwards Company, Richmond and 
McLean Streets, Cincinnati 3, Ohio, also 

P. O. Box 35, No. Dayton Station, Dayton 
4, Ohio 

Columbus Equipment Company, 50 E. Kings- 
ton Avenue, Columbus, Ohio 

R. A. Elwell & Company, 2239 Hamilton 
Avenue, Cleveland 14, Ohio 

Howard T. Moriarty Company, 437-39 Broad- 
way, Toledo 4, Ohio 


OREGON 
General Machinery Company, |22 S. W. First 
Avenue, Portiand 4, Oregon 


SOUTH DAKOTA 
South Dakota Equipment Company, 324 East 
Bivd., Rapid City, South Dakota 


TENNESSEE 
Nixon Machinery & Supply Co., Carter at 
13th Street, Chattanooga, Tennessee 


TEXAS 
Browning- Ferris Machinery Co., P. O. Box 
2552, 2619 Texas Avenue, Houston 1 
Texas, also 
305 Exposition Avenue, Dailas 1, Texas 
E. D. Flournoy Company, 310 E. Missouri 
Street, El Paso, Texas, also 
Dale Rice, c/o E. D. Flournoy Co., Box 122 
Lubbock, Texas 
J. E. Ingram Equipment Company, | 146 West 
Laurel, P. O. Box 2340, San Antonio 6, Texas 


UTAH 7 
Modern Equipment Company, 52 West Second 
South Street, Sait Lake City, Utah 


VIRGINIA : 
The Ross Carrier Corporation, 1604 Mac 
Tavish Avenue, Richmond, Virginia 


WASHINGTON 
Bader Machinery Company, East 1511 Spra- 
gue Avenue, Spokane, Washington 
The Ross Carrier Company, 140! West Gar- 
field Street, Seattie 99, Washington 
Star Machinery Company, |74! First Avenue 
South, Seattle 4, Washington 


WISCONSIN } ae: 
Milwaukee Power Equipment Co., |!1/1-25 
West Bruce Street, Milwaukee 4, Wisconsin 
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About 200 more Knox Homes have been added to this attractive Fleming Heights subdivision 
in Augusta, Ga., in the past year. All are roofed with Certain-teed Thick Butt Asphalt Shingles. 


EVERY HOME IN THIS MODERN DEVELOPMENT 





ROOFED WITH CERTAIN-TEED THICK BUTT SHINGLES 





“We use Certain-teed Thick Butt 
Asphalt Shingles exclusively on 
all our homes and find them very 
satisfactory.” 
—Says E. Knox Withers, 
Knox Corporation, 
Thomson, Ga. 


When builders like the Knox 
Corporation use Certain-teed 
Thick Butt Asphalt Shingles 
exclusively in an important 
development like this, it’s first- 


\\I 7 


rate evidence for youto consider 
before your next roofing job. 


Certain-teed Thick Butt Shingles 
can do 3 important jobs on 
any roof: 


1. They're tough, strong, highly 
weather resistant. That means 
longer life for your roof. 


2. They're fire resistant—made 
of asphalt. That means a greater 
margin of safety. 


3. They're made in a beautiful 
range of colors—from the new 
Silver and other pastel blends 
through the popular Blues, 
Greens, Reds, Blacks—in plain or 
decorative grained surfaces. That 
means a roof that adds charm 
and distinction to almost any style 
house, one that sells on sight. 


Write today for the new 32 
page full-color roofing book 
illustrating the complete line 
of Certain-teed asphalt shingles. 





cot ae et te tt 


BUILDING 
PRODUCTS 


ASPHALT ROOFING SHINGLES ¢ SIDINGS 


Cortain-teed 


REG, U.S. PAT, OFF 





ASBESTOS CEMENT ROOFING AND SIDING SHINGLES 
GYPSUM PLASTER e LATH e WALLBOARD e ROOF DECKS 
ACOUSTICAL TILE INSULATION FIBERBOARD 


Quality made Certain .. . Satisfaction Guaranteed 


CERTAIN-TEED PRODUCTS CORPORATION 
122 £. LANCASTER AVE., ARDMORE, PENNSYLVANIA 
EXPORT DEPARTMENT: 100 East 42nd Street, New York 17, N.Y. 
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Price of Peace Will Remain High, 
Ex-Governor Darden Tells Virginians 


NOW IS no time to slack off on 
taxes, or mobilization, or efforts to 
get friendly nations in Europe, the 
Far East, and South America to be 
our allies — if we are to avoid a 
third world war, members of the 
Virginia Building Material Associa- 
tion were warned at their 27th an- 
nual convention in Roanoke on 
February 19. The speaker was Col- 
gate Darden, president of the Uni- 
versity of Virginia and former state 
governor and_ representative in 
Congress. 

The nature of Darden’s dinner 
speech was a sobering surprise as 
he reviewed the causes and circum- 
stances leading up to the first and 
second world wars. He lamented the 
isolationism, demobilization, and 
failure of the United States to join 
in the League of Nations after 
World War I, and then declared that 
we must avoid such withdrawals 
now if another, more ghastly and 
costly, war is to be averted. 

Darden said that to maintain peace 
in the face of Soviet aims of con- 
quest and domination, we must con- 
tinue to pay heavy taxes to support 
the military forces and ally aid. 

In appreciation of his 25 years of 
service to the Virginia association as 
secretary, Harris Mitchell was pre- 
sented a handsomely engraved silver 
tray by Treasurer Craige Ruffin. At 
the banquet the following evening, 
retiring President Maurice R. Large 
was presented a silver tray in ap- 
preciation of his year of association 
leadership. 

Among the resolutions adopted by 
the Virginia dealers were three of 
exceptional importance. One called 
for a reduction in the license fees 
for retail merchants if increased state 
revenues permit similar relief for 
wholesalers. 

Other resolutions amended the by- 
laws (1) to create an Advisory Board 
from among the past-presidents to 
meet regularly with the Board of 


Directors; (2) to formally legalize 
the functioning of the Executive 
Committee. 

A new prize-drawing set-up ac- 
celerated dealer visitation of the ex- 
hibits that overflowed the display 
hall into the adjoining garage. A 
judging committee selected the ex- 
hibits of the U. S. Plywood Corpora- 
tion and Dewalt, Inc., for first and 
second awards of excellence. 

The many problems for which 
dealers now seek solutions were dis- 
cussed at the Management Clinic 
that consumed most of Friday. Mod- 
erator was Art Hood, editor of 
American Lumberman. The panel 
included spokesmen for the Veterans 
Administration and Federal Housing 
Administration, Insulite sales pro- 
moter Gerry Hoppe, and four Vir- 
ginia dealers. 

Robert E. Taylor, of the Taylor 
Manufacturing Co., showed plans for 
some Title I Section 8 low-cost 
homes that his firm had built in the 
Farmville area. 

Paul R. Bickford, of Hampton, dis- 
cussed the erection economies of pre- 
fabricated houses and other construc- 
tion. 

E. R. English, of Altavista, stressed 
the importance of packaged selling 
and pricing of houses and repairs 

Hoppe and Hood both explained 
ways it would pay dealers to spend 
more money intelligently on adver- 
tising. Hood declared that the degree 
of control of the consumer market 
by a dealer is in direct proportion 
to the degree of his consumer serv- 
ices and do-it-yourself promotion. 

Wide differences in the giving of 
discounts to contractors were noted 
in one discussion. English said his 
firm found it profitably worthwhile 
to give contractors a graduated dis- 
count on the year’s total business, 
upon prompt payment of their ac- 
counts. He said his firm gave 1% on 
$4,000 of sales, 2% on $5,000 of sales, 
3% on $6,000 of sales, 4% on $7,000 
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NEW OFFICERS of the Vir- 
ginia Building Material Associ- 
ation are seen at left, above. 
Seated, from left, are Treasurer 
Craige Ruffin, Richmond; Presi- 
dent William N. Neff, Abing- 
don; Secretary-Manager Harris 
Mitchell, Richmond; and Mau- 
rice R. Large, of Farmville, re- 
tiring president and new 
NRLDA dealer-director. Stand- 
ing, from left, are three 
vice-presidents: Fred Shortt, 
Grundy: E. R. English, Alta- 
vista, and Forrest G. Brice, 
Ashland. E. R. Woolridge, Roa- 
noke, is fourth v-p. 

Photo at right shows winners 
of first annual “Keep Virginia 
Green” poster contest, sponsor- 
ed by VBMA and Virginia 
Forests, Inc. From left, the 
people include W. E. Cooper, 
VF executive secretary; VBMA 
President Large: Katie P. 
Letcher, Lexington ninth grad- 
er, first prize-winner; Julie 
Shumate, Charlottesville eighth 
grader, first prize-winner, and 
Colgate Darden, University of 
Virginia president and ex- 
governor of the state. W. Albie 
Barksdale presented the prizes. 


of sales, and 5% for sales of $8,000 
or more. 

New members of the board of di- 
rectors include F. D. Lawrence Jr., 
Portsmouth, and S. F. Winiker, Dan- 
ville. 


Club Gives Workshop 


The Montgomery (Ala.) Lumber- 
men’s Club has adopted as a project 
for the year a woodworking shop for 
the Montgomery Boys Club. 

The chairman of the shop com- 
mittee, Wilbur Slauson, announced 
at the January meeting that the firm 
selling the shop machines will donate 
to the project an amount equal to 
the gross mark-up on the purchase. 
The members are financing the shop 
by subscriptions. They will furnish 
lumber for the boys to use. 
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Greater benefits for your 
ASSOCIATION DOLLAR 


THE GREAT CHANGES that have 
come about in some state and 
regional retail lumber dealer as- 
sociations during the last two 
decades point the way clearly to 
the part associations can play in 
the business of dealers during the 
next 20 years. 

Texas dealers first realized the 
benefits of organized cooperation 
as early as 1886. Yet in 1930, as- 
sociation services still chiefly con- 
sisted of holding annual state con- 
ventions and district meetings. By 
1940, still "way ahead of many 
dealer groups throughout the na- 
tion, the Lumbermen’s Association 
of Texas promoted plan books, sent 
out at least two bulletins of helpful 
data a year, and assisted individual 
dealers with freight refund collec- 
tions and freight auditing. 

Annual conventions were the 
chief service performed by most 
state and regional affiliates of the 
National Retail Lumber Dealers 
Association 20 years ago—and the 
one function they all had in com- 
mon. Primarily they offered a time 
when a dealer could temporarily 
“throw in the towel” and offer his 
competitor across the street a ride 
to the convention city, get a brief 
vacation charged off to “expenses,” 
and discuss the state of the nation 
with businessmen apt to share his 
viewpoint. 

Today, in addition to this fellow- 
ship, most association conventions 
offer dealer-delegates opportunities 
to inspect many products that they 
may or may not have heard of and 
to become acquainted personally 
with representatives of manufac- 
turers who have not called on 
them. Most Southern and South- 
western conventions have boasted 
an increased number of exhibitors 
each year since exhibits were 
started. 

But where the dealer’s associa- 
tion life was brought into focus 
only occasionally in the past, it is 
touched frequently today. 

Take for example Dealer N—, 
an interested small-town member 
of his state building supply as- 
sociation. 

On reaching his yard one morn- 
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ing, his first customer had to have 
immediately an unusually large 
amount of a temporarily scarce 
gypsum product. A telephone call 
explaining his plight to his associa- 
tion secretary resulted in a “loan” 
of some of this material from a 
dealer in a town 30 miles away. 

While waiting for the dealer to 
make the call, the customer be- 
came interested in a book of farm 
building plans, supplied by the 
dealer’s association. 

Later in the morning, Dealer 
N— scheduled his newspaper ad- 
vertising for the next week, using 


In addition to 
sending out bul- 
letins periodical- 
ly, dealer associ- 
ations put out 
dozens of other 
publications. 
Shown here are 
glimpses of the 
Oklahoma Lum- 
bermen’s Associ- 
ation’s house plan 
book: the “Busi- 
ness Highlights” 
sent to Carolina 
dealers; a “Deal- 
er Directory and 
Buyer’s Guide” 
and program of 
the retail lumber 
institute from the 
Middle Atlantic 
Lumbermen’s 
Association; an- 
nouncement . of 
the National Re- 
tail Lumber 
Dealers Associa- 
tion’s annual 
public relations 
contest, and pro- th 
gram of Tennes- 
see dealers’ man- 
agement clinic 
for executives. 


INSTITUTE 


Jan. 18-Feb. 13,1953 


ad mats and copy furnished by his 
association. 

During a rush hour, one of his 
salesmen, recently trained at the 
association-sponsored 30-day train- 
ing class for building material 
personnel, sold large orders to two 
“hard to handle” contractors. 

In the afternoon, he convinced 
another builder of the merits of a 
new product for a housing project. 
Encouraged and advised by the 
state association, dealers in his 
area had succeeded in getting a 
revised building code to permit 
this product’s use. 

Guided by several form letters 
suggested by the association, the 
billing clerk sent out letters from 
Dealer N— to overdue accounts. 

Before 5 o’clock, one of his truck 
drivers went to the hospital for an 
emergency appendectomy — a pos- 
sible financial emergency for his 
family, had it not been for associa- 
tion-sponsored group insurance. 

Even on a rare day when Dealer 
(See TEAMWORK PROGRESS page 118) 
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Second Annual Building 
Material 


MANAGEMENT CLINIC 


November 11-15. 1952 
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Geeause they are MODERN - TIME-TESTED - IMPROVED 


” thick WEATHER WINDOW 
[}rronuen FOR i a lhrif-T pes ae 


Sheathing 
offers 


We have not changed width of blind 
stops —FOR WE FEEL WIDE BLIND STOPS 
are IMPORTANT IN GOOD CONSTRUCTION. 


Other Thrif-T 
WOODWORK 
for the HOME 


RANCHO 
DECORATOR DOORS 
o 
Thrif-T 
SINGLE and TWIN 
CASEMENT UNITS 
e 
Thrif-T PICTURE 
WINDOW UNITS 
e 
Thrif-T 
BASEMENT UNIT 
* 

Thrif-T 
RANCH-TYPE TRIM 
a 
"4 in cad 
ENTRANCE FRAME 
& 

**10 in 1"' 
ENTRANCE FRAME 
o 
No. 1332 
ATTIC LOUVRE 
° 
MT. VERNON 
MANTEL 
° 


Thrif-T 
“the ’ MANTEL 


0-R 

CORNER CHINA CASE 

a 

E-Z-UP OVERHEAD 

GARAGE DOOR UNITS 
(8-0 and 9-0 Openings) 

a 

Thrif-T 
WARDROBE 
. 


Thrif-T 
DISAPPEARING STAIRS 





Thrif-T Factory-Fitted Weatherstripped Window Units are 
made for 1/2” to 25/32” SHEATHING — EASILY 
ADAPTED TO DRY WALL CONSTRUCTION — 
PLASTER RETURN — SIDE JAMBS PREPARED AT 
HEAD FOR DRY WALL OR LATH & PLASTER. 


{I | is if 


N eet 


SILL 


SIDE 


FRAME COMES READY 
FOR EASY AND FAST AS- 
SEMBLY (NO SAWING OR 
PLANING). 


WIDE BLIND STOPS OFFER 
ADDED STRENGTH AND 
MAKE FRAME EASIER TO 
SQUARE IN WALL. 


@ ONLY TWELVE MINUTES 
TO INSTALL WINDOW. 


@ WINDOW FITS FRAME IN 
GOOD WEATHER AND 
BAD. 


@ TOXIC AND WATER RE- 
PELLENT TREATED FOR 
LONG LIFE. 











Distributed 
through the 
Leading Millwork 
Jobbers to the 
Retail Lumber 
Dealer 


pedd Wall Space 
at NO EXTRA COST 
BON UNITS 


wtth Thrif-T RIB 


Bedrooms are quieter and more restful — yet have ade- 
quate lighting plus full ventilation control when Thrif-T 
Ribbon Units are used. 


Glazed Plain Glass 28” x 16” — bedded in putty. 


For Frame — Brick Veneer — Masonry Walls. 


Frame and sash — TOXIC 


AND WATER REPELLENT ; 


TREATED FOR LONG SERVICE LIFE. 


Made so sash can be opened 


or closed as easily in Winter 


as in Summer. Sash swing out and operate without removing 


screen or storm sash. 


Storm sash available at nominal extra. 


LL— WEATHERSTRIP AND ~ 
ALL HARDWARE APPLIED — WIRED SCREEN IN- 
STALLED. CARTON PACKED. 


SET UP — READY TO INSTA 


Reach & Musser Co. - 


MUSCATINE, 


PLANT and OFFI 


CES e 
ma NC E 


SINGLE « TWIN ¢ TRIPLE 
Thrif-T Ribbon Units pro- 


vide plenty of wall space 
and LIGHT and VENTILA- 
TION as well. 


Made fo line at head with 
other windows and doors, 
therefore, entire space 
below the Ribbon Units is 
usable for chairs, beds, 
tables, desks, etc. NO NEED 
TO SET FURNITURE BE- 
TWEEN WINDOWS. 


Thrif-T Ribbon Units are 
made for 1/,” SHEATHING 
and DRY WALL CON. 
STRUCTION. 


Write for 
Name of 
NEAREST 
1OWA JOBBER 


18 8 4 


OO. aA E-Bay ee 
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NEWS of the INDUSTRY 





$10,000,000 Business 
Given to His Church 


Clyde H. Harris, 62, and his wife 
recently donated a $10,000,000 lum- 
ber manufacturing business to the 
Seventh Day Adventist Church in 
Pendleton, Ore. 

Harris said that “we did right by 
the Lord and He did right by us.” 


The business includes the Harris 
Pine Mills in Pendleton, one of the 
nation’s largest unfinished furniture 
producers, and furniture assembly 
plants at Chicago Heights, IIL; 
Alexandria, Va., and Cleburne, Tex. 

Harris will continue to manage the 
firm until the North Pacific Union 
Conference secretary of the church 
becomes familiar enough with the 
business to run it. 
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SOUTHERN METAL PRODUCTS CORPORATION 


921 RAYNER ° 


MEMPHIS, 


TENNESSEE 


Phones: 2-9147 and 2-1898 
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Survey Shows Dealer 
Profits in ‘50 at 5.8% 


A cost-of-doing-business survey of 
258 lumber and building material 
dealers conducted by Dun and Brad- 
street, Inc., shows that in 1950 gross 
margin averaged 23.5 per cent of net 
sales, and typical net profit before 
taxes was 5.8 per cent of sales. 

Financial statements and support- 
ing data were obtained from con- 
cerns which dealt predominantly in 
lumber and building materials and 
whose sales were primarily “retail.” 

Highlights of the survey of lum- 
ber and building material dealers, 
based on operating results in 1950, 
are as follows: 

1. Net profits before taxes averag- 
ed $16,600 in a yard handling the 
typical volume of $286,600. 

2. Expenses totaled 17.7 per cent 
in the typical yard. Of this, salaries 
and wages (owners’ and employees’) 
made up the major share — 11.4 per 
cent. 

3. Occupancy costs (rent or the 
equivalent, including utilities) took 
1.8 cents out of each dollar of sales. 


4. Delivery expense, exclusive of 
wages, cost the typical dealer 1.2 per 
cent of net sales. 

5. On advertising, the average 
dealer spent six-tenths of a cent for 
each dollar of sales. 


6. Credit losses amounted to 0.4 
per cent of net sales. 


7. Stocks were turned just over 
five times during the year. 

8. Discounts received by the typi- 
cal dealer amounted to 1.3 per cent 
of sales. Discounts allowed averaged 
0.8 per cent. 

Copies of this survey may be ob- 
tained without obligation on request 
from any Dun and Bradstreet office 
or from the Business Library, Dun 
and Bradstreet, Inc., 99 Church 
Street, New York 8, N. Y. 


Plastic Panels Get 
Greenhouse Approval 


A greenhouse in Santa Barbara, 
Calif., subjected to rigid inspection 
by the S. B. Botanic Gardens during 
the last four years, has proved that 
translucent plastic panels are not 
only adequate for this purpose but 
eliminate many of the usual green- 
house hazards of glass breakage. 

The model greenhouse was built 
of corrugated Alsynite panels, which 
are made by combining resins and 
glass fibers under heat and pressure. 

These translucent panels are said 
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Zo MODERN o¢ of TRADITIONAL 
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When buyers want the best The wise merchandiser knows that home- 
you can recommend, with con- a owners today demand quality and good 
fidence, R°O:W Spring Cush- rf appearance when selecting windows. 
ion Wood Window Units for R-O-W —: 8 merge ag 

modern or traditional type a ot the MEE That's why R-O-W. 
homes. whys RO" merchandisers enjoy volume sales and 
Window Units are designed make more money, faster. We'll be glad 
for flexibility, free action, to tell you more. 
good ventilation, more light y : 
and beauty and — they're 
removable for easy clean- 
ing inside the home. 
Always specify R*O+ W's y 
—the original com- 
pletely weather strip- 
ped removable a 
windows! 


* | 
,= 
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R+eO+W Removable Wood Units Are Nationally Advertised 


v 


C 
yee Ora y 
MANUFACTURED 


ROW DISTRIBUTORS 


Ww ad oe > MANUFACTURERS OF MILLWORK + DISTRIBUTORS OF BUILDERS SUPPLIES 


Vo ow ® Kocky Yloceect Kitgereca 


MILLWORK PLANT: RENO, NEVADA 
THE WORLD'S LARGEST WOOD WINDOW UNIT MANUFACTURERS 
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to permit a good balance of light 
from infra red through ultra violet, 
yet keep out enough light to prevent 
burning of tender plants. No de- 
terioration of the panels was evident 
after tests. 

Panels were nailed directly to 
wooden framework, eliminating all 
millwork and puttying. Impact and 
load strength are said to exceed 
building code requirements. 

Several lumber dealers who stress 
hobbies have promoted small home 
greenhouses made of these panels. 
They find that a display of this ma- 
terial attracts attention — and often 
results in sales for new construction 
or remodeling. 








Shade from the sun, but with bright 
daylight inside — that’s why Resolite 
translucent structural panels are bring- 
ing the modern home closer to the out- 
doors. Resolite is better for skylighting 
because it filters out much of the heat, 
gives a soft, restful daylighted interior, 
asin this weather-tight, Resolite-roofed 
patio of a Florida residence. 


Resolite is a rugged structural sheet of Fiberglas-reinforced resin plastic, 
flat or corrugated for added structural strength. The material is unaffected 
by weather extremes of heat, cold or moisture. It will not rust, oxidize, 
mildew or rot. It is simple to apply with screws or nails and with ordinary 
tools and skill; it is easily adapted to roof, wall or partition. 

A wide variety of color and corrugation patterns lends Resolite easily 
to endless possibilities in interior or exterior decoration. 


Beautifying the interior or exterior by 
either reflected or transmitted light, 
Resolite panels are ideal for decorative 
and utility partitions, with a selection of 
color for any motif. The effect of length 
and height is enhanced by utilizing the 
corrugation patterns. 





Launch Drive Against 
Accidents in Homes 


How to curb 27,500 deaths and 
41,000,000 injuries in home accidents 
each year is the aim of a cooperative 
campaign by the nation’s home- 
builders and the National Safety 
Council. Major targets are the home 
itself and accident-alert families. 

“More personal security will come 
from increased safety education and 
elimination of hazardous physical 
living arrangements,” asserted Leon- 
ard L. Frank, chairman of the Na- 
tional Association of Home Builders’ 
Design and Construction Committee. 

Old people and young children 
are the two age groups most often 
victims of home accidents, he noted. 
Falls, which accounted for 13,100 
deaths in 1950, can be largely avoid- 
ed with one-floor houses for older 
people, Frank pointed out. A trend 
toward one-level structures is going 
a long way in solving this problem. 

Most of the fatal falls, research 
discloses, occur in sleeping rooms. 
Approximately 20 per cent occur on 
steps and stairways. Heart lesions 
and other physical strains to handi- 
capped and aged people can be 
greatly lessened or eliminated with 
first-floor-level laundry and service 
facilities. 

For the most part, public demands 
in today’s new homes are uninten- 
tionally increasing home safety. 
Actually safer, for example, are 
sliding kitchen cupboard doors, in- 
stalled and sold because buyers are 
fascinated by their ease of operation 
and neat appearance maintained 
while open. They save countless 
black and blinded eyes, also many 
painful bruises and bumps, that 
people get when banging into cup- 
board doors left ajar. 

Accordion-type folding doors, by 
the same principle, cause fewer ac- 
cidents than conventional styles. 

Kitchen arrangement and equip- 
ment have been radically improved 
during the last few years, but re- 
search shows the kitchen still is the 
most dangerous room in the house 
for injuries. Such areas of injury 
will come in for closer study by 
NAHB-NSC specialists, who hope 
to devise safer living arrangements 
wherever possible. 

Poison accidents might be largely 
prevented by medicine cabinets with 
lock-up sections, safety experts be- 
lieve. 

To combat the tragedy of lives 
lost to burns and fires, more fire- 
resistant construction and fixtures 
have been recommended. 

Officials of the two cooperating 
organizations believe the new cam- 
paign will speed up over-all progress 
in home safety. “Preventive” edu- 
cation of occupants who suffer the 
home accidents presents the main 
challenge. Some builders for years 
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* new metallic 
base finish 


ntroc uctngs 


an exciting, new interior wall finish 


* 4 modern, deep- 
tone colors 


TVRI 


MIRACLE WALLS 


Beauty « Economy + Permanence 
for Modern Living 








= The glittering beauty 
of sun on rippling water 


We call it “Tyriple”, our newest miracle wall with a finish more 
durable than ever, smooth as glass, but with a light and shadow 
depth that is superbly beautiful. A metallic base enamel does the 
trick, hi-baked to shimmering beauty. Available in new deep 
modern tones: Bronze. Silver, Emerald Green, Amethyst Blue — 
in three versatile patterns. Here is lifetime beauty that will 


not crack, craze, peel or chip. Here is the newness, the 





with freshness that sells. Write today for complete information 
the on the full Tylac Miracle Walls line. 


BEVEL TY WANG 
TYLAZL LOMPANY Monticello, Ilinois 


SCORE LINE 
PIONEERS IN THE PREFINISHED WALL PANEL INDUSTRY 












AVE dividually given accident 
and safety handbooks with new 
home purchases, the NAHB official 
said. 

NAHB and National Safety Coun- 
cil researchers will undertake joint 
projects to investigate design stand- 
ards in the new cooperative ar- 
rangement. Physical hazards they 
discover in new or remodeled build- 
ings and on home premises will then 
be further studied for improvements. 
Their recommendations will be 
transmitted to homebuilders across 
the nation for adoption. 





Steel Framing Now 
Available for Houses 


Some builders are now _ using 
steel for residential framing — be- 
cause in some areas a 34-inch steel 
stud is lower in cost than a wood 
2-by-4! 

The ranch-style home shown above 
was quickly framed of Lightsteel 
structural sections, at a great saving 
in labor costs. These sections include 
a complete range of studs, joists, and 
accessories to help give custom- 
designed homes the low cost of pre- 
Bs cut, development-type homes. 

DE IS Li \ Previously, the high cost of hot- 
. rolled sections and the fact that a 
ALL YOUR ROOFING AND SIDING FROM ONE SOURCE © | Sreudcte“Gie"e ei“ ti 
precluded the use of steel in light 
construction. 


«ee 
Old American The steel in Lightsteel sections is 
of structural grade. A factory-ap- 


Ctl dé. 4 plied coat of red zinc chromate paint 
7 protects against rust. The economy 
of production is due to the use of 


Old American has a complete line of asphalt and the cold rolling process. 
asbestos-cement roofing, shingles and siding to meet every Strip steel is formed into studs and 


need. For . hee . . joists on a line of high-speed cold- 
ed. For greater variety superior quality ... prompt, rolling and punching machines. It 


personal service... order all your needs from one source — is not necessary to work and re- 
Old American, of course! work each section under multiple- 
pass rolls. Hence, production costs 
are minimized. 


< : ° The open web design gives the 
ASPHALT HINGLES and roofing sections their light weight without 
sacrificing strength. The web is cut 


ASBESTOS SIDING and shingles in a double-trussed pattern. This 
open web also simplifies the passage 

> of wiring and piping through the 

a eee hd mes) Wal [st } roof to foundation. sencied dude sak laine. teas tas 


and ----- openings, workmen fasten wires or 
° ° pe ’ clips for typing metal lath, wall- 

Insulating siding, asbestos-cement wall- board, or other surfacing materials, 
boards, built-up roof materials and allied items. which eliminates drilling in the field. 
Supplementary structural track 

. ° and bridging, slightly oversize to fit 
Get FREE Catalog Sheets and Sales Literature...Write TODAY to pai ig pg on. Sn taal 


used as top and bottom plates, brac- 


Old American Roofing Mills mg, ee 


7600 TRUMAN ROAD KANSAS CITY, MO. To erect a stud that must carry an 


KANSAS CITY EAST ST. LOUIS SALT LAKE CITY DALLAS enormous load, a length of bridging 
is slipped within the flanges on each 


side of a double stud. This combina- 
tion is then boxed in by placing two 
lengths of track around the stud. The 
result is a column with the strength 
of three double studs, yet occupying 
the space of only one. 
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Here's 
the interlocking, 











ventilated all wood core that provides 
unduplicated strength and stability 


On the surface, flush hollow core doors may look much 
alike, but it’s what’s beneath the face that determines the 
service and satisfaction that you can expect. Here’s where 
the superiority of Paine Rezo doors is most pronounced; 
for nowhere else will you find equal dimensional stability, 
nor such lightness in weight combined with great struc- 
tural strength. 

For these reasons architects and contractors everywhere 
have installed more than five million Paine Rezo doors in 


PALE LUMBER 00. 
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GENE Centennial Year 
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buildings of every type. No other hollow core door has been 

so widely endorsed, so thoroughly time-proved. Remember, 

when you decide on Paine Rezo doors, you specify a door 

that not only looks good, but is good all the way through. 
Write for an illustrated data bulletin. 


1953 is the 
PAINE 
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Moving UP! 











Minnesota and Ontario Paper Co.... 
K. G. MacIntosH has been promoted 
to assistant sales manager for Insu- 
lite building products, with jurisdic- 
tion in the Southwest. His head- 
quarters are in Dallas, Tex. 


Union Lumber Co... . SHERMAN A. 
BisHop is the new vice-president in 
charge of sales for this San Francisco, 
Calif.. redwood manufacturer. He 
succeeds William R. Morris, retired. 


Bishop since 1948 had been execu- 
tive vice-president and general man- 
ager of the California Redwood 
Assn. He had worked for the Union 
firm from 1923 to 1938 and later was 
connected with floor covering and 
radio manufacturers. 


California Redwood Association .. . 
Puitip T. FARNSWORTH has succeeded 
Sherman A. Bishop as general man- 
ager. Bishop has served the associa- 
tion since 1948. Farnsworth for a 
number of years has directed the 
promotion division, having joined 
the staff in 1934, and also served 
since that time with an advertising 
agency. 
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THE RECOGNIZED 


METHOD FOR PROTECTING LUMBER 
AGAINST DECAY AND TERMITES! 


e 


PENTAchlorophenol 
++ Most 
Satisfactory Of 
All Wood 
Preservatives 


PENTA, in addition to 
its superior effective- 
ness in protecting 
wood against decay 
and termites, has 
many other desirable 
characteristics. It will 
not leach. It does not 
wash away in rain or 
ground water. After 
treatment, wood is 
clean, dry, easier to 
handle and store. 
PENTA, because it is 
an oil-borne preserv- 
ative, does not cause 
wood to swell, shrink 
or warp, and does not 
require drying after 
treatment. 


wooo 
TREATING 


0. the several methods used to impregnate 
lumber with PENTA for protection against 
wood-boring insects, rot and fungi attack, Pressure- 
Treatment is acknowledged the most effective. 
Engineers and architects; railway, construction and 
utility companies; virtually every other respected 
authority, specifies and insists upon Pressure- 
Treatment. Federal Specifications TT-W-571c 
clearly specifies the Pressure Method for 
treatment of all structural lumber used by the 
U.S. Government with limited exceptions. 


It takes Pressure-Treatment with most species of 
structural lumber to get proper results. Pressure- 
Treatment permits full control over the quantity 
of preservative used, the depth of penetration, 
and uniform distribution within the wood. 


It will pay you to be sure the lumber you sell 
has been Pressure-Treated! Also be sure that the 
millwork you sell has been PENTA-Treated with 

WOODTOxX in accord with NWMaA standards. 


Get The Facta! 
Write For Literature 


WOOD-TREATING CHEMICALS CO. 


5137 Southwest Ave. . 


St. Louis 10, Mo. 


THESE ARE THE PLANTS IN YOUR AREA WITH 
PRESSURE-TREATING FACILITIES 


International Creosoting & Construction Co.; 
Galveston; Texas 

St. Regis Sales Corporation; Suwannee Division; 
Fargo; Ga. 


Southern Pine Lumber Co.; Treating Div.; 


Diboll; Texas 


Standard Wood Preservers of Shreveport, Inc.; 


Shreveport; La. 


United Creosoting Company; Houston; Texas 
A LIST OF ALL PENTA PRESSURE-TREATING PLANTS IN THE U.S. WILL BE SENT ON REQUEST 





CHARLES E. DEVLIN is the new 
executive vice-president and general 
manager of Northwest Door and Ply- 
wood Sales, Inc., Tacoma, Wash. This 
sales firm markets the output of the 
Northwest Door Co., Paragon Ply- 
wood Corp., and Brookings Plywood 
Corp. Devlin formerly directed the 
Douglas Fir Plywood Assn. and was 
a vice-president of the Simpson 
Logging Co. 


Structural Clay Products Institute 
: This national association of 
brick and tile manufacturers has 
appointed HreNry E. BOLLMAN as 
executive director. In his newly- 
created post, Bollman will coordinate 
activities of the national institute 
with its 17 regional affiliates and 
help develop research and promo- 
tional programs. Previously he di- 
rected the Rocky Mountain region. 


Western Pine Association . . . DAVID 
M. Lucas has succeeded Robert E. 
Stermitz as field representative in 
Texas and Oklahoma. He has worked 
in virtually every phase of the lum- 
ber manufacturing industry, and 
until recently was a grader for Pot- 
latch Forests, Inc. 


Wyatt Co. ... This firm of actuaries 
and employee benefit consultants has 
opened an office in Dallas, Tex. SAM 
H. HUFFMAN is manager and OSWALD 
JACOBY is a consultant. 


DeWalt, Inc. . . . JEROME H. EIGEN- 
BERGER has been assigned district 
manager for this American Machine 
and Foundry Co. subsidiary in the 
Southwest. With headquarters in 
Houston, his territory includes south- 
ern Texas, southern Mississippi, and 
Louisiana. 

Weyerhaeuser Sales Co... . In the 
Southwestern territory, Rosert F. 
BrRowN has replaced Roy Brown at 
Houston. Brown joined George C. 
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“ee oy says Jack Bell, Manager, 
Bell Building Supply Company, 
Winchester, Tennessee 


(Franklin County High School Building, Winchester, Tennessee. 
Masonry cement] supplied by Bell Building Supply Co.) 


M.. Bell is echoing the sentiments of masonry cement. It’s easier to work with, 
thousands of architects, masons, contrac- it makes a stronger, tighter joint. And you 
tors, engineers and dealers all over the can count on the pleasing light color of 
South. Cumberland Masonry Cement is Cumberland to add lasting beauty to any 
first choice for sound construction and type of construction. From start to finish, 
architectural beauty. you know it’s a good job when you use 

Cumberland Masonry Cement is better Cumberland Masonry Cement. 


PS 


PORTLAND CEMENT COMPANY 
Chattanooga Bank Building *° °* Chattanooga 2, Tennessee 


Dortland — High Early Stungth — Ain Entrainng —  Tasony 


Any quantity of Cumberland Masonry Cement will be shipped in mixed carloads with other types of Cumberland Cement, 
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Vaughn and Sons. Epwarp R. KirscH 
has been assigned to Fort Worth. He 
replaced THomas W. Mostey, who 
remains with Weyerhaeuser in a new 
capacity. 

Skil Corp. .. . Rospert P. ME.ius has 
replaced WILLIAM FERRY as mer- 
chandising manager of this portable 
electric and pneumatic tool firm. 
Ferry now is industrial sales man- 
ager, succeeding Jack T. CARLSEN, 
who will direct the company’s new- 
ly-formed sales training division. 


Stanley Works . . . The former sales 
promotion manager of the Magic 


Door division, CHARLES K. NICHOLS, 
has been promoted to sales manager. 
Before joining Stanley last year, he 
was sales manager for Reflectal 
products. 


Pittsburgh Plate Glass Co. 
Marcus W. KEYES is now a sales 
engineer for the fiber glass division. 
During the past 12 years, Keyes has 
been a product development engi- 
neer with Kimberly-Clark. 


Westinghouse Electric Corp.... New 
manager of the Micarta division is 
CARROLL B. Dick. He joined Westing- 
house in 1918 and until recently was 























= §6Dickey salt-glazed clay pipe successfully withstands many times 
the normal trench load in this hydraulic testing machine. 














Pipe that sfays round helps 
Dickey Dealers make sales 


Dickey sanitary salt-glazed clay pipe is rigid. It is too dense 
and strong to flatten out of round under weight of backfill. 
It can't possibly soften or buckle under the attack of warm 
water from the household laundry. This is far from true of 
some substitute materials—-which have even sagged and 
flattened standing unused in the dealer's yard. Here is just 
another of the many sales points that are helping Dickey 
Dealers keep far ahead of competition. 


If it’s made of clay it’s good...if it’s made by Dickey it’s better 


Dickey Sanitary 
Salt-Glazed Clay Pipe 
ALWAYS IN DEMAND 


W. S. DICKEY 
CLAY MFG. CO. 


Birmingham, Ala., Chattanooga, Tenn., 
Kansas City, Mo., San Antonio, Tex., 
Texarkana, Tex-Ark. 





A. CHARLES AMANN is the new 
sales manager for the Independent 
Lock Co. and its affiliated Lockwood 
Hardware Manufacturing Co., Fitch- 
burg, Mass. He formerly had served 
as sales manager of the Stamford 
Division of the Yale and Towne 
Manufacturing Co. 


works manager at the appliance 
plant in East Springfield, Mass. 


Henry Disston & Sons, Inc. ... JACOB 
S. Disston ur has been appointed 
assistant sales manager of the hard- 
ware division for this 113-year-old 
tool and steel firm. He has spent a 
year each in the power-tool sales de- 
partment, sales promotion, and hard- 
ware sales department, plus time in 
selling armor for aircraft. 


Masonite Corp. .. . K. F. HoLLoway 
is the new assistant division man- 
ager in the Southwest for this hard- 
board manufacturer. Crcir M. 
Brooks is division manager, with 
Dallas headquarters. 


Maple Flooring Sales Up 


Barring unforeseen restrictions in 
construction, sales of Northern hard- 
wood flooring should increase at least 
10 per cent in 1953, members of the 
Maple Flooring Manufacturers As- 
sociation were told January 30 at 
their 56th annual meeting, held in 
Chicago. 

D. S. DeWitt, Oconto, Wis., who 
was re-elected president, reported 
that school buildings should account 
for 60 per cent of maple flooring 
sales this year. He also reviewed 
revised manufacturing standards. 

Other officers re-elected at the 
meeting were W. W. Gamble, Jr., 
White Lake, Wis., vice-president; 
S. A. Wells, Menominee, Mich., 
treasurer, and L. M. Clady, Chicago, 
secretary-manager. 
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FOR FINEST 


rchitectural 
uality 
edwood 


with EASE OF WORKABILITY 
SPECIFY PALCO CERTIFIED DRY REDWOOD 








Val 
Palco Redwood is “tops” 


Practical experience and laboratory research show redwood’s natural ; é vb 
in these outstanding qualities 


qualities of good workability, defined as “smoothness of cut obtainable 
with hand or machine tools at any angle to the grain.” PALCO High Dimensional Stability 
Architectural Quality Redwood goes beyond this standard with highest 
obtainable uniformity of texture, grain, with proper seasoning and kiln 
drying. For the high workability of redwood at its best, specify PALCO 
Certified Dry Redwood, your assurance of Architectural Quality scientifi- 
cally controlled every step of the way from mill pond to loading platform Greatest Durability 


Low Swelling and Shrinkage 


Finest Paint Retention 


For a comparative analysis of Redwood’s outstanding qualities, = 
H “ ” Good Workabili 
write for Redwood Data book “JG,” today. - 
Glue-holding Ability 


THE PACIFIC LUMBER COMPANY 


The best in Redwood — Since 1869 
Mills at Scotia, California 


100 Bush St., San Francisco 4 + 35 East Wacker Drive, Chicago 1 » 5225 Wilshire Blvd., Los Angeles 36 








MEMBER OF CALIFORNIA REOWOOQO ASSOCIATION 
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HELPFUL LITERATURE 


Mostly free—some for a fee 








Mrs. Barrie to Rescue 


Any businessman who has ever had 
an overdraft at the bank or a creditor 
hounding his door will get many a 
laugh from The Lumberyard and 
Mrs. Barrie. But lumbermen, es- 
pecially, should find it a riot from 
the first page to the last. 

The book sells for $3.00 and is 
published by Henry Holt and Co., 
Inc., 383 Madison Avenue, New York 
M7, Oa as 

It is an account of how Jane Barrie 
helps her husband, a good-natured 
but impractical young man who 
owns a lumber yard to get business 
“from the red into the black.” She 
copes with a long series of creditors 
who constantly threaten attachment. 
The only maid she can find to keep 
an eight-room house and two small 
children is Mag, who is built like a 
chorus girl and who does housework 
in lavender high-heeled sandals. 

As a final step, Mrs. Barrie sets 
out to get more contractor customers. 


PAINTING PROBLEMS. A new 
four-page folder gives maintenance 
painting problems and their answers, 
such as painting metal for rust con- 
trols, painting without odor, protect- 
ing concrete floors and walls, pro- 
tecting against chemicals and cor- 
rosions. Wilbur and Williams Co., 
130 Lincoln Street, Boston 35, Mass. 


MATERIALS-HANDLING HAND- 
BOOK. The Market and Product Re- 
search Committee of the Caster and 
Floor Truck Manufacturers Associa- 
tion, 27 East Monroe Street, Chicago 
3, Ill., has published a comprehensive 
handbook of manual _ materials- 
handling equipment. It contains sec- 
tions on industrial wheels, casters, 
two-wheel hand trucks, industrial 
platform trucks and trailers, and 
pallets and skids. 


PLASTIC FLOOR TILE. A new 
brochure shows in full color each 
style and color of Hako Vinylflex 
plastic floor tile and several installa- 
tions. Decorative cut-out designs, 


letters, and numerals are shown 
as “Hako-Serts.” Hachmeister-Inc., 
Pittsburgh 30, Pa. 

BALANCED LIGHTING. No. 8 ina 
series of “See Better—Work Better” 
bulletins is a full-color pictorial ac- 
count of the “revolution in industrial 
lighting.” It describes the concept 
of balanced brightness over the en- 
tire work area. General Electric Co., 
Nela Park, Cleveland 12, Ohio. 


MOVABLE WALLS. Catalog No. 53 
of the Mills Co., 965 Wayside Road, 
Cleveland 10, Ohio, shows how space 
layouts can be made permanently 
efficient with Mills movable metal 
walls. It also shows such accessories 
as doors, ceilings, transoms, louvers, 
top fillers, wickets, grilles, shelving, 
counters, glazing, and hardware. 


“FIRE RESISTANCE of Concrete 
Floors,” National Bureau of Stand- 
ards Building Materials and Struc- 
tures report 134, covers results of 11 
small-scale and four full-scale fire- 
endurance tests on monolithic con- 
crete floors made with siliceous- 
gravel aggregates. Fifteen cents from 
the Government Printing Office, 
Washington 25, D. C. 


METAL COMPARTMENTS. Metal 
toilet compartments for every type 
of building, metal hospital cubicles, 
and metal dressing compartments 
are described in a new color catalog 





Garage Doors 


For distinctive quality of construction and beauty 
of design, look to How-ell-dor, hall-mark of 

one of America’s foremost sectional-type 

garage doors in the popular price field. 


Over 40 easy-to-install stock-size residential 
and commercial How-ell-dors, including 
the modern-designed Picture Door and 
Rancher, for quick delivery. Custom-built 
doors, like the illustrated Philippine 
Mahogany installation, are a specialty. 


And remember . . . there’s a How-ell-dor Electric 
Operator for every type of sectional garage door. 


Sold nationally through lumber dealers and supply houses. 


rH HOWEL 


of Distinction 


Write for 
FREE ‘53 
Catalogs 


MANUFACTURING COMPANY 


7206 HASBROOK AVE., PHILA. 11, PA. 
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POSITIVELY! PEOPLE CAN 


EAT!..WORK!..SLEEP! 


IN A ROOM BEING PAINTED WITH 


ODORLESS" 


Prim one coat, self-sealing flat went over 

big. Now we have added three more equally 
fine finishes to make up the new Prim 
"Fashion Foursome” for interiors. The three 
newcomers——Flat Enamel, Semi-Gloss, and 
Gloss—are so completely odorless you can 


eat, sleep or work in a room being painted! 


PRIM FASHION APPEAL GETS SALES 


Each finish in this new line strongly features Fashion 

Appeal in all its proved effectiveness . . . Smart new 

matching decorator colors . . . Durability . . . Washability 

+. Easy one coat application .. . Uniformity ... Complete 9} 
for walls and trim in all types of rooms ... You can’t 

beat Prim’s new Fashion Foursome for sales appeal, too! 


WHERE PAINT COUNTS FOR PROFITS 
DAVIS MAKES THE DIFFERENCE! 


DAVIS  / _ new vawis Fauhiow Fintho 


OF BALTIMORE 
FOR INTERIORS 


THE H.B. DAVIS CO., 1701 Bush & Severn Sts. j 
BALTIMORE 30, MARYLAND AND SAVANNAH, GEORGIA 
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a ustrates the complete line. 
Fiat Metal Manufacturing Co., Long 
Island City 1, N. Y. 


LAND DRAINAGE. “Why Drain 
Land?” describes and illustrates the 
many reasons for tile drainage and 
underground irrigation. It lists gov- 
ernmental agencies where a farmer 
can obtain financial and technical 
aid for such drainage. Customer 
Service Dept., Gar Wood Industries, 
Inc., Wayne, Mich. 


HOME PLANNING. The Housing 
and Home Finance Agency, Wash- 
ington 25, D. C., offers a leaflet that 
lists 40 publications designed to save 
time and money in planning and 
maintaining homes. It is entitled 
“Selected Publications on House 
Planning, Construction, Maintenance 
and Repair.” 


TOILET, SHOWER STALLS. De- 
tailed information and architectural 
specifications on Sanymetal toilet 
compartments, shower stalls, and 
hospital cubicles are offered in Cata- 
log 90. It includes a chart of 22 color 
chips, in either vitreous porcelain on 
steel or synthetic enamel baked over 
galvanized, bonderized steel. Sany- 
metal Products Co., Inc., 1705 Urbana 
Road, Cleveland 12, Ohio. 


SUSPENDED CEILINGS. Catalog 
SNU 5 describes how Nailock nail- 
ing channels provide rigid, safe in- 


stallation of a wide variety of sus- 
pended ceiling materials without 
limitations as to size, type, or manu- 
facture. It also gives architectural 
specifications for three types of sus- 
pended ceiling systems. Sanymetal 
Products Co., Inc., Suspended Ceil- 
ings Division, 2093 East 19th Street, 
Cleveland 15, Ohio. 


FARM STRUCTURE PLANS. After 
reviewing over 400 plans, plywood 
manufacturers have issued a 16-page 
catalog of 33 proven plans using 
Douglas fir plywood. They range 
from a silo to a roll-away nest for 
poultry. Single catalog free from the 
Douglas Fir Plywood Association, 
Tacoma 2, Wash. 


MATERIAL -HANDLING EQUIP- 
MENT. Ways in which building sup- 
ply firms have increased handling 
efficiency with conveying equipment 
are shown in a new brochure of il- 
lustrated four-page case _ histories. 
Rapids-Standard Co., Inc., 342 Rap- 
istan Building, Grand Rapids 2, 
Mich. 


ALUMINUM WINDOWS. Bayley 
aluminum projected windows and 
projected ribbon windows are pic- 
tured and described in catalog 
APW53. Architectural sketches sim- 
plify installation details and design- 
ing for schools, hospitals, residential 
uses, and commercial buildings. 


William Bayley Co., 1200 Warder 
Street, Springfield 99, Ohio. 


MOISTURE CONTROL. “How to 
Rescue Your Home from the Menace 
of Moisture” is a cleverly written 
and illustrated booklet put out by 
the National Paint, Varnish and 
Lacquer Association, 1500 Rhode 
Island Avenue, N. W., Washington 
5, D. C. It tells the home-owner — 
or builder — ways to eliminate this 
problem. 


LOGGING SMALL TIMBER. “How 
to Log Small Timber Profitably” is 
a booklet telling methods of ground 
skidding, logging with arches and 
sulkies, cable yarding, log loading, 
power bundling, building log roads, 
and other uses for 33 Hyster tractor 
tools and attachments. It also in- 
cludes model views and specifica- 
tions. The Hyster Co., 2902 N. E. 
Clackamas Street, Portland 8, Ore. 


VERMICULITE PLASTER. “Vermi- 
culite Plaster Protection for Wood 
Construction” is a new two-page 
sheet that summarizes fire ratings 
for wood-joist floors and wood-stud 
partitions protected with vermicu- 
lite plaster on gypsum lath and 
metal lath. It gives comparable fire 
resistance for sand plaster. A sketch 
shows construction details. Vermi- 
culite Institute, 208 South LaSalle 
Street, Chicago 4, IIl. 
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IN ALUMINUM ANO BRASS 


METAL TRIMS, INC. 


BOX 1072, YOUNGSTOWN 1, OHIO 
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DOLCE ALIS 


Ride in on 


WO0 “i 





)) 
\ Weldwood - 


to greater sales and profits! 


All the charm and color of sea- 
weathered wood 

...in a panel that will weather the 
sea of time 

...is now yours to offer your cus- 
tomers in the new Weldwood® Panel 
... SURFWOOD. 

An immediate sales hit! Builders and 
home-owners really go tor Surfwood's 
picturesque, natural appearance ... 
which even includes open and sound 
knot-holes. 

Its rustic air of informality has cre- 
ated a big demand for it in such di- 


versified places as ranch and summer 
homes, offices, country clubs, rumpus 
room and cocktail lounges. 
Surfwood is Weldwood Fir Plywood 
made in 48” x 96” size, 5/16” thick 
... bonded with L-IR, the new adhe- 
sive that not only resists moisture but 
also withstands mold. 

Prefinished panels are 16” wide by 8’ 
long, available in two delightful col- 
ors... Mist Grey and Seal Brown. 
Surfwood is priced for business! Ride 
in on this amazing new Weldwood 
Panel to greater sales and profits. 


*T. M. Registered 





hb WELDWOOD’ Plywood 


Manufactured and distributed by 


UNITED STATES PLYWOOD CORPORATION  tew York 36, N. Y. 


World’s Largest Plywood Organization 


and U. S..MENGEL PLYWOODS, INC., Louisville 1, Ky. 


Distributing Units in Chief Trading Areas 





Branches in Principal Cities - 
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Hal's HUNCHES 


New items dealers may find 
profitable to sell - - or use 








ROOF DRAIN. The Zurn Air-Reliev- 
ed cloudburst-type roof drain re- 
duces possibility of backed-up water 
that damages roofs. It has an un- 
usually large and deep sump area 
that serves as a temporary reservoir 
and a gravel guard that prevents 
clogging of primary drainage. Write 
for H-56—use coupon below. 


CHISEL LINE. A new Witherby line 
of quality chisels features trip ham- 
mer forged crucible steel blades, 
ground, heat-treated, and hand- 
honed. Handles are of unbreakable 
plastic Tenite II. Write for H-57— 
use coupon below. 


PICNIC TABLE FRAMES. Heyer 
steel picnic table frames, two 2x4’s, 
and five 10” planks are bolted to- 
gether to make a table of 6’ to 8’ for 
backyards or parks. Tables can be 
assembled during slow periods for 
later sale. Write for H-58—use cou- 
pon below. 


CEDAR AWNINGS. Craftsman all- 
cedar awnings are especially suitable 
for decorating new low-cost homes 
or brightening old ones, either frame 
or masenry. They come in widths of 
3’, 4’, 5’, and 6’, for 2” or 3” casings. 
The angle is set by raising or lower- 
ing the casing blocks to the height 
desired. They are quickly assembled 
and installed with a screw driver 
and hammer. Write for H-59—use 
coupon below. 


HOME INCINERATOR. A new Cole 
automatic gas-fired home incinerator 
has a rust-proof, clog-proof, and 
burn-proof refractory tile lining. It 
features air-jet combustion for quick, 
odorless combustion. Write for H-60 
—use coupon below. 


WINTER AIR-CONDITIONERS. The 


Rheem line of domestic heating 
equipment now includes oil-burning 
winter air-conditioners in addition 
to the gas models. Model 2436 “Lo- 
Boy” oil-burning heater currently is 
made in capacities of 85,000; 100,000; 
and 120,000 BTU. Write for H-61— 
use coupon below. 


FOLDING DOORS. Ra-Tox folding 
doors and room dividers can now be 
ordered in a new cocoa brown shade, 
No. 148. Slats are %” basswood 
woven into fabric for unique appear- 
ance. Write for H-62—use coupon 
below. 


STORM WINDOW KIT. Buckeye 
knock-down, build-it-yourself storm 
window units offer home-owners 
high quality at lower cost. Made of 
either redwood or aluminum, they 
need only glass and screening added 
to the packaged unit. Both models 
made in nine sizes. Write for H-63— 


. use coupon below. 


SAFETY MIRRORS. The new Tyre 
line of mirrors combines the reflec- 
tive quality of double silver-coated 
plate glass with the safety advan- 
tages of specially-treated glass. Each 
mirror is laminated to plywood, 
which in turn is laminated to a 
galvanized steel back. The unit is 
framed in stainless steel. Write for 
H-64—use coupon below. 


SHAKE SHINGLE NAILS. Strong- 
hold nails are designed to stop curl- 
ing of shake shingles. Said to have 
the holding power of a screw, they 
are made in galvanized steel, copper, 
brass, bronze, silicon bronze, stain- 
less steel, monel, and aluminum. 
White for H-65—use coupon below. 


WOOD PROTECTION. Weathercote 
is a new long-lasting, slow-oxidizing 
finish that keeps exterior wood in a 


natural finish from turning black. It 
is said to prevent warp, swell, and 
check when exposed to weather. 
Write for H-66—use coupon below. 


STAPLING TACKER. The Bostitch 
T5 Outward Clinch stapling tacker 
permits driving and clinching staples 
in “hard to get at” places where a 
blade can not be inserted. It auto- 
matically drives staples and turns 
the legs outward to clinch under or 
inside the work. Write for H-67— 
use coupon below. 


CLOTHES DRYER. The Straightline 
outdoor clothes dryer has 16 parallel 
plastic lines and can hold 14 full 
sheets at one time. It folds up like 
an umbrella for easy storing. Write 
for H-68—use coupon below. 


ADJUSTABLE LOUVER. A new 
Leslie adjustable triangular alumi- 
num louver permits large free area 
regardless of roof pitch. The louvers 
are said never to rattle and to be an 
integral part of the unit so as not 
to become loose. The units come in 
three sizes—with 7, 6, and 5 vanes. 
Write for H-69—use coupon below. 


KITCHEN EXAUST. The new Har- 
ris 8” and 10” kitchen exhaust fans 
require about one square foot of wall 
space, so can be installed over most 
cabinets. Telescoping inner sleeves 
adjust to brick or frame walls from 
43%,” to 14” thick. The 10” model 
moves air at 1,100 CFM. Write for 
H-70—use coupon below. 


PAINT BRUSH CLEANING. The 
Little Dandy Brush Kit is a 
4”x61%2"x9” light-weight kit that 
holds paint brushes for storage or 
cleaning. Each brush is held sepa- 
rately. Plastic top prevents evapora- 
tion of solvents. Write for H-71—use 
coupon below. 
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Texaco asphalt roofing products are selected for the 
protection of thousands of America’s roofs — on 
homes, churches, schools, farm and commercial build- 
ings; both new and old construction. High quality 
Texaco asphalt is the vital ingredient, plus manu- 
facturing skill and experience. 


eo 


Streets, highways and airports all over America are 
surfaced and protected with long-lasting, high quality 
Texaco asphalt. This is the vital ingredient that 
stands up under terrific punishment, rugged service, 
exposure to all weather and hard wear. 
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There is a high quality Texaco asphalt roofing 
product for every essential roofing need — strip, indi- 
vidual and interlocking shingles, smooth and mineral 
surfaced roll roofings, roll sidings, coatings and 
cements, asphalt saturated felt, and solid roofing 
asphalt for built-up roof construction. 








From the ground up — Texaco is in a position to 
guard every step in the production and refining of its 
raw materials. So — as one of the world’s largest pro- 
ducers of asphalt — Texaco can and does select from 
the finest petroleum crudes, the exact, right grades 
for specific uses. Result: 9914% pure asphalt goes 
into Texaco asphalt roofing products. 


.,. the name that millions 
know and trust 


MEMBER OF THE ASPHALT ROOFING INDUSTRY BUREAU 
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PRODUCT PARADE 





RUBBERIZED ENAMEL 


Rubberized “Satinhide Enamel”’ is a 
new companion to Pittsburgh’s rub- 
berized paints. Requiring no primer, 
this one-coat enamel can be used on 
nearly any interior or exterior sur- 
face. The 16 colors and white are 
washable. 


In conjunction with the new 
enamel line, Pittsburgh announced 
a simplified Master Color Guide 
system that offers thousands of color 
combinations. A new manual shows 
151 colors grouped according to color 
families. It includes a table of sug- 
gested harmonies, based on comple- 
mentary, split complementary, triad, 
analogous, and monochromatic sys- 
tems. 


Write for P-26. Use coupon on page 
84, 


CIRCUIT PROTECTION 


Mini-Breaker is a new permanent- 
type circuit protective device that 
fits like a fuse in any standard Edi- 
son base fuseholder delivering up to 
125 volts AC service. It is designed 
to give home-owners the advantage 
of multi-breaker electric systems 
where the usual fuse box is already 
in use. 


When a circuit is overloaded and 
service interrupted, a button in the 
center of the Mini-Breaker is pressed 
downward. Although service can 
normally be restored within 10 
seconds, it will not maintain a circuit 
that has not been cleared of the 
condition that caused the interrup- 
tion. 


Write for P-27. Use coupon on page 
84. 
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PACKAGED FLUSH DOOR 


Hasko K-D packaged flush door unit 
includes a door drilled for the lock, 
lock mechanism, jams notched for 
the header, butts installed on the 
door and frame, mitered trim, 
shingles, and nails. 

The doors are made in six standard 
sizes, ranging from 1’6” to 3’0” in 
width. They come with three trim 
patterns. Trim and frame are of 
Ponderosa pine; facings are of red 
oak, Philippine mahogany, and birch. 

Photographs and an _ instruction 
sheet are included in each package 
to help home-owners install their 
own. 

Write for P-28. Use coupon on page 
84. 





ACOUSTICAL TILE 


Kolor-Fast variegated is the newest 
addition to the Nu-Wood line of 
acoustical tile. 

This new tile is offered in four 
blending tawny shades of tan. It is 
easily applied with Nu-Wood clips, 
Adhestik, nails, or screws. The 
tongue and groove edges leave a 
pencil-thin, shadow-line bevel. Tiles 
are 12” square and %” thick. 

Write for P-29. Use coupon on page 
84. 


ROOF INSULATION, DECK 


Celotex Channel-Seal roof insulation 
features a special bevel on the four 
deck-side edges of each unit. When 
units are applied, a network of tri- 
angular channels is formed between 
roof deck and insulation to equalize 
air pressure here. This prevents 
blistering or separation of felt and 
insulation. 

Cemesto panels — made of a core 
of Celotex cane fiberboard surfaced 
on both sides with cement-asbestos 


sheets—are being used for structural 
roof decks. The deck, thermal in- 
sulation, and finished ceiling are 
thus all put up at once. Built-up 
roofing is then applied over this fire- 
resistant deck. 

Write for P-30. Use coupon on page 
84. 


TRIANGLE VENTILATORS 


New Leigh “Giant” triangle venti- 
lators are designed to give adequate 
ventilation on low-pitched roofs. 
They are made of aluminum or steel. 

They are made in three widths: 
90” opening width, 18%” high; 69” 
opening width, 14%” high, and 47” 
opening width, 8%” high. 

Louvers are held to the side frame 
with tabs. They are designed to keep 
out snow and rain, and not to rattle. 

Write for P-31. Use coupon on page 
84, 


HARDWARE “SPECIALS” 


In honor of IRHA Hardware Week, 
April 17-25, Stanley Tools offers two 
“specials.” 

A combination package of two 
best-selling rules—No. 106 or 106F 
6’ folding green end rule (regularly 
$1.50) and No. 1206W 6’ pull push 
rule (regularly 89c)—will be offered 
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You have the biggest stock of Flush Doors in town when 






you sell General Gibraltar and Kentucky Colonel Doors. 






Any size, in a wide variety of finishes, is available 






to you from your General Jobber’s complete stock. 






That means fewer lost orders, smaller capital investment. 










Veneers are 
expertly 
matched in 
General's 
New Albany 
plant. 








quality is built into panels in general’s own plywood plants 
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In face panels, too, General leaves 
nothing to chance. The huge New 
Albany, Indiana, and Tarboro, N. 
C., plants are devoted exclusively to 
this important phase of production 
on General Gibraltar and Kentucky 
Colonel Doors. 


Veneer sheets are carefully dried in 
special equipment, and matched for 
the most beautiful decorative effects. 
Glue spreads are constantly checked 
and the assembly of three plies is 
pressed in modern hot presses for 
permanent bonding 33'/,% thicker 
than most door panels! 

In these important ways, General 
safeguards its reputation and yours: 
THE WORLD’S MOST BEAUTI- 
FUL DOORS—Premium door face 
panels are either one-piece or per- 
fectly matched for grain and color. 
MOISTURE CONTROL—Dried to 
a limit of 5 to 7% moisture in Gen- 





GENERAL PLYWOOD CORPORATION 


LOUISVILLE 12, KENTUCKY 
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The doors that pass the "Elephant Test” 


eral’s own giant kilns. Secretly 
processed to relieve grain stresses. 


SCIENTIFIC CORE DESIGN — 
Inert 3” fibre rings are spaced 11/4 
apart to give panels the strongest 
support known to the industry. 


HOT PLATE PRESSED—Glues are 
driven deep into panels, frames and 
cores with more than 500,000 
pounds pressure and then set by 
heat for all time. 


BELT SANDING—Finished on the 
most modern double belt sanders, 
for satin-smooth, flawless surfaces. 


From log to veneer . . . from panel 
to finished door ...every step in the 
manufacture of General Doors is 
quality controlled and inspected. 
General’s extensive facilities are 
your positive assurance of uniform 
satisfaction — year after year — for 
you and your customer. 
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for $1.89, saving the customer 50c 
on each rule. 

A second specially-priced item is 
the No. 7020 adjustable closet bar, 
made of telescoping steel tubes and 
finished in bright durable nickel 
plate. These bars are made in four 
sizes: 18” extending to 30”; 30” ex- 
tending to 48”; 48” extending to 72”, 
and 72” extending to 96”. 


Write for P-32. Use coupon on page 
84. 


ALUMINUM ROOFING 





Quaker State cross-crimped alumi- 
num now is available in three types: 
1%,” corrugated, 5-V crimp, and 2%” 
corrugated. 

The crimped design is said to be 
more rigid and less glaring. It elimi- 
nates unsightly end or side caps. 

Write for P-33. Use coupon on page 
84. 





New Equipment 


These new products may cut 
your business operation costs 





PALLET TRUCK 


The Anco pallet truck line now in- 
cludes a new model, the Anco-8. This 
model has the same specifications as 
the regular Anco except that it is 
10” shorter and has tubular sides. 
Optional with regular Anco trucks, 








a new attachment, the A-Arm, 
reaches over the bags and pulls the 
load back. This, the nose plate, and 
nose-plate wheels permit easy tilting 
of 1,200-pound loads. 


Write for P-34. Use coupon on page 





HEAVY-DUTY LIFT TRUCK 


The latest addition to the Clark line 
of fork-lift trucks is the Yardlift-100. 
This sturdy, gas-powered, pneu- 
matic-tired truck has a 10,000-pound 
capacity at 24” load center. 

The standard over-all height is 
113” with fork lowered, 178” with 
fork raised to 144”. Turning radius 
is 133” to allow operation in narrow 
aisles. 

Write for P-35. Use coupon on page 
84. 





Low Cost 








DUPLEX STEEL POST CAPS 
made of heavy, open-hearth steel plate 
and finished complete, ready to frame 
any arrangement of timbers coming 
into a post. Accurately sized in an efh- 
cient design that forms a complete cap 
around the post. Stronger, more con- 







venient than other types of post caps. 


APPROVED BY UNDERWRITERS’ 


LABORATORIES. 


WRITE NOW for BOOKLET 27-8 ‘& 


1289 East 53rd St. 


FROM STOCK! 


TIMBER FITTINGS / 


for Industrial and Commercial Buildings 


JOIST HANGERS — Fit closely 
on all sides! Also adapted for stair 
well, chimney, light shaft and 
similar framing. Made of best 
open hearth steel. Single or double 
styles for every size timber. 





POST BASES — Made of 
steel plates and angles, welded 
to make a tight fit on all 
standard timber sizes. Greater 
load bearing capacity than 
other types of bases. 


The Duplex Hanger Co. 


. Cleveland 14, Ohio 
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Propositic 


Doors stay OPEN without stops or 
wedges. They swing freely with NO 
binding. They are matched and fitted 

at the factory by specialists to assure 

it. 

Doors stay shut, latch tight without 
sticking or jamming in the frame. 
Look identical to conventional door 
when installed. 














This Complete, Packaged Door Unit 
offers Every Advantage 


Carpenter merely slips unit into 


National opening. Only takes 20 minutes. 


Think of being able to sell a door frame with the door 
already hung! With National Ready-Hung Door Unit, 
most of the carpenter's work is already done for him. Look 


at the savings you can offer. 





Each door-and-frame unit comes individually crated for protection. 
Door hung on two butts, completely machined for lock. Lock is 


» furnished. Joints are square and tight, kept that way by special 
oor nit mitre-joint fasteners in trim. Adjustable for wall thickness from 
4,” to 51/4”. Wide variety of interior styles. 


Savings to the builder in time, trouble, labor: tremendous! 
Customer call-backs: none! Sales: RED*HOT! 


DEALERS: Manufactured by 


; NATIONAL WOODWORKS 
See your jobber—or if your jobber doesn’t Box 5518 
yet have them, write us for name of your Birmingham 7, Ala. 


nearest source. Ask for our catalogue, too. 


We manufacture a complete line of Win- and ... NATIONAL DOOR UNIT CORP. 


dows, Doors, Millwork, and the famous 123 Griffith St. 
NATIONAL WINDOW UNIT. Charlotte 3, N. C. 
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DEALERS in the 


NEWS 





LOUISIANA 


SHREVEPORT: A. G. Hammett, 
Jr., since 1946 a partner in the 
wholesale firm of Brock-Hammett 
Lumber Co., has opened a retail busi- 
ness here, the A. G. Hammett Lum- 
ber and Supply Co. The former firm 
recently was dissolved and Brock 
opened a new wholesale company. 
.. . A charter has been granted to 


Ideal Building Materials, Inc., with 
capital stock listed at $350,000. 


LULING: The Luling Lumber 
Yard, established in 1926 by Lloyd 
Landry as a branch of the LaPlace 
Lumber Co. and purchased in 1940 
by M. L. Funderburk, has been 
bought by the Landry Lumber and 
Supply Co. Officers of this new 
organization include Lloyd L. Lan- 
dry, Sr., president; Gordon Q. Lan- 





Murray presents its new 


DELUXE LINE 


THE WINNER SETS THE PACE 


A step ahead of the entire fan field in anticipating the 


demand of the booming fan market, Murray announces the 


addition of its new and exclusive DeLUXE models to the 


line of attic and industrial fans. 


@ Only Murray’s DeLUXE line offers install-em-and-forget- 
em advantage—sealed, lifetime-lubricated ball bear- 


ings in both fan and motor. 


@ Only Murray's DeLUXE line offers a full 10-year 


guarantee. 


WRITE FOR NEW CATALOGUE 


New catalogue on complete 
line of DELUXE and Standard 
industrial and attic fans and 
window fan line 


ventilating & window fans 


ATLANTA, GA. 


H.C. BIGLIN COMPANY, INC., 177 HARRIS ST., ATLANTA, GA. 





dry, vice-president, and Mrs. Lloyd 
Landry, secretary-treasurer. 


MONROE: The Usrey Lumber 
Supply Co. has been granted a 
charter of incorporation, listing 
capital stock at $25,000. 


RAYNE: Ned Ball, executive vice- 
president of the Louisiana Building 
Material Dealers Association, was 
guest speaker at a recent Rayne 
Lions Club dinner. He urged greater 
interest in national government by 
individual businessmen. 


COVINGTON: The Mabry-Chand- 
ler Lumber Co. is now incorporated, 
with capital stock of $150,000. 


KENNER: A charter has been 
granted the Lacour Lumber Co., 
millwork and building materials, 
listing capital stock at $10,000. 


VIRGINIA 


LAWRENCEVILLE: J. B. Rawl- 
ings was re-elected president of the 
Chamber of Commerce, the first time 
a president of this group has suc- 
ceeded himself in several years. He 
is manager and secretary-treasurer of 
the Lawrenceville Brick and Tile Co. 


RICHMOND: L. E. McAllister has 
opened the Southside Builders Sup- 
ply on East Belt Boulevard. His son, 
L. E. McAllister, Jr., is manager. 


ARKANSAS 


HELENA: The Gus Reichardt 
Lumber Co. has been incorporated. 
Besides Reichardt, incorporators are 
L. A. Hardman and W. G. Dinning, 
Jr. 


TEXAS 


TEXARKANA: Bruce Cunning- 
ham, president of the Cunningham 
Lumber Co. here and former mayor, 
is the new president of the Four 
States Shrine Club. He also is a new 
member of the board of the Com- 
munity Chest. 


FORT WORTH: The Chickasaw 
Lumber Co. recently promoted 
“Dutch” McAmis to manager of the 
roofing and application department. 
He has been in this business over 
20 years. 


BRIDGEPORT: The Fort Worth 
Sand and Gravel Co. has completed 
its new crushed stone plant near 
here. It will have a capacity of over 
200 cubic yards an hour and will 
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This room firdkshed 
with 


K A Lifetime of Beauty 
Assured by Finest Quality 
Baked Enamel Finish 


KK A High Profit Material 
for YOU! 


WALLACE Salesmaker 


DISPLAY UNIT 








Because it attracts attention, aids your customers 
in color selection and saves selling time, the 
Wallace Salesmaker Display Unit is the most 
successful selling tool ever developed in the Tile- 
board Industry 











Because it helps you do a better, easier selling job 
we urge you to make full use of one in your 
show room. Available (at a traction of its cost) 
fully loaded with 20” x 16” size samples of Wal- 
lite. Satin-lite, or Grani-lite in your choice of colors 
and patterns. 








See your jobber or write direct to factory for full 





miormation. 


Member 


Prefinished Wall Panel Mic 
Council 
Wace MANUFACTURING CO. 
10th and Fayette North Kansas City, Mo. 
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inside hung, 
in 5 easy steps 


7 LOXCREEN features 
perfect, simplify frameless 
tension screens 


LOXCREEN’sS exclusive 2-way-pull Spring 
Latch creates positive, permanent ten- 
sion from top to bottom and from left 
to right. Snap it out for window service 

. roll it into a small, neat package 
for off-season storage. Once LoXCREEN’s 
Spring Latch is set, screen may be re- 
moved and hung again without readjust- 
ment. 


LoxcrREEN’s exclusive 2-way length ad- 
justment gives complete closure. Extra 
folds of screen cloth at top and bottom, 
plus finger-tip floating bar allow for 
individual window frame variations, set- 
tling, etc. Ideal for new installations 
or replacements. 


LOXCREEN’S are designed for economy 
as well as satisfaction. Low in initial 
cost, their lifetime aluminum construc- 
tion eliminates maintenance. 


Ali standard sizes. 


Prompt service 


on special orders. 


Manufactured By 
THE LOXCREEN COMPANY 
Columbia, S. C. 








serve the Dallas-Fort Worth area. 


SILSBEE: Buck Jones, who served 
as manager of the Britton-Cravens 
Lumber Co. for 25 years, recently 
resigned. He announced plans to 
start a business with his three 
brothers. 


TYLER: Graham Builders Supply 
Co. now has a department to furnish 
dairy equipment. It stocks electric 
milkers, milk coolers, hot water 
systems, and will construct dairy 
buildings for farmers to house them. 

Holt Owen recently held 
a formal opening of his Owen Lum- 
ber Co. at 238 South Glenwood, a 
new location. The building features 
quite modern architecture, including 
a space for planting flowers in front. 


KELTYS: Eli Wiener, board chair- 
man of the Angelina County Lumber 
Co., came here from Dallas recently 
to receive a gold watch, marking his 
6lst year with the company. Wiener, 
76, received the watch from Presi- 
dent E. L. Kurth. Wiener is president 
or director of several other Texas 
building supply firms. 


LANCASTER: The Wheat Lumber 
Co. opened here January 31. It is a 
branch of the Wheat Lumber Co. in 
Dallas, owned by Dewayne Wheat. 
Richard N. Landers is local manager. 


KENTUCKY 


LOUISVILLE: A larger tract of 
land at 103 Exchange Street in St. 
Matthews has been purchased by the 
Marshall Planing Mill Co. for ex- 
pansion of its manufacturing and 
lumber drying facilities. As soon as 
buildings are completed on this tract. 
the firm will move from its original 
site at 131 Breckenridge Lane, ac- 
cording to President R. W. Marshall. 


ALABAMA 


ROBERTSDALE: Herbert C. Eng- 
land, Jr., has rejoined the H. England 
Lumber Co. here after spending two 
years in the Army. 


MISSOURI 


BROOKFIELD: H. Gwen Bradley 
has moved here to manage the North 
Missouri Lumber Co. He formerly 
was assistant manager of the Long- 
Bell yard in Moberly. 


AVA: Leslie P. Gritzmaker, man- 
ager of the Ava Lumber Co., has an- 
nounced the sale of the yard’s plan- 
ing mill to Jerry Elliott. He will 
operate the mill in cooperation with 
the Ava firm and continue to do 
custom milling. 


KANSAS CITY: The Burgner- 
Bowman-Matthews Lumber Co. en- 
tertained 100 employees and guests 
at a dinner recently in honor of its 


50th anniversary. Fifteen employees 
received wrist watches for 25 years 
of service. Six employees with 35 
years of service were introduced. 


WEST VIRGINIA 


HUNTINGTON: City Lumber and 
Supply, Inc., has added a salesman 
who can schedule and specify build- 
ers hardware in the contract field. 


MISSISSIPPI 


HATTIESBURG: The Glendale 
Lumber Co. has been granted a 
charter of incorporation, with capital 
stock listed at $25,000. 


FLORIDA 


MIAMI: Renuart Lumber Yards, 
Inc., held a formal opening of its 
new yard, hardware, and paint store 
January 17. Two years ago the firm 
erected a temporary structure on the 
Biscayne Boulevard site, but the 
popularity of the branch has made 
expansion and permanent fixtures 
necessary. 


JACKSONVILLE: Leslie J. Klotz, 
for many years treasurer and later 
vice-president of the Mason Lumber 
Co. has retired. Employees gave him 
a desk lamp at a farewell party. 


BRADENTON: B. W. Zeller, local 
lumberman, has been elected presi- 
dent of the First Federal Savings and 
Loan Association of Manatee county. 


KANSAS 


AGRA: Charles DuMars, 70, man- 
ager of the Agra Lumber Yard, has 
resigned after 46 years with the firm. 
He started work as a yard man and 
still “loves the feel and smell of 
wood.” Paul Isernhagen is the new 
manager. 


KINGMAN: Another “old timer” 
to retire is S. W. (Si) Sturgeon, 
nearly 76, manager of the Anawalt- 
Campbell Lumber Co. He has served 
his firm 43 years and will continue 
to advise on the yard’s policies. His 
successor is John Duffin, who has 
been with the firm 12 years. 


DIGHTON: Woodrow Murphy has 
moved his business to a larger, more 
convenient location. The building 
supply firm now is known as 
Murphy’s. 

COFFEYVILLE: Fred Rountree is 
new manager of the Benson Lumber 
Co., following the death of James 
Hadley Martin. 


WELLINGTON: C. L. (Vern) 
Beals, manager of the Rounds and 
Porter Lumber Co., resigned Janu- 
ary 15 to devote full time to a con- 
struction company. The new man- 
ager is J. C. Gillig, transferred from 
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nity is knocking 
ith both fists! 


Right now there are two strong, significant merchan- 
dising trends at work in the building materials business. 


Both of them affect your future. 


Each one of these important trends offers you G golden Op- 
portunity—to sell more—to get greater dollar 
profits. 


Want to know how to make the most of them? 


Your Masonite representative has the complete story. Let him 
show you this profitable, easy-to-use plan. Seeing it and 
studying it may be one of the most important acts in your 
business life. Don’t miss it! 


vo MASONITE 


CORPORATION 


Dept. SBS-3, Box 777, Chicago 90, Illinois 


“Masonite” signifies that Masonite Corporat he rce of the product 


better hardboards for better profits 
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THE STEEL 
7? 


The extra value in Vento Resi- 
dence Casement Windows in- 
cludes: all casements drilled and 
tapped to receive storm sash and 
screens, Operator arm guide 
channels attached with screws 
for easy removal and replace- 
ment, if necessary; ventilator 
frames constructed from the 
same heavy sections as the out- 
side frame. This provides greater 
rigidity and stronger ventilators. 


Also ask about the extra value in: 

NEW IMPROVED VENTO “CHAMPION” 
BASEMENT WINDOWS 

VENTO “THRIFTY” BASEMENT WINDOWS 

VENTO FORMED STEEL LINTELS (FOR BLOCK 
AND BRICK CONSTRUCTION) 

Vento “‘Champion” Barred Basement Windows 

Vento “‘Champion”’ Utility and Barn Windows 

Vento Thrifty Utility and Special Type Windows 

Write us for latest catalog and full information 


STEEL PRODUCTS 
CO., Inc. 


253 Colorado Ave. 
BUFFALO 1, N. Y. 
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Cordell, Okla. ... Tracy M. Halliday 
has sold his interest in the Hangen 
and Halliday Lumber Co. to R. E. 
Hangen and Harold L. Gibson. 
Hangen and Halliday were partners 
more than one-third of a century. 


PARSONS: Paul J. McConnell has 
retired from active work after 47 
years in the lumber business, 33 of 
them with his own firm here. New 
manager is William J. Waltz, who 
moved here from Nevada. 


ARKANSAS CITY: After 32 years 
with the Comley Lumber Co., now 
called the Comley-Neff Lumber Co., 
Fred Bender is retiring. 


ST. JOHN: The Home Lumber Co. 
has a newly-remodeled interior. The 
private office is being enlarged and 
paneling put on showroom walls. 


GYPSUM: The Moore Grain and 
Lumber Co. of Gypsum and Roxbury 
has sold its building material portion 
and some real estate to the partner- 
ship of George L. Frisbie and 
Thomas Stein, who already owns a 
planing mill. Moore retains the feed, 
grain, and coal business. 


SUBLETTE: The T. M. Deal lum- 
ber yard here, wrecked by wind two 
years ago, is being rebuilt. A new 
shed 108 by 20 feet is planned. 


McCUNE: The Messenger Lumber 
Co. soon will have a new building 
for housing seeds to serve the farm- 
ing community. 


SOUTH CAROLINA 


GEORGETOWN: The Georgetown 
Building Materials firm has been 
granted a charter of incorporation. 
Horace L. Tilghman, Jr., is president. 


MYRTLE BEACH: The Dobbs 
Lumber Co. has been granted a 
charter to buy and sell lumber, mill- 
work, and building materials. The 
president is Charles E. Krampf. 


TAYLORS: The Builders Lumber 
Co. has been granted a charter to 
operate a wholesale and retail lum- 
ber business. Coke Smith, Jr. is 
president. 


OKLAHOMA 


STILLWATER: A. L. Cobb is new 
manager of the Rounds and Porter 
Lumber Co. yard here. He succeeded 
R. C. Thomason, who headed opera- 
tions for 10 years before resigning 
recently. 


GEORGIA 


ATLANTA: Thomas L. Jordan, 
general manager of the West Lum- 
ber Company’s branch stores in 
Scottdale, East Point, and West End, 
has been elected assistant vice-presi- 
dent of the firm. He joined West in 


1949 after serving as a pilot in the 
Air Force and studying at the Uni- 
versity of Georgia. 


NORTH CAROLINA 


VANCEBORO: A charter of in- 
corporation has been issued to the 
Craven Lumber Co. Incorporators 
are A. L. Ashburn, Jr., H. A. Preston, 
and C. E. Neal. 


MARSHVILLE: The Morgan Lum- 
ber Co. recently moved to a new 
location near here on Highway 74. 
A modern office and other buildings 
have been erected, plus an incin- 
erator for burning shavings. 


OBITUARIES 


JAMES HADLEY MARTIN. 43, 
manager of the Benson Lumber Co. 
in Coffeyville, Kan., for six years, 
committed suicide in January. He 
was found in his car after he was 
missed for several days, shot in the 
head with a .22 rifle. No motive was 
disclosed. He was vice-president of 
the Kiwanis Club. Surviving are his 
wife, four sons, two daughters, and 
father. 


A. H. (BUDDY) BURNETT, a rep- 
resentative of the Cherokee Brick 
and Tile Co., Macon, Ga., died re- 
cently. He was well known to dealers 
in several Southern states. 


DALE WENSELL, SR., 69, owner of 
the Wensell Lumber and Hardware 
Co. in Sand Springs, Okla., died re- 
cently in Tulsa. He was an active 
member of the Southwestern Lum- 
bermen’s Association. Surviving are 
his wife and son. 


JOHN F. SAGE, 47, manager of the 
E. L. Bruce Company’s operations 
at Bruce, Miss., died after a short 
illness January 5. He had served the 
Bruce firm since 1925. He leaves a 
wife and three daughters. 


L. D. RAMSEY. 62, owner and 
operator of the Ramsey Lumber Co. 
in Asheville, N. C., died January 12 
after a short illness. He leaves a 
wife, daughter, and adopted son. 


ROBERT STEELE McCREA, 81, 
owner of the Putman Lumber Co. in 
Richmond, Kan., died January 12. 
He was active in his business until 
last April. He was a charter member 
of the Chamber of Commerce and 
was vice-president of the Peoples 
National Bank. He leaves a wife, 
two daughters, and son. 


RUSH HENRY TODD, 85, died 
February 9. He was president of the 
R. H. Todd Lumber Co. in Ocala and 
a past-president of the Florida Lum- 
ber and Millwork Association. He 
was a city councilman and _ past- 
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here’s good news for your customers 


- and good selling for you! 


~NEW GPX GREEN 
Plastic-Faced Plywood 


g Rate 


Builders, home-owners, industrialists . . . 
anyone who paints will want this revolutionary 
new plywood because it is specially designed to 
make painting faster and easier than ever before. 


GPX GREEN is check-free and crack-free, 
reduces grain raise, requires less paint and 
makes it last up to 3 times longer than other 
materials. It’s made from top-grade, solid-core 
Douglas Fir plywood surfaced with a phenolic 
resin plastic overlay that produces the smoothest 
painting surface obtainable—so smooth that 
sanding is never required. Tell all your 
customers about these outstanding features. 
But first. call your G-P warehouse and stock 
up with profit-making GPX GREEN. 


G-P PRODUCTS 


GPX Plastic-faced plywood *« G-P Crownply hardwood 
plywood « G-P WedgeWood decorative paneling 
G-P Plysheet Southern plywood «+ Douglas Fir Plywood 
Giant-sized Scarfed panels « Fir pattern Doors « Hard- 
wood Flush Doors +* Cypress and Redwood Lumber 
Southern pine « Western lumber + Southern hardwood 
lumber * Treated lumber and timbers + Residential and 
factory flooring * Mouldings 


GEORGIA — PACIFIC 
PLYW00D COMPANY 


Southern Finance Building 
Augusta, Georgia 
Call 2-8383 
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president of the Marion County 
Chamber of Commerce. 


WALTER D. HULL, 65, sales repre- 
sentative for the E. L. Bruce Co. 
with headquarters in Houston, Tex., 
died February 1. Before taking over 
the Houston office in 1938, he had 
spent 20 years in the lumber busi- 
ness in Kansas City. He leaves a 
wife, daughter, and son. 


JAMES T. HAILE, 56, of New 
Braunfels, Tex., died early in Febru- 
ary while on a fishing trip at Aransas 
Pass. He owned the New Braunfels 
Lumber Company. He was past- 
president of the New Braunfels and 
Comal County Chamber of Com- 
merce, and had developed a new 
residential section. He leaves a wife. 


EDWIN G. BOWER, 71, Texas Lum- 
ber and Supply Co. in Dallas, Tex., 
died February 10. His wholesale firm 
supplied dealers throughout the area. 
He was one of the oldest members of 
Hoo-Hoo, his number being 12529. 


ROBERT L. TILL, 45, manager of the 
Builders Lumber and Supply Co. in 
Pineville, La., died February 11, 
after an illness of over a year. He 
had served as president of the Ki- 
wanis Club and as director of Central 
Louisiana State Hospital. He was 
Pineville’s “most outstanding citizen” 
in 1948. Surviving are his wife, son, 
and two daughters. 


STEPHEN E. WILKINSON, 70, lum- 











ber dealer in Cloverdale, Va., died on 
February 18 in a Roanoke hospital. 
Such a leader and booster was he, 
the special train carrying the Roa- 
noke Boosters Club on their annual 
outing to White Sulphur Springs 
made a special stop at Cloverdale to 
pick up Wilkinson. 





HETTINGERS 


“TittigllleySie 


® PATENT 


COMBINATION SASH BALANCES and METAL WEATHERSTRIPPING 


172580 





IN 
ALUMINUM METAL 


AVAILABLE 
AT YOUR LOCAL 
LUMBER DEALER. 

YOU'LL 
LIKE IT! 


THE WEATHERPROOF PRODUCTS CORPORATION 


Waldo Station, P.O. Box 8498 


Kansas City 5, Mo. 








G-E Increases 
Silicone Production 


On January 15, the chemical di- 
vision of the General Electric Co. 
put into operation expanded facili- 
ties for producing silicone materials, 
costing over $5,000,000. This gives 
the G-E Waterford, N. Y., plant a 
production capacity comparable to 
any other in the nation. 

The basic operation at Waterford 
is combining stable inorganic silicone 
metal, derived from sand, with flexi- 
ble organic materials. This permits 
chemists to turn out scores of seem- 
ingly dissimilar products, all with 
such silicone characteristics as resist- 
ance to high and low temperatures, 
release from sticking, chemical inert- 
ness, and unusual surface properties. 

G-E predicts a sharp increase in 
the use of silicones in masonry water 
repellents. They have gained popu- 
larity for this use because they seal 
out moisture, yet permit masonry 
surfaces to “breathe.” 


Plumbers Go ‘Atomic’ 


Atomic plumbing is here. 

The Plumbing and Heating Indus- 
tries Bureau reports that some 
plumbing contractors are using 
radio-active isotopes to detect leaks 
in piping. Instead of ripping up floors 
and walls, plumbers inject radio- 
active iodine into piping. 

With a Samson meter, they follow 
the material through to the point 
where the isotopes leave the pipe. 
And there is the leak! 

Pure water is then flushed through 
the pipes until no isotopes can be 
detected with instruments. 
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Stock and sell Trinity white—the whitest white portland cement. It gives extra 
eye-appeal to. . . architectural concrete units .. . stucco... terrazzo . . . cement paint. 
Trinity has many special uses because of its beauty and light-reflectir 
properties. Trinity white is a true portland cement that meets all Federal and ASTM specifications. 
General Portland Cement Co., 111 W. Monroe St., Chicago; Republic Bank Bldg., Dallas; 


816 W. 5th St., Los Angeles; 305 Morgan St., Tampa; Volunteer Bldg., Chattanooga. 
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For All... or For None 


Members of the Chamber of Com- 
merce of the U. S. voted by a 16 tol 
majority in a January referendum 
in favor of a sweeping expansion of 
the social security program to cover 
all working and all retired persons. 
Consequently, the Chamber will 
launch an effective program to carry 
out the businessmen’s mandate late 
this month in Chicago. 

Enactment of the Chamber’s pro- 
posal would result in (1) paying basic 
OASI benefit to all today’s unpro- 
tected aged and ending discrimina- 
tion against more than half of the 
aged population; (2) eliminating 
Federal subsidy of state relief pro- 
grams for the aged, thereby saving 
a billion dollars annually in Federal 
public assistance grants; (3) extend- 
ing coverage of the Old-Age and 
Survivors’ Insurance system to all 
gainfully employed who are not pres- 
ently covered under contributory 
social security; and (4) financing 
benefits on a pay-as-you-go basis, 
thereby establishing a direct relation 
between income and outgo. 


11 from Home Builders 


Emanuel M. Spiegel, new president 
of the National Association of Home 
Builders, has announced 11 major 
recommendations for governmental 
action on a comprehensive national 
housing program. In brief, these are: 

1. Sufficient FHA insurance au- 
* thorization should be provided as a 
continuous revolving fund. 

2. The interest rate on guaranteed 
or insured home loans should be in- 
creased in direct relation to the in- 
terest rate on government bonds. 

3. FHA requirements for down- 
payments should be reduced — 
particularly on medium-priced hous- 


ing — and 30-year mortgages per- - 


mitted on FHA and VA houses priced 
under $12,000. 

4. Fannie Mae — Federal National 
Mortgage Association — should be 
restored to original function as a 
secondary market for mortgages. 

5. Defense and military housing 
programs should be restricted to 
stringent needs. 

6. FHA should expand and liber- 
alize insuring aids for home repairs 
and rehabilitation and spearhead a 
campaign for enforcement of local 
building, sanitation, and health 
codes. 

7. Substitution of rent assistance, 
under proper local supervision, for 
the present wasteful public housing 
program in order to provide housing 
for the needy. 
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8. Elimination of inactive and use- 
less portions of FHA finance pro- 
gram — such as sections 609, 611, 
Title VII, and farm housing section. 

9. Continue Housing and Home 
Finance Agency as a supervisory 
agency only. 

10. Transfer of supervision of 
technical aspects of VA-guaranteed 
home loans to FHA, to eliminate 
duplicate effort and expenses. 


11. Careful review should be given . 


to further appropriations for public 
housing program, to eliminate need- 
less projects and expense of Federal 
funds. 


Dickerman Takes Over 


John M. Dickerman, former assistant 
executive vice-president, this month 
became executive director of the Na- 
tional Association of Home Builders. 
In this position he succeeds to the 
tasks handled for 11 years here by 
Frank W. Cortright, who has retired 
as executive vice-president but will 
continue in an advisory capacity. 


Cole for Foley 
* 

President Eisenhower has selected 
Albert M. Cole, former member of 
the House of Representatives from 
Kansas, to succeed Raymond Foley 
as administrator of the Housing and 
Home Finance Agency. 

Commenting on Cole’s nomination, 
NAHB President Emanuel M. Spiegel 
said it is “an outstanding choice,” for 
Cole’s “Congressional service and 
wide experience in all phases of 
housing legislation make him emi- 
nently qualified for this position.” 


Biggers on Council 


New members of the Business Ad- 
visory Council to the U. S. secretary 
of commerce, Sinclair Weeks, include 
the president of the Libbey-Owens- 
Ford Glass Co., John D. Biggers, 
as chairman. Other members are 
Charles B. Dickey, J. P. Morgan and 
Co.; William C. Foster, former 
Under-Secretary of Defense; John 
Hay Whitney, stock broker; Leonard 
F. McCollum, Continental Can Co., 
and Alden G. Roach, Consolidated 
Western Corp. 


Ike, the Decontroller 


Executive orders by President Eisen- 
hower last month to decontrol wages 
and salaries, prices of all building 
materials except certain steel items, 


and construction authorization, sur- 
prised many people but pleased 
more. Their continuance created a 
topsy-turvy unbalance of supply and 
demand that provided bookkeeping 
and reporting headaches. 

Dealers handling the decontrolled 
items must preserve records of past 
prices and sales as specified under 
GCPR, SR-29, or SR-87. But they 
need not keep records of future 
transactions. 


Future Homemakers 
Wooed for Home Show 


Members of the Oklahoma City 
Home Builders Association have an 
eye to their future market by sched- 
uling their annual Greater Okla- 
homa Home Show concurrently with 
the annual one-day state convention 
of the Future Homemakers of 
America. 

The 15,000 teen-age girls who at- 
tend this convention are invited as 
special guests to the show. One 
chapter of FHA is selected to pre- 
pare a special booth depicting the 
program of this youth-training or- 
wganization, according to Clark X. 
Pace, general show chairman. 

The home show will begin March 
22 for an eight-day run in the Munic- 
ipal Auditorium. It will include 
exhibits of 250 products and services 
in the 100 booths manned by retail- 
ers, wholesalers, and producers of 
building supplies and home products. 


Georgia Convention 
Features Forum Sessions 


The 28th annual convention of the 
Building Material Merchants of 
Georgia will feature forum discus- 
sions of dealer problems, with 
Counselor J. G. Rowell as the mod- 
erator. 

The meeting will be held at the 
Bon Air Hotel in Augusta, March 30- 
April 1. A golf tournament at the 
Augusta Country Club will begin the 
activities, followed by a dinner- 
dance Monday evening. 

Tuesday morning speakers will be 
Miss Pauline Richers, president of 
the Atlanta chapter of the National 
Association of Lumber Women, and 
Henry Munnerlyn, NRLDA president 
from Bennettsville, S. C. 

Participating in the morning and 
afternoon panel sessions will be 
Munnerlyn, Birmingham dealer Bed- 
ford Seale, and Florida dealer Forace 
Holland; Georgia Tech Extension 
Course Coordinator Charles H. Tay- 
lor, and others. 
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THESE WIZARDS WITH WOOD 


Turn Uncle Sam’s mail-men 
Into Harrington Brothers 
Most hard-hitting salesmen _ 


Ma sy 
HARRINGTON 
BROTHERS 
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Largest Selling Wood Glue — 


WELDWOOD 
peslacie eNGLUE 


For making things 


or fixing things, SN > 
recommend Weld- SATINLAC, j 


wood Glue—for all JL | Ips ) os 
wood - to- wood 
bonds and many tc 


other u uses. Makes joints stronger than 

the wood itself. Mixes easily with =, 
water. Stain-free, rot-proof, highly 
water-resistant! For hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 10c, 15c, 
35c, 65c, 95c; 5 Ibs., 10 lbs., 25 Ibs. 

* 


Blond or pickled effects call for 


pac FIRZITE’ 


For magical woodsy 

effects on hardwood 

» or soft, plywood or 

solid lumber. For 

light pastel tones, 

tint with Colors-in- 

Oil. For soft wood 

ana fir plywood 

paint jobs, WHITE 

Firzite as an undercoat, helps prevent 

grain raise or checking. (For soft 

wood or fir plywood stain jobs, recom- 

mend CLEAR Firzite, to tame wild, 
unsightly grain.) 














e 
Big demand for natural wood finishes, sells 


SATINLAC 


The big modern style 
= trend is for light 
SATINLAC. ; natural wood fin- 
Tia ishes —on furniture, 
7 wood panelling and 
Pr woodwork. When 
customers ask you 
what to use, you'll 
make friends by re- H , . . 
commending SATINLAC. It brings ere’s the way it works: in response to our 
out and preserves the natural grain national ads in Saturday Evening Post and 29 other magazines 
and color-beauty of any plywood or : “ 
selid weed, Wateuaieie Gettnine thousands of people write us every month, “Where can | buy 
avoids that “built-up” look. Easy to them?” We refer them to dealers. So write us a post card today, 
brush or spray; dries “dust-free” in é ® 
20 minutes, ready for next coat in 3 telling us that you carry WELDWOOD® GLUE, FIRZITE® and SATINLAC® 
or 4 hours. and we'll refer nearby inquiries to you. We'll also send you useful literature. 
*In pints, quarts, gallons, drums. 











UNITED STATES PLYWOOD CORPORATION, New York 36, N. Y. 
and U.S.-MENGEL PLYWOODS, INC., Louisville 1, Ky. 


Branches in Principal Cities — Distributing Units in Chief Trading Areas 
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We must develop a strong and stable America as the 


Price of Survival in a 


By A. LEE M. WIGGINS 


Chairman, Atlantic Coast Line Railroad Co. 


SHORTLY AFTER President Eisenhower returned 
from Korea, a taxi driver in New York assured me 
with apparent satisfaction that everything was going 
to work out all right. Many observers agree that fol- 
lowing the election there was a remarkable change 
in public attitude toward our domestic and inter- 
national difficulties, and a greater confidence that our 
problems were on the way to being solved. 

Public support of a new approach to our problems, 
national and international, under new leadership, 
was a most heartening development of the recent 
election. New hopes were raised and faith strengthen- 
ed that we will be able to preserve and multiply 
freedom in a world that is threatened by enslavement 
and human degradation, without the catastrophe of 
an atomic war. 

However, any complacency about present condi- 
tions and the prospects ahead constitutes a most 
dangerous attitude for the future well being and 
safety of this nation and for the preservation of 
freedom among men. The facts are that the further 
along we get in the struggle between freedom and 
communism, the more difficult becomes the task of 
preventing the spread of communism and the further 
away the time schedule for effective results reaches 
into the future. In the meantime, the possibility of 
an all-out war, starting accidentally in one of the 
many powder kegs around the world or by design 
of the communists, is a continuing and ever-present 
threat. 

For the past two decades, we have sought the easy 
way out of our national difficulties. We have tried 
to find pleasant and comfortable answers to our 
problems through the use of government deficits, 
artificial price raising, legislative wage raising, the 
multiplication of dollars, the redistribution of wealth 





REPRINTS up to five will be furnished without charge. 
Larger quantities will be supplied at cost, 3c each. 
W. R. C. SMITH PUBLISHING COMPANY 
806 Peachtree St., N.E., Atlanta 5, Ga. 











through taxation and inflation, government guaran- 
tees and subsidies, easy money policies that encourag- 
ed the creation of debt, and many other substitutes 
for sacrifice and hard work. 

Most of these things were done in the name of 
social progress and reform. It was a pleasant one- 
way street. We were headed toward what appeared 
to be Utopia when World War II brought the threat 
of fascist domination of the free world. 

We mobilized our resources and leadership and 
attempted to purge the world of the virus of fascism, 
which we thought at the time was the only serious 
threat to freedom. In this we were tragically mis- 
taken. We were led to extend a friendly hand to a 
war ally who has now become a greater enemy to 
freedom than Germany ever was. This former ally 
has now embarked on a program to conquer and 
enslave the entire world by means of aggression and 
subversion. 

The tragedy is that some of the spread of com- 
munism should have been accelerated on the wings 
of what was considered liberalism. Subversive ele- 
ments ‘were found in high places in our own govern- 
ment, hiding under the protective cloak of pseudo- 
liberalism and social reform. Even men of sincere 
good-will were completely deceived. 

Leaders in America and throughout the world 
could not believe the ghostly specter of what they 
feared. Appeasement and compromise seemed at the 
time to be the only policies that would avoid a conflict 
which might engulf civilization. We were literally 
taken for a ride leaders of state and common 
citizens alike — in this country and throughout the 
world. 

The free nations liquidated the greatest military 
machine on earth at the end of World War II, while 
communist nations multiplied their military power. 
Too late we discovered that the military might of 
communist aggression, augmented by subversion, 
threatened the world. Too late we discovered that 
there is no compromise between freedom and slavery, 
between truth and lies, between God and materialism. 

And so, today, we find this nation in the role of 
leadership, desperately seeking to multiply the 
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Danger-Filled World 


No. 4 of a series on problems 
of business and government 


strength of free peoples throughout the world in 
order to save as much as possible of what is left from 
the communists and to meet successfully what may 
be civilization’s greatest struggle to preserve freedom. 

Only now are we beginning to discover the full 
import of the social, political, and economic revolu- 
tion that has erupted with increasing fury through- 
out the world. We are witnessing bitter struggles 
among fiercely antagonistic groups in many nations, 
millions of people in revolt, seeking a new and better 
way of life. 

World-wide communication, particularly radio, 
continuously reveals to the most isolated communities 
throughout the world achievements and satisfactions 
that inspire people everywhere to a new hope for 
a better life. Mankind is on the march — destiny 
unknown. 

The disillusioned peoples of many nations are ripe 
for the painted allurement of communism. Discontent 


with low economic and social status and racial pre- 
judices provide the ferment in which communism 
flourishes. Governments based on oppression and 
poverty for the multitudes and power and privilege 
for the few are disintegrating throughout the world. 

Our first objective was to prevent the further 
absorption of peoples and nations by the communists. 
It found expression in military action in Korea. For 
the most part, it is being carried out through a 
program of economic and military aid to countries 
that have demonstrated a desire and capacity to fight 
communism. Though successful in large measure, this 
policy has failed in some countries because of our 
ineptness and a question as to our motives. 

Whatever the success or failure of these initial 
efforts, we should re-examine and re-appraise them. 
We should now move to a more positive approach in 
which our efforts will be attuned to the aspirations 
and needs of particular countries. Our motives should 
be clearly revealed as being primarily to help people 
who want to preserve the freedom they have and are 
trying to achieve a more productive and more satisfy- 
ing social, economic, and political order under free- 
dom. 

Another objective has been to further mobilize 
and multiply the military and economic strength of 
free peoples so as to prevent the communists from 
over-running other parts of Europe and Asia, as well 
as to form the base on which military success can 
be achieved if the communists resort to war. Here 


MR. WIGGINS, one of the South’s most successful business execu- 
tives, has had a notable career also as a banker and a newspaper 
publisher. Here are just a few of his many and varied business con- 
nections: Chairman of the Board, Atlantic Coast Line, Louisville and 
Nashville, and affiliated railroad companies; president and chairman, 
Atlantic Coast Line Co.; president, Trust Company of South Carolina; 
president, Hartsville (S. C.) Publishing Co.; director, American Tele- 
phone & Telegraph Co. He is a past president of the American 
Bankers Association, Southern Retail Merchants Conference, South 
Carolina Press Association, and many similar organizations. He has 
served as treasurer of the American National Red Cross, member of 
the Federal Reserve System's Advisory Council, and Under-Secretary 
of the U. S. Treasury. 
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TELL YOUR CUSTOMERS 
They'll never have 


TENSIONtife 


ALUMINUM SCREEN 





@ They never rust or stain... never 
need painting. 

@ Installed from inside in less than 
five minutes. No ladder needed. 

@ They cost less than wood-frame 
screens. 

@ Sizes for all double-hung wood 
windows. 


va a 
EXCLUSIVE GUIDE BAR 


Detaches to serve as a template for locating correct 
position for the top and bottom screws. Returned to 
the screen, it becomes an adjustment bar, closing 
any space between screen and sill. 








Write for names of nearby jobbers wvo stock TENSION-tite aluminum screens 


RUDIGER-LANG CO. 


P. O. Box 468, Toccoa, Georgia 
f | 2801 Eighth Street, Berkeley 10, Calif. 


* Trademark of Rudiger-Lang Co. 





again our approach should become more positive, 
our objectives clearer, and our motives defined in 
terms of preserving freedom and multiplying the 
opportunities for a better life for the peoples of 
cooperating nations. 

Our task is to convince the rest of the world that 
our motives are to promote freedom for all as well 
as to preserve it for ourselves. 

Until now, our objectives and methods have been 
largely of an emergency nature. We have adopted 
temporary expedients. We now face the tragic neces- 
sity of living dangerously in a danger-filled world 
for the foreseeable future. The greatest peril of all 
would be a complacent feeling that the situation 
will work out all right. 

We need to sustain courage of a high order in the 
presence of uncertainty as to the plans of the Krem- 
lin. We would like to find an easy and comfortable 
way out of this threat to our way of life and to the 
society of free men. We would like to pull the cover 
up over our eyes and blot out the ghastly prospect; 
but it is there, a reality and not a bloody nightmare. 

Three unpleasant realities confront us: (1) that the 
communists have brought under their domination 
and control a large part of the world and are now 
attempting the conquest of the entire world; (2) that 
this country is cast in the role of world leadership, 
the exercise of which may determine whether an all- 
out military war may be prevented or, if it comes, 
may be won; and (3) that the clash and struggle of 
freedom vs. communism will go on and on for the 
indefinite future. 

Recognizing the necessity for making long-range 
plans in the exercise of this leadership, part of our 
present task is to evaluate our own internal strength 
and weakness and prepare for the long pull. We 
should recognize that a large part of the financial 
and economic burden of this conflict has fallen on 
the United States and that the health of our economy 
has a profound effect throughout the world. 

The success or failure of governments in many 
countries to remain free from communist domination 
will depend not only on our direct help, but in some 
measure upon the financial stability of this country 
and our avoidance of inflation or deflation. World 
progress and stability at the present time are more 
closely tied to the integrity of the American dollar 
than ever before. 

Evidences of financial and economic strength in 
this nation are well recognized, but our weaknesses 
have been obscured by the rapid developments of the 
past two decades. There are several areas of economic 
weakness, actual or potential, that have developed in 
recent years which require examination and evalua- 
tion and where positive national policy and action 
are needed. Attention is directed to five of these areas: 

1. Inflation-Deflation — In certain segments of the 
economy, inflation since 1940 has confiscated a sub- 
stantial part of our wealth. During this period, the 
cost per unit of production has increased nearly 100 
per cent, while the physical volume of goods and 
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services has increased only two-thirds as much. A 
dollar at the present time will buy only what 53¢ 
of the same dollar would have bought in 1940. The 
full impact of the destruction of part of our dollar 
wealth by inflation is yet to be felt in our economy. 

While some increase in the dollar supply has been 
necessary to serve increased production, the exces- 
sive increase has resulted in the wasting away of 
nearly half of the value of the dollar within a 12-year 
period. However, any precipitate decline from the 
present plateau of prices and wages through deflation 
would be disastrous. On the other hand, further in- 
flation would be explosive. 

We are caught at a point where reasonable stability 
with a minimum movement either way appears to be 
the only hope of avoiding disaster. Whether we have 
the capacity, as well as the political and moral cour- 
age, to steer the economy on a reasonably even keel 
between inflation and deflation becomes the No. 1 
questicn in domestic, as well as in world, economic 
affairs. Required are sound fiscal and tax policies, 
proper monetary and credit control, and judicious 
management of the public debt — all backed by a 
determined administrative and legislative policy of 
government. 

2. Controlling The Budget — We find ourselves 
with a government debt unparalleled in amount and 
proportions and a Federal budget at around the $80 
billion level and not balanced with revenue. Taxes 


of all kinds absorb some 30 per cent of total national 
income. We appear to be stretching to the limit the 
capacity of our economy to service government. We 
have been able to withstand this burden in part 
through the confiscation of part of our dollar wealth 
and through eating up “fat”? previously accumulated. 

Further government expenditures are projected 
near the current rate. How long and to what extent 
our domestic economy can stand such a drain without 
producing dangerous cracks remains to be seen. We 
can avoid this danger by bringing the budget down 
to manageable proportions and at the same time 
meeting defense needs and maintaining a_ stable 
economy. Such a program is believed by competent 
students to be possible if vigorously pursued by 
leaders in government and supported by the public. 


3. Threats to Corperations — Part of the accumu- 
lated “fat” of our economy is being consumed through 
a capital levy on our productive machine, a combined 
product of inflation and the tax structure. Deprecia- 
tion charges on productive plant and equipment pro- 
vide only one-third to one-half of the reserves re- 
quired to replace such facilities. The remaining part 
of the cost of such replacement constitutes, under 
our tax laws, a capital levy. Such replacement must 
be provided by new capital or borrowed dollars, or 
out of earned net income. 

Net income in the case of corporations is income 
that is left after paying Federal income taxes of 52 





CARPENTER NAIL APRONS 


No. 111-0 17” x 22” 


Made of full weight, square yard 
base duck. Lettered in any one color, 
bound up both sides. Double stitched 
neck band prevents rolling. Flared 
pockets, bar tacked at all points of 
strain. SHIPPED PREPAID. 














50 100 250 500 IM 
9.93 Oz. White .48 .43 .42 .41 .40 
8.69 Oz. White 46 41 <ae «=a 37 
Orange or Khaki (Specify) 54 49 .47 .46 45 


No. 112-0 8” x 18” 


Same material as No. 111-0. Bound 
and double stitched waist band across 
top. Flared pockets, bar tacked at all 
points of strain. SHIPPED PREPAID. 

50 100 250 500 IM 
9.93 Oz. White Ry .27 .26 ey .24 
8.69 Oz. White .30 Py .24 .23 .22 
Orange or Khaki (Specify) .36 31 .30 ae .28 


BONE-CROW COMPANY 


MANUFACTURERS 
WACO, TEXAS 
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TRAFFIC FLAGS 


Wire loop in top for attaching to load and 
keeping flag unfurled. SHIPPED PREPAID. 


No. 121 — Good Quality Red Cloth. — 
100 250 500 1000 2500 5000 
12”%x 12” .17 .15 .14 .13% .13 .12% Ea. 
16° 16" 26 26:23 2: @. 
Prices inc!ude imprint one side in aluminum 


FOXWORTH 
GALBRAITH 


LUMBER CO 


No. 124 — Red Duck—Stenci'ed one side in white— 
250 500 IM 2%2M 5M 
.20 19 swe? Siz .16 Ea. 
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Letters Both Side 
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No. 126 — Plastic Film—Stenciled one side in Silver. 
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ESA No. 116-0 


’ CEMENT OR LEG APRON 


29” wide, 34” long. Metal fasteners on leg 
bands. Large pockets as illustrated. No charge 
for imprinting if ordered in lots of 50 or more 
or with No. 111-0 nail aprons and the same 
copy used. Otherwise, add $2.50 for imprint- 
ing any quantity. For longer length add 2c per 
—- inch on white, 3c per inch on waterproof. 
9.93 oz. White duck $1.10 Ea. 
12.41 oz. Khaki waterproof 


No. 118-0 


YARD APRON 


29" Wide, 36” long. Large pockets as illus- 
trated. No charge for imprinting if ordered in 
lots of 50 or more or with No. 111-0 nail 
aprons, and same copy used. Otherwise, add 
$2.50 for imprinting any quantity. For longer 
length add 2c per inch on white, 3¢ per inch 
on waterproof 

9.93 oz. White duck 

12.41 oz. Khoki waterproof 


? _/STONES. { 
i LUMBER CO. ~~ 
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of 10))) woods 


from the WESTERN 
PINE 
REGION 


A distinctive straight-grained wood with a 

strength, toughness of fiber and rigidity 
which make it ideal for structural and framing 
members of farm, home and industrial buildings. 
Excellent workability, fine texture and ability to 
take and hold all types of paints and stains 
recommend it for interior woodwork too. 


This is but one of ten fine softwoods from member 
mills of the Western Pine Association. All are 
manufactured, seasoned and graded to exacting 
Association standards. Lumber dealers, builders, 
architects and wood users have found them 
dependable and best for many construction uses. 


THESE ARE THE WESTERN PINES 


IDAHO WHITE PINE 
PONDEROSA PINE * SUGAR PINE 


THESE ARE THE ASSOCIATED WOODS 


LARCH * DOUGLAS FIR 

WHITE FIR * ENGELMANN SPRUCE 
INCENSE CEDAR * RED CEDAR 
LODGEPOLE PINE 


Write for free illustrated 
book about Larch. 
Address: 

Western Pine Association, 
Yeon Building, 

Portland 4, Oregon. 





to 82 per cent. Many corporations that show a net 
income after taxes would show little, if any, net 
income if the full dollar replacement costs of de- 
preciation of plant and equipment were charged as 
an expense. In addition, this unrealistic and inflated 
net income of corporations after taxes becomes subject 
to a graduated income tax when distributed to in- 
dividual share-owners. 

The net result is that share-owners in many corpo- 
rations receive little, if any, economic net gain from 
their investments in common stocks. The incentive 
to corporate share ownership is becoming weaker 
and, in time, the corporate form of enterprise will 
begin to disintegrate unless there are changes in our 
tax laws. The corporate form of business is the 
foundation of the private enterprise system. 


4. Social-Economic Programs — Within the past 
two decades, this country has embarked on many 
programs with social-economic objectives, the full 
impact of which can not be measured as yet. Some 
of these programs are socially desirable and represent 
human progress. Others fit into the pattern of state 
socialism. 

Subsidies and payments by government under some 
of the programs have no sound economic basis and 
represent a financial drain on the taxpayer without 
a compensatory public benefit. As illustration: a 
large part of the billions of dollars of tax money that 
has been spent in the name of improved waterways 
and the development of electric energy, represents 
a perversion of sound economic theory for the benefit 
of favored groups and to the hurt of others. 

The increasing heavy drain on the Federal treasury 
from social-economic outlays at a time when 
budgetary needs strain the financial capacity of 
government requires a re-examination and re-evalua- 
tion of them in terms of costs to the taxpayer as 
compared with resulting public benefits. Political 
courage of a high order will be required to reduce or 
discontinue many of these programs. Some of them 
are political dynamite. 


5. Industrial Warfare — As we strive to find 
answers in our quest for world peace, we should also 
attempt to discover a substitute for labor-manage- 
ment wars that imperil the national welfare. A strike 
or lockout is a form of economic war. Use of force 
to resolve economic issues seldom yields a fair and 
just result. As labor-management relations in this 
country reach maturity, there will come a measure 
of our capacity and intelligence to find in reason and 
justice a substitute for economic warfare. 

The giants on both sides in such contests have at 
their mercy the welfare of the American people and 
sooner or later will come a test in which the rights 
of all of the people must be recognized as supreme 
over the rights and power of any economic group. 
Economic warfare can destroy the foundations of the 
private enterprise system and democratic govern- 
ment. Ways of peace must be found to replace the 
losses and hardships of industrial warfare. 

I would say, in conclusion, that the hour for tempo- 
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rary expediency in our national life has passed. We 
should now look beyond the horizon. Our peril is 
great and danger may be nearer and greater than 
we think. We must develop our full strength—mili- 
tary and economic and also moral and spiritual. We 
should gird ourselves not only with military might 
but with the courage to act on the basis of moral 
convictions that spring from spiritual resources. We 
should promptly eliminate any serious weaknesses 
in our national life, actual or potential. 

Our new President brought a timely challenge to 
American leadership when he said shortly before 
Christmas 1952: “It is my conviction that the great 
struggle of our times is one of spirit. It is a struggle 
for the hearts and souls of men... it is a contest 
for the beliefs, the convictions, the very innermost 
soul of the human being.” 


“LET’S BRING GOVERNMENT BACK HOME!” 
That’s the title of the provocative article that 
will continue this series in your next Southern 
Building Supplies. In it, Texas Governor Allan 
Shivers declares that ““‘we must fight to halt the 
flow of governmental power to the national 
capitol.” Read Governor Shivers’ timely views 
in this magazine next month! 





Notable Quotes 


“More benefit for America is to be found in an 
ounce of real leadership than in a ton of law.” — 
PRESIDENT DWIGHT D. EISENHOWER 





“Thirty years ago, when I went into business, a 
man could spend 95 per cent of his time on his busi- 
ness. Now he has to spend half his time figuring out 
what he can or what he can not do.’”’ — COMMERCE 
SECRETARY SINCLAIR WEEKS 


“Taxes will equal all wages, salaries, rents, interest, 
and dividends received by the American people from 
January 1 through April 22, 1953.’"’ — CHAMBER OF 
COMMERCE OF THE UNITED STATES 


“It requires work and understanding and faith in 
the future to keep our political institutions free and 
unfettered. We must compete; we must produce. We 
must increase the benefits which accrue from our 
system. Free men can operate free enterprise with 
free minds and extend our system — a working sym- 
bol for those people elsewhere who have traded their 
freedom for security.” — J. P. WEYERHAEUSER JR. 





HOPE’S 


NEW 
CON EIEN UM LON 
INSIDE-OUTSIDE 

METAL TRIM 


HOPE'S STEEL RESIDENCE 
CASEMENT WINDOWS 


Hope's new Inside-Outside trim combination saves 
you money, time and effort installing Hope's Steel 
Windows. Rough openings easily prepared; no sheath- 
ing to cut back or notch; you install trim without need 
for any finished carpentry whatever, either inside or out. 

This solid steel trim construction makes window 
frames that never warp, shrink or swell and are fire, 
insect and vermin proof, adding extra value to the 
home... with lower costs to the builder. 

Hopes new Metal Trim combinations assemble 
completely in a few minutes either at the warehouse 
or on the job. They accommodate all standard sizes 
of Hope's Steel Windows. For complete information 
write De Brochure No. 132. 


|= (0) <3 SANS Bad DIOD\ Ao Feren 


Jamestown, N. Y. 


THE FINEST BUILDINGS IN THE WORLD ARE 
FITTED WITH HOPE'S WINDOWS 
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Distinctive Amerwood pre- 
finished paneling will help 
you capture the untapped 
remodel . . . rebuild .. . 
redecorate market in 53. 
It’s easy to sell because it’s 
easy for your customer — the 
home craftsman — to install 
Amerwood with a minimum 
of trimming and fitting. 

In five distinct “customer- 
accepted” decorator colors: 
umber (natural), gray, green, 
white and red. Ideal for deco- 
rating the interior of any 
home. 

Made of top-grade 4” Yel- 
low Pine, eased (shiplap) 
joint, in 6” and 8” widths, 
available in 4, 6, 8, 10, 12, 14 
and 16-ft. lengths. Packaged 
for your protection . . . for 
customer satisfaction. 
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INTERESTED IN '53 SALES AND PROFITS? 
ORDER “CUSTOMER-ACCEPTED AMERWOOD 
PRE-FINISHED PANELING FOR CASH RESULTS! 


Clip this handy memo to your 
letterhead and mail today! 


AMERWOOD P. o. Box 391, Ft. Worth, Tex. 


Please send me free samples, dealer’s price 
list, and customer literature. 


Your Name___ 


NEWS about MANUFACTURERS 


CLINTON, IOWA: Curtis Com- 
panies, Inc., makers of Silentite 
windows and Curtis woodwork, have 
announced an enlarged schedule of 
advertising for 1953. Trade magazine 
promotion opened in January and 
consumer magazine ads in February. 


KANSAS CITY, MO.: The Seidlitz 
Paint and Varnish Co. recently held 
its 43rd sales meeting, attended by 
125 salesmen. The theme was going 
after the “do it yourself” market, 
with promotion of SatinTex, Satin- 
Tone, and OilTone paints easily ap- 
plied by home-owners themselves. 


MONTREAL, QUEBEC: The Bar- 
rett Co., Ltd., has acquired all capital 
stock of Louiseville Pulp and Wall- 
board Manufacturing, Ltd., of Mon- 
treal and Louiseville. The plant pro- 
duces insulation board for roofing 
and general building purposes. The 
Barrett firm is a subsidiary of Allied 
Chemical and Dye Corp. 


FORT WORTH, TEX.: Royal Tile 
Manufacturing Co. has contracted 
with the Texeramics Co. in Mineral 
Wells to produce high-quality flint 
quarry tile. It will be sold under the 
brand name “Red Chief.” 


NEW ALBANY, IND.:: R. K. Stem, 
of Chester B. Stem, Inc., local wal- 
nut lumber and veneer manufac- 
turers, is the new president of the 
American Walnut Manufacturers As- 
sociation, Inc. This group is promot- 
ing an “Enchanted Walnut” cam- 
paign among manufacturers of furni- 
ture and architects. 


DALLAS, TEX.: The Atlas Roofing 
Co. has moved to new quarters. This 
is the second time increased business 
has forced the 10-year-old firm to 
seek more space. 


ATLANTA, GA.: The Alsynite Co. 
of America, makers of translucent 
panels, have a new Southeastern 
district manager. He is Elwood E. 
Zerbe, who succeeds George V. W. 
Burton. 


PHOENIX, ARIZ.: P. C. Gaffney 
is new vice-president of Southwest 
Lumber Mills. He had been manager 
of labor information service for the 
Southern Pine Association for the 
last seven years. 

NEW BRITAIN, CONN.: Sales 
representatives for Stanley Works in 
all territories in the United States 
and Canada gathered here January 
5-7 for the first general sales con- 
ference in five years. They were 
shown new Stanley hardware lines 
and promotional material. 


RALEIGH, N. C.: Montague Wilk- 
inson has been named salesman for 


all Insulite building products in 
eastern North and South Carolina, 
with headquarters here. Vernon C. 
Ward, Jr., is new salesman for these 
products in western North Carolina 
and northwestern South Carolina. 


HOUSTON, TEX.: Matson J. 
Sterken and Herbert J. Hillberg, 
both members of the industrial prod- 
ucts division sales organization, re- 
cently were admitted to Johns-Man- 
ville’s Quarter-Century Club. Each 
received a gold watch and pin. 


SHREVEPORT, LA.: J. L. Avery, 
sales manager, and F. H. Wilson, 
production manager, retired in Janu- 
ary. Succeeding Avery in the forest 
products division is H. W. Maddox. 
Wilson’s successor is W. H. Brown. 


MIAMI, FLA.: Over 500 civic of- 
ficials, engineers, architects, and con- 
tractors attended the opening of 
Universal Concrete Pipe Company’s 
new plant here January 10. This 
“world’s largest manufacturer of 
concrete sewer and culvert pipe” has 
home offices in Ohio and other 
Florida plants at Ocala and Tampa. 


Certain-teed Promotions 


Malcolm Meyer, general sales man- 
ager of the Certain-teed Products 
Corp., Ardmore, Pa., recently an- 
nounced four sales personnel 
changes. 

L. B. Hartnett was advanced to 
manager for gypsum product sales 
to dealers. 

S. C. Marshall was transferred 
from sales manager in St. Louis to 
Hartnett’s former position as sales 
manager at Cleveland, Ohio. 

R. E. Schilling rose from sales rep- 
resentative in St. Louis to the posi- 
tion of district sales manager. 

J. E. Barnes, Jr., was named as- 
sistant sales manager for the Phil- 
adelphia district. He formerly was 
a salesman in the Baltimore area. 


Republic Names Salesmen 


Republic Steel Corp. has appointed 
six district sales representatives for 
its new line of kitchen cabinets and 
sinks. They recently completed in- 
tensive training at the Canton, Ohio, 
plant. 

In the South and Southwest, Frank 
A. Riley, Jr., will serve Texas, Okla- 
homa, Arkansas, and parts of Ten- 
nessee, Kansas, and Louisiana from 
his office in Dallas. 

Bayard A. Yerkes’ territory in- 
cludes Maryland, Virginia, Pennsy]- 
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, DELAWARE 


L-O-F AGAIN GETS NOD 


IN“BLINDFOLD TEST’ 


CHARLES J. NOONAN, 
OF NOONAN BROS. HARDWARE, 
says: “With Brand ‘D’ 
I got a smoother, sharper cut 
without any effort at all.” 


Try it yourself! 


Practically every man who’s taken this test has 
picked L-O-F, no matter whether he cut it first, 
last, or in between the other brands. Try it and 
you'll see why you have fewer bad cuts, less 
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waste and more profit, with L:O-F. ! 
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Mr. Noonan cut four unidentified brands of single- 

Call your nearest L‘O-F Distributor. These 
local businessmen are listed under ‘‘Glass”’ in the 
yellow pages of phone books in many principal 
cities throughout the country. And send for your 
free booklet—‘For Greater Profits on Window 
Glass” 

Write Libbey‘Owens‘Ford Glass Company, 
7033 Nicholas Building, Toledo 3, Ohio. 


strength window glass and instantly named Brand **D” 
easiest to cut. Brand ‘‘D”’ was L:O-F. 

It’s easier to cut L‘O-F window glass into big pieces, 
little pieces; angled and curved pieces. You can even cut 
off thin strips close to the edge with a light stroke. 

L:O:F window glass cuts easier because it is annealed 


more slowly, more patiently. That makes it less brittle. So 
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it’s a safer buy for your customers, too. 
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Continuous 
demand 
for 
bfanley 
eontinuous 
hinges 


for tables, desks, 





| chests, 
boat lockers, 





: sewing cabinets 


Get this FREE DISPLAY 
with purchase of 
311'%4 Hinge Assortment 
- customers see 
hinge operation and 
actual finishes. It’s a 
big sales advantage. 
Ask your wholesaler, 


The Stanley Works, 
New Britain, Conn. 











STANLEY] 





Reg. U.S. Pat. Oft. 


HARDWARE © TOOLS ® ELECTRIC TOOLS 


108 


STEEL STRAPPING ® STEEL 





vania, New Jersey, and the District, 
with headquarters in Philadelphia. 
Part of Dayton Young’s territory 
includes Missouri and northern Kan- 
sas, served by the Chicago office. 


Pee-Gee and Devoe in 
New Atlanta Warehouses 


Complete with new model retail 
store, the Atlanta branch of the 
Peaslee Gaulbert Paint and Varnish 
Co. is now headquarted at 1126 
Peachtree Street, N. E. This move 
took place 40 years after Alex B. 
Brown, the manager, left his native 
Aberdeen, Scotland, to come to 
Georgia with his mother and cousin. 

From this warehouse, Pee-Gee 
dealers in Georgia, north Alabama, 
eastern Tennessee, and western 
North Carolina will be served. 
Arthur J. (Bud) Schulte is the retail 
store manager. Similar model store- 
warehouse combinations in the dis- 
trict are located in Tampa, Fla., and 
Columbia, S. C., to serve those states. 

Brown sold Pee-Gee paints for the 
Campbell Coal Co. in Atlanta for 
eight years before he became sales- 
man for the manufacturer in 1928. 

The Pee-Gee and Devoe & Ray- 
nolds branch offices in Atlanta 
formerly were located together at 
362 Fair Street, S. W. The Devoe 
branch is now located in new quar- 
ters at 229 Techwood Drive, N. W., 
with a model retail store attached. 
M. E. McGregor is branch manager. 
Jules Soulie, the Southeastern dis- 
trict manager, also makes this head- 
quarters. 


Nat’l Gypsum Promotions 


The National Gypsum Co. recently 
announced several promotions among 
its sales personnel. 

C. Gustavus, former district man- 
ager in Dallas, was chosen to fill a 
new position — director of trade re- 
lations in six Western districts. 

Advanced to district sales man- 
agers were J. L. Phillips, Dallas, 
Tex.; A. T. Johnson, Detroit, Mich., 
and J. E. Peeples, Jacksonville, Fla. 

New assistant district sales man- 
agers are N. R. Shotwell in Jackson- 
ville; M. H. Baker Jr., in Pittsburgh; 
E. F. Grosse in Cleveland; J. R. 
Ritchey in Kansas City, and J. C. 
Wall in Cincinnati. 


Dietterich Leaves SPMA 


C. W. (Bill) Dietterich, who has 
managed the Southern Plywood 
Manufacturers Association for the 
last five years, has resigned to be- 
come sales manager for the Darling- 
ton Veneer Co. He has moved from 


Atlanta, Ga., to Darlington, S. C., to 
fill this position. 

SPMA directors appointed John L. 
Butler as acting association manager. 
He is chief of the SPMA inspection 
and testing department. 


More Plexolite in 1953 


To meet an unprecedented demand 
for its Fiberglas-plastic decorative 
and structural panels, the Plexolite 
Corp. plans to build a new factory 
on a site recently purchased in El 
Segundo, Calif. 

The plant will cost $250,000 and 
will include facilities to make Fiber- 
glas mat as well as panels. 

The present Plexolite offices in Los 
Angeles will be used for warehous- 
ing and offices for sales and technical 
services. 


New Alumi-Nail Plant 


More “Alumi-Nails” soon will be 
available following the recent open- 
ing of a new American Nail and 
Metal Products Co. plant in Milwau- 
kee, Wis. 

The line 
nails, cedar 


wood siding 
nails, roofing 


includes 
shingle 








AVAILABLE 
AT ALL 
TIMES 


KILN DRIED 
HARD- 
woOoD 


Lumber 


Any quantity up to carload lots for 
immediate delivery or pick-up. Woal- 
nut, Cherry, Red and White Ook, 
Mahogany, Northern Birch, White Ash, 
Hard Maple, Butternut, Poplor, Bass- 
wood, Prima Vera, Idaho White Pine 


CHESTER B. STEM, INC. 


657 Grant Line Road 
New Albany, Ind. 
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nails with neoprene washers, plus 
several other types of siding and 
insulating nails. 

They are cleaned by an etching 
process that microscopically rough- 
ens the nail surface to increase its 
holding power and make it non- 
toxic. 

These aluminum nails weigh about 
one-third the weight of ordinary 
nails. 


Carolina Plant Grows 


The Carolina Asbestos Co. has 
completed a $200,000 addition to its 
plant in Davidson, N. C., for manu- 
facturing colored asbestos siding 
shingles. 

According to President C. H. 
Carlough, this is the first plant in 
this section to make permanently 
colored shingles of this type. The 
plant’s operations have expanded 
about 300 per cent since 1950. 


French Architect 
Designs New Tile 


A Frenchman, Jacques Couelle, 
has turned to nature in quest of 
architectural ideas. Impressed by 
the strength of a wheat stalk in 
holding up a heavy head of grain 
and by its ability to breathe from 
both the earth and surrounding air, 
Couelle started his examination 
under a microscope. 

He also wanted to know how air 
moves—without benefit of blower 
fans—inside a plant stem. 

Under the microscope, Couelle 
studied the series of cells that pro- 
duces a succession of narrow air pas- 
sages at regular intervals. Then, to 
his surprise, he discovered that these 
“bottlenecks” actually cause a move- 
ment of air upward. It acted like a 
syphon to draw even-temperatured 
air from the earth upward into the 
plant. 

Copying nature, the French archi- 
tect designed bottle-shaped clay tiles, 
open at both ends. Testing them for 
strength, he found that a clay tile 
the size and shape of a quart bottle 
could support 22 tons while standing 
on end. 

He also found that by assembling 
these tiles on the bottleneck into an 
open-bottom pattern, he could erect 
an arc-shaped building of remark- 
able sturdiness without any steel or 
other strengthening material. And 
by sinking his “bottles” in the earth, 
his buildings are insulated by a 
stream of air moving through the 
walls. 

The Couelle tile method of con- 
struction may not be popular for a 
long time, but at present it is offer- 
ing an economical and fast way to 
erect military barracks. 





FOR DEALER PROFIT FEATURES 


Quick turn-over through popular demand by architects, 
builders and consumers. Low inventory with just three sizes 
serving 75% of all requirements. Prompt delivery from a 
complete line of stock sizes and styles to fit every need. Low 
cost handling because each window is factory assembled 
for easy storage and one-delivery to the job. 


FUSE Noa 


Gate City vem : 


woop AWNING WINDOWS. 


Send Coupon For Dealer Information 
GATE CITY SASH & DOOR CO. SBS-3 
P.O. Box 901, Fort Lauderdale, Florida 
Gentlemen: Please send complete information regarding 
dealership in Gate City Wood Awning Windows. 


Tell me all about 
your sample floor 
display model 
that sells windows Name _ 
through easy 

demonstration. Address pice 








City SE eee ee ee ee 
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PALM OF 
YOUR & 





When wet weather comes and dark clouds 
threaten, you have customers in the palm of 
your hand, IF you sell the STA-DRI line. 


STA-DRI Mineral Paint stops water and deco- 
rates masonry in a variety of colors and white. 
Applied above or below grade, inside or outside, 
it’s THE dependable product in the masonry 
waterproofing-decorating field. STA-DRI Paint is 
capable of holding a wall of water nine feet high 
without leakage, even if applied inside a base- 
ment. It works the first time. That means there 
won't be the kick-backs, complaints and adjust- 
ments that plague dealers who sell low quality, 
ordinary cement paints. Architects, contractors, 
builders and homeowners everywhere know STA- 
DRI paint is long-lasting, but easy to apply. Just 
mix with water and brush or spray it on. 


Another STA-DRI volume-getter is STA-DRI 
Silicone CLEAR-COAT, the invisible water re- 
pellent that bounces rain off and stops efflores- 
cence, but does not change the color or texture 
of masonry. 

For stopping running leaks, there is none bet- 
ter than Instant WATER-STOP, Sta-Dri’s su- 
perior hydraulic cement. 

All these products come in convenient package 
sizes and are backed by national advertising, 
free sales aids, literature and a time-tested 
reputation for supreme performance. Profit by 
it. Stock STA-DRI. 


AMERICAN STA-DRI COMPANY 
Brentwood, Maryland 
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Strictly 


WHOLESALE 


STATESVILLE, N. C.: The South- 
ern Screw Co., P. O. Box 68, States- 
ville, offers without charge to whole- 
salers and manufacturers a new 
wood screw gauge. It measures the 
screw when one wishes to determine 
exact length and diameter. Send 
request on company letterhead. 


WACO, TEX.: William Cameron 
and Co. has opened a 170-seat-ca- 
pacity cafeteria on plant grounds for 
its employees. About 1,000 employ- 
ees are eligible to use its facilities. 


SHREVEPORT, LA.: R. J. Brock 
and A. G. Hammett, Jr., have dis- 
solved their partnership in the 
Brock-Hammett Lumber Co., which 
had been in operation here since 
1946. Brock has set up a new firm 
under the name of the Brock Lum- 
ber Sales Co., which will wholesale 
pine lumber, hardwood flooring, and 
West Coast lumber products. He has 
been a lumber wholesaler for 21 
years, the first 14 with the T. C. 
Clanton Co. in Shreveport. Hammett 
has opened a retail business here. 


KANSAS CITY, KAN.: The Bruce 
Lumber Co. was damaged in an 
$800,000 January fire. It destroyed 
the building occupied by Bruce and 
several other industrial firms. 


JACKSONVILLE, FLA.: A new 
wholesale lumber firm has opened 
here — the Export-Import Corp. 
C. C. Long, a retired Ocala banker, 
is president. He announced the firm 
would deal in Southern pine, hard- 
woods, cypress, and plywoods. 


KNOXVILLE, TENN.: The Moore- 
Handley Hardware Co., Inc., with 
headquarters in Birmingham, Ala., 
has opened an office here. E. B. Cope- 
land was transferred here from 
Chattanooga as manager. 


ATLANTA, GA.: F. E. Wait, Jr., 
formerly Augusta branch manager 
of the Stein Steel and Supply Co., 
has been promoted to the Atlanta 
sales managership. This firm distrib- 
utes plumbing supplies and _ steel 
building products. 


Wholesale Lumbermen 
Stress Merits of Wood 


“The Merits of Wood” will be the 
theme of the National Association of 
Commission Lumber Salesmen an- 
nual meeting on March 27 in Chi- 
cago. 

The lead-off speaker will be J. R. 
Bemis, first vice-president of the 
National Lumber Manufacturers As- 
sociation and president of the South- 


ern Pine Association. He heads the 
Ozan Lumber Co. in Prescott, Ark. 

Other speakers will be Harry D. 
Gaines, president of the National 
Hardwood Lumber Association and 
head of the Gaines Hardwood Lum- 
ber Co. in St. Louis, Mo., and E. J. 
Lauesen, vice-president of Fuller and 
Smith and Ross, Inc., advertising 
agency. 


NBMDA Board Creates 
Regional Affiliates 


Fourteen of the 15 new directors 
of the National Building Material 
Distributors Association held their 
first meeting at the La Salle Hotel 
in Chicago on January 19. 

The major action taken was the 
establishment of 15 regional or state 
districts through which distributors 
can meet periodically to tackle local 
problems. Several of these districts 
have already been activated. 

W. N. Fry, Fischer Lime and Ce- 
ment Co. in Memphis, Tenn., was 
named to the program committee for 
1953. 

S. M. Van Kirk, general manager 
of NBMDA, announced that a spring 
meeting would be held in Buffalo, 
N. Y., May 21-22, and a fall meeting 
in Chicago, November 12-13. 











A You Sell More. 


hen 


al when you sell 
_EZ"WAY 


FOLDING STAIRWAYS 





























Get your share of the remodeling market! 
Builders and home owners alike find EZ-WAY 
Folding Stairways the practical way to con- 
vert waste space into attractive dens, play- 
rooms, bedrooms and storerooms . . . the 
=, answer to more room for livin 

Z-WAY Folding Stairways come completely 
assembled, jamb included, panel attached fer 
easy installation. 


WRITE FOR NAME OF NEAREST DISTRIBUTOR! 


EZ-WAY SALES, Inc. 


SOX 100, OEPT. K ST. PAUL PARK, MINMESOTA 
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New FPL Publications 
on Wood Fungus, Decay 


Eight new or revised publications 
were published recently by the U. S. 
Forest Products Laboratory, Madi- 
son, Wis. Four of them deal with 
fungus and decay problems in wood. 

“Preservative Treatment of Fence 
Posts and Farm Timbers,” a 33-page 
illustrated bulletin, tells how farm- 
ers can treat their own posts or tim- 
bers against decay and termites. It 
is listed as Farmers’ Bulletin No. 
2049 of the U. S. Department of 
Agriculture. Several methods of 
treatment and a number of common 
preservations are discussed. Posts 
can be made to last, on an average, 
from 10 to 30 years. 

Blue stain is caused by fungi that 
grow in sapwood and use parts of it 
for their food, according to revised 
Technical Note No. 225, “Cause and 
Prevention of Blue Stain in Wood.” 
This note describes seven solutions 
for the chemical treatment of logs 
against blue stain. 

Revised Technical Note No. 221, 
“Weathering and Decay,” describes 
these deteriorating influences and 
distinguishes clearly between them. 

The fourth publication dealing 
with decay is a “List of Publications 
Relating to Fungus Defects in Forest 
Products and to Decay in Trees,” 
Report No. R508. 

Report No. R1639 deals with 
“Mechanical Properties of Laminat- 
ed Modified Wood.” It summarizes 
the results of approximately 3,700 
tests made to evaluate some of the 
basic mechanical properties of some 
parallel-laminated and _ cross-lami- 
nated modified woods. Test material 
consisted of 17-ply panels of 1/16- 
inch rotary-cut veneer in the form 
of normal laminated wood, impreg, 
semi-compreg, compreg, and _ stay- 
pak. 

Revised Technical Note No. 235, 
“Chemical Analyses of Wood,” pre- 
sents tables showing proximate and 
ultimate analyses of some American 
woods. 

Rough estimates of timber weights 
can be made with the help of re- 
vised Technical Note No. 218, 
“Weights of Various Woods Grown 
in the United States.” Part 1 of the 
note deals with sawed timbers. Part 
2 discusses round timbers. 

Timber formerly considered inac- 
cessible for present-day tractor-log- 
ging methods is being logged in 
British Columbia by the Wyssen 
cable system. An Equipment Survey 
Note, ‘“Wyssen Cable Operation in 
British Columbia,” describes the 
first installation in the rough, moun- 
tainous region, and includes a cost 
analysis of the operation. 

These publications may be ob- 
tained free upon request from the 
Director, Forest Products Laboratory, 
Madison 5, Wis., as long as the pre- 
sent supply lasts. 





JOBBERS TOLD US- 
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Don’t change it! 
Sou have the ELT nd) SHVLHNT 02th 
on the Market {” 


atuminum TENSION screens 


Growing demand for 
Keystone Aluminum 
Tension Screens has re- 
sulted in thousands of installa- 
tions throughout the nation—and 
our jobbers tell us this means thou- 
sands of satisfied users! 

Recently—in trying to make our Tension Screens 
even better—we demonstrated some new experi- 
mental models to jobbers and their salesmen in a 
number of cities. These men who know what 
dealers want told us—‘Don’t change the design of 
Keystone Tension Screens! You are now using the 

best and safest catch on the market!” 
Cash in now! Display and feature these popular 
- screens—the smart, new way to Cut screening costs 
Farented rersion catch reduce maintenance and ps reat aakaanes 
at sill holds Keystone Screen secu- and apartments! Ideal for all double-hung windows. 
Easily installed—no heavy frames to cut or fit. No 
h painting—no rust. Easily replaced screening. Low 
just for proper permanent setting. = Cost, low upkeep, neat appearance. Investigate! 


rely in place. Just turn knob to ad- 
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screen to uneven or Off-level sill. 
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ASPIREX_ 
SASH BALANCES 
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Manufacturers of 
precise clock spring 
bolances since 1888. 
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Adjustable 
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~Quiet 
Special SPIREX 
coating insulates 
against noise 
and protects bal- 
ance from rust. 
SPIREX gives 
you quiet opera- 
tion with years 
and years of 
trouble-free serv- 
ice! 


Smooth 


Patented spring 
construction with 
separated coils 
eliminates rasp 
and friction... 
makes windows 
slide smooth-as- 
you-please for the 
life of the building. 


Tension can be ad- 
justed after bal- 
ance is installed 
for perfect lifting 
power according to 
sash weight. Re- 
quires only 4-5 
turns for average 


New telescope 
carton has com- 
plete unit and 
accessories for 


MATERIALS RESEARCH 
(From page 40) 


a registered architect to sell for 
less than $20,000 including the 
land, to submit their plans and 
specifications for review. Where 
the plans and specifications are 
found to represent superior quali- 
ties of appearance, performance, 
and liveability in relation to the 
price, the foundation issues a 
certificate of approval to the proj- 
ect which helps the public recog- 
nize these factors. 

For small homes built on con- 
crete slabs poured on the ground, 
SWRI has developed new designs 
by using scale models in the 
laboratory. Another development 
is an adjustable house having 
movable closets and retractable 
walls which permit 72 variations 
on one floor plan. A contractor has 
built five such homes in San 
Antonio. 

Atlanta — A new composition 
for trowel application over rough 
concrete floors and other surfaces 
where a_ wear-resistant, perma- 
nently attractive, moderate-cost 
covering is desired has been de- 
veloped by the Georgia Tech Re- 
search Institute. 

Applied over concrete, it pro- 
vides a long-wearing surface which 
is resistant to water, impact, and 
abrasion. Its flexibility and _ its 
ability to bond to metal, glass, 
plaster, gypsum board, wood, and 
all types of masonry, permit ap- 
plications to be made over large 
areas of various substrates without 
use of anchoring clips or expansion 
joints. These properties suggest a 
number of uses, only a few of 
which have yet been explored. 
The original goal of the research 
leading to development of this 
composition was to discover a ma- 
terial which could be trowel-ap- 
plied over unfinished concrete sur- 
faces to produce an integral, good 
quality flooring. Such a material 
was desired by the project sponsor, 
a professional engineer of Atlanta, 
for use with a new system of con- 
crete construction which he had 
devised. 

However, the characteristics of 





the job. 


Marion T. Davis & Company 


281 North 


Ave., 


N.E., 


Atlanta, Ga. 


Day: Emerson 6474; Night: Exchange 2278 


J. Scobey North 


Nat'l City Bank Bldg., 


Dallas 1, 


Texas 


Phones: Propect 7251, Lakeside 07061 


CALDWELL MANUFACTURING CO. 
63 Commercial St., Rochester 14,N. Y. 


the composition, as developed, sug- 
gest quite widespread applications 
in the building field, by no means 
limited to interiors. It appears to 
offer promise both as a moderately 
resilient surfacing material and as 
a patching composition for all 
types of concrete surfaces. Besides 





interior floors, its potential uses 


NOW RETAILING 


Dwight L. Davis, above, now is 
executive vice-president of the H. 
and S. Lumber Co., progressive and 
growing retail firm in Charlotte, 
N. C. Before buying an interest in 
this retail company recently, Davis 
served as personnel and public rela- 
tions director for the Curtis Com- 
panies, Inc., Iowa millwork manu- 
facturers. 


include walls and stairways, ex- 

terior platform, walks, concrete 

aprons, buildings, bridges, and 
other structures requiring protec- 
tion or patching. 

Blacksburg, Va. — The Virginia 
Polytechnic Institute’s Wood Re- 
search Laboratory, headed by Dr. 
E. George Stern, has established a 
national reputation for research 
into methods of wood construction. 
The VPI group has _ published 
numerous bulletins on _ trussed 
rafters and on special nails for 
fastening flooring, underlay floor- 
ing, asbestos siding, gypsum wall- 
board, sheathing, framing, and lath. 

Bulletins are now being pre- 
pared to cover the effectiveness of 
siding nails, and the use of L- 
shaped staples. 

In addition, the VPI laboratory 
is now conducting research on the 
holding power of special nails in 
plywood, the effectiveness of Auto- 
Nailer assembled joints, and the 
effectiveness of special washers for 
fastening corrugated roofing. Re- 
ports on the new developments 

will be issued as rapidly as pos- 
sible. 

Of course, these 


and_ similar 
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ASSOCIATION DIRECTORY 


Associations serving Building Supply Dealers in 
Southern and Southwestern states—and served 
by SOUTHERN BUILDING SUPPLIES 


Alabama Building Material Exchange — 519 Stallings 
Building, Birmingham 3, Ala. Executive Secretary: Mrs 
Mary K. Harless. Tel. 7-3195. President: W. Thornton 
Estes, Birmingham, Ala. 


Arkansas Association of Lumber Dealers — 727 Pyramid 
Building, Little Rock, Ark. Secretary: E. DeMatt Hender 
son. Tel. 8283. President: T. Arthur Holt, Marked Tree, 
Ark. 


Carolina Lumber and Building Supply Association — | | 4 
Builders Building, Charlotte, N. C. Secretary-Manager: 
E. M. Garner. Tel. 2-4921. President: W. F. Scarborough, 
Lumberton, N. C. 


Florida Lumber and Millwork Association — 2218 Edge- 
water Drive, Orlando, Fla. Secretary-Treas.: Mrs. Marie 
M. Bennett. Tel. 2-3761. President: Francis J. Igou, 
Orlando, Fla. 


Kentucky Retail Lumber Dealers Association — Knott 
Building, Lebanon, Ky. Exec. Vice-President: Donald A 
Campbell. Tel. 74. President: R. E. McConnell, Paris, Ky. 


Louisiana Building Material Dealers Association — 528 
Florida Street, Baton Rouge, La. Exec. Vice-President: 
R. Needham Ball. Tel. 2-4080. President: J. Morton 
Myatt, Baton Rouge, La. 


Building Material Merchants of Georgia— 1050 Ponce de 
Leon Avenue, N. E., Atlanta, Ga. Counselor: Joseph G 
Rowell. Tel. Elgin 5329. President: F. E. Adams, Milledge- 
ville, Ga. 


Lumbermen’s Association of Texas — Second National 
Bank Building, Houston 2, Tex. Executive Vice-President: 
Gene Ebersole. Tel. PReston 9157. President: Warren F 
Keys, Marshall, Tex. 


Middle Atlantic Lumbermen’s Association— 1528 Walnut 
Street, Room 1123, Philadelphia 2, Pa. Executive Direc- 
tor: Robert A. Jones. Tel. PEnnypacker 5-5377. President: 
G. Hunter Bowers, Frederick, Md. 


Mississippi Retail Lumber Dealers Association — 650 
South State Street, Jackson 5, Miss. Secretary-Treasurer: 
E. B. Lemmons. Tel. 3-2077. President: W. P. Kelly, 
Winona, Miss. 


National Retail Lumber Dealers Association — 302 Ring 
Building, 18th and M Streets, N. W., Washington 6, D. C. 
Executive Vice-President: H. R. Northup. Tel. NAtional 
6757. President: H. J. Munnerlyn, Bennettsville, S. C. 


Oklahoma Lumbermen’s Association — 815 Leonhardt 
Building, Oklahoma City, Okla. Industrial Manager: W. M 
Morgan. Tel.: 7-0338. President: Dale Carter, Tulsa, 
Okla. 


Southern Sash and Door Jobbers Association—209 Sterick 
Building, Memphis 3, Tenn. Secretary-Treasurer: C. Bar- 
ney Gallagher, Jr. Tel. 8-4588. President: W. Horace 
Woods, Houston. 


Southern Wholesale Lumber Association—McMillan Bank 
Building, Livingston, Ala. Secretary-Manager: Robert F. 
Darrah. Tel. 3051. President: John A. Thames, Birming- 
ham, Ala. 


Southwestern Lumbermen’s Association—512 R. A. Long 
Building, Kansas City 6, Mo. Secretary-Manager: Allan T. 
Flint. Tel. Victor 2265-6. President: Fred S. Stephenson, 
Chickasha, Okla 


Tennessee Building Material Association—7 | 1 Broadway, 
N. E., Knoxville 17, Tenn. Secretary-Manager: R. O. 
Brownlee. Tel. 2-0185. President: W. S. (Red) Sexton, 
Knoxville, Tenn. 


Virginia Building Material Dealers Association — 3305 
Monument Avenue, Richmond 21, Va. Secretary-Manager: 
Harris Mitchell. Tel. 6-1749. President: William N. Neff, 
Abingdon. Va. 


West Virginia Lumber and Builders Supply Dealers Associ- 
ation—P. O. Box 1589, Fairmont, W. Va. State Secretary: 
Som H. Diemer. Tel. 364. President: Robert N. Swiger, 
Clerksburg, W. Va. 





we cceeecee if you take 
advantage of this help! 


Take a page out of the book of the most successful 
corporations in America... sell hard... be highly 
competitive . . . offer your materials and services 
at no money down and 36 months to pay. Whether 
you're large or small, ABC financing will put you 
on this EASY SELLING LEVEL. With low ABC monthly 
payments, you'll close more business right on the 
spot... and for larger orders, too! And in addi- 
tion, you receive your money from ABC immedi- 
ately; your working capital will always be avail- 
able for new opportunities. Yes, you're in for a big 
year with the help of ABC low-cost financing. Call 
your nearest ABC office for details today. 


4 
& R caer" 


Your best sales tool—the ABC Time Sales Program. 


ALLIED 
BUILDING CREDITS 


INC. 


Specialists in Property Improvement 
and Modernization Sales Financing 


BRANCH OFFICES: BALTIMORE, BIRMINGHAM, BOSTON, BUFFALO 
CHARLOTTE, CHICAGO, CINCINNATI, CLEVELAND, COLUMBUS, CORPUS 
CHRISTI, DALLAS, DAVENPORT, DENVER, DES MOINES, DETROIT, 
HOUSTON, INDIANAPOLIS, KANSAS CITY, LOS ANGELES, MILWAUKEE, 
MINNEAPOLIS, NEW ORLEANS, OKLAHOMA CITY, OMAHA, PHILADEL- 
PHIA, PHOENIX, PITTSBURGH, PORTLAND, ST. LOUIS, SALT LAKE CITY, 
SAN FRANCISCO, SEATTLE, SOUTH BEND, TAMPA, TOLEDO. 


General Office: Box 3426 Terminal Annex, Los Angeles 54 
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studies are good news for the 
manufacturers and distributors of 
Southern lumber. They mean that 
lumber can better hold its own 
against steadily increasing com- 
petition from other materials. 


Miami — The University of Mi- 
ami’s Division of Research and In- 
dustry, headed by Dr. H. H. 
Sheldon, has conducted extensive 
research on the design of glass 
jalousie windows, which are find- 
ing favor throughout the South. Of 
particular interest are studies of 
the strength of these and other 
windows under storm conditions. 

In the window industry, it once 
was the custom to test windows 
under conditions equivalent to a 
static wind load of 25 miles per 
hour. Recognizing that windows 
meeting such minimum require- 
ments would be unsuitable in hur- 
ricanes with fluctuating wind loads 
as high as 100 miles per hour, ac- 
companied by heavy rain, Miami 
researchers have designed units to 
withstand these maximum loads. 

Windows that pass the Miami 


test may then use the “Hurricane 
Approved” seal issued by the 
Florida Window Manufacturers 
Association. 


Austin, Tex. — “Devices against 
the sun” are being investigated 
extensively by the Department of 
Architectural Engineering at the 
University of Texas. These include 
attachments, appendages, and ac- 
cessories for the external control 
of solar heat on buildings. Em- 
phasis of this research will be on 
external sun-shading, expansion 
and contraction, water and wind 
tightness, vibration, and thermal 
conduction and radiation. 

These are but a few of the re- 
search programs on building ma- 
terials underway in the South 
today. They serve to_ indicate, 
however, that the region will no 
longer take a back seat in the 
competitive battle to serve the 
nation’s market for building sup- 
plies and equipment. In fact, they 
may foretell a future in which the 
South may lead the nation in many 
fields of industrial activity. 





WEL-BILT FOLD-A-WAY 


© SAVES SPACE o IDEAL FOR SMALL HOMES 
© ADDS EXTRA ROOM AT SMALL COST 


Every home should have a WEL-BILT 
STAIRWAY. Wasted attic space can be 
easily converted into valuable storage 
space, extra bedroom or playroom for 


the children. 


Wel-Bilt Stairways come assembled. 
THEY ARE easy to install at little ex- 
pense and easy to operate. 
SOLD BY LEADING DISTRIBUTORS 
FROM COAST TO COAST 
Manufactured by 


\, 
of 


STRONG 


EFFICIENT 


STAIRWAY 





SAFE * THE WEL-BILT PRODUCTS COMPANY 
P. O. Box No. 95, Memphis, Tennessee 








Phone 327 


ORD 


Finish 

Ad Dimensions 

KD Pine Floorirg 

YELLOW POPLAR 

RED CEDAR CLOSET LINING 


LUMBER CO. 


SCOTTSBORO _ ALABAMA 


Member 
Mids, 1 A. 





MATERIAL MERCHANT 


(From page 41) 


blower, or central furnace. In the 
sunny South, the more modern 
building material stores are equip- 
ped with air-conditioning. 

Plenty of engineered light brings 
all the merchandise to view. Much 
of it is in point-of-purchase dis- 
plays or dispensers. Frequently, 
tools and packaged goods are 
priced. This permits the customer 
to almost wait upon himself. 

With the growth in number of 
accounts-receivable and the book- 
keeping required for government 
reports, work is cut short and made 
more foolproof by the use of bill- 
ing, adding, calculating machines: 
by sales and cash registers. 

To move materials and supplies 
faster into and out of the ware- 
house, dealers have bought fork- 
lift trucks, tractors, motorized and 
gravity conveyors, and engineered 
hand trucks. Teamed with pallets, 
these mechanical trucks let one 
man do the work that required 
several when done by hand. 

Especially in the small town or 
city, the alert dealer is rapidly ap- 
proaching full realization of such 
come-on slogans as “building ma- 
terials headquarters” and “every- 
thing to building anything.” This 
calls for trained salespeople who 
are qualified to specify and esti- 
mate the materials best suited to 
a particular building in view of 
budget and code limitations. 

Most dealers buy all of their 
lumber wholesale now — in motor- 
freight truckloads as often as in 
railroad cars. It comes graded by 
sizes. A cut-off saw and, less likely, 
a rip saw are used to produce 
special or scarce sizes from stock 
lumber. But more dealers are pre- 
cutting lumber for the great 
number of home-owners who find 
it desirable or necessary to join the 
“do it yourself” gang of repairers 
and improvers. 

Yes, a few old-timers who have 
managed to carry on in the 1900 
or perhaps 1925 way of selling 
lumber, still contend nostalgically 
that ‘the good ol’ days were best.”’ 
But the desire to stay in business 
and prosper in keen competition 
with new dealers and that of chain, 
mail order, and department stores, 
has led most of them into a full 
appreciation of the 1953 type build- 
ing material store where customers 
expect advice, credit, and assist- 
ance and spend their money where 
they get such service! 
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BIGGER PROFITS 


(From page 50) 


becue offers a chance to review 
items that have come out during 
the year, as well as build up good- 
will. 

A Louisiana dealer holds “family 
night” once a week. This gives 
husbands and wives a chance to 
look at products together and make 
decisions on purchases before they 
can “talk themselves out of it’ at 
home. 

A Mississippi dealer holds a 
weekly “movie night.” Local 
townspeople gather to see a variety 
of travel, comedy, and short sub- 
ject films, plus films on various 
products furnished by manufac- 
turers and trade associations. Sales 
resulting from customers browsing 
through merchandise during re- 
freshment time have made this a 
profitable promotion. 

Employee Training. The key to 
better service is better-trained em- 
ployees. Dealers who have sent 
personnel to 30-day training 
courses, short “refresher” courses, 
or enrolled them in correspondence 
courses, report a profitable increase 


in the sales records of these men 
and women. 

For those who can not get away 
or who join a building supply firm 
at a time when no course is being 
held, the National Retail Lumber 
Dealers Association has prepared 
a Dealer Training Manual, selling 
for $1.50. This manual makes an 
ideal guide to conducting periodic 
sales meetings. 

Part I tells the finer points of 
successful sales meetings and how 
to measure results. Part II shows 
the employee how to do a better 
job. Part III is a detail study out- 
line with questions on each subject. 


MORE SALES NOW! 


(From page 54) 


tion labor and the new homes 
bought with short capital. 

Recent market studies have in- 
dicated that 11 million families 
now have home workshops and 
that 18.5 million have home gar- 
dens. These developments suggest 
that they constitute a real market 
for $80 million in power tools; 
$100 million in lawn mowers 
and $2,750 million in lumber and 


supplies for application by home 
carpenters. 

No wonder that dealers every- 
where are stocking and displaying 
power and hand tools—and offer- 
ing free literature on installing 
materials! 

These prospects are in addition 
to the farm market. A Bureau of 
Agricultural Economics survey 
shows that in 1949 alone, farm 
families in the South spent $81 
million for new house materials, 
$79 million for major improve- 
ments, and $74 million for repair 
labor and materials. 

E. M. Garner, secretary-manager 
of the Carolina Lumber and Sup- 
ply Association, recently wrapped 
up the outlook in four short 
sentences. Bulletined he to the 
Carolina material merchants: 

“1953 will prove the most in- 
teresting and the greatest chal- 
lenge to all progressive owners, 
managers, and their personnel 
since 1940. Scare buying, shortages, 
government orders are getting 
fewer and fewer. It will be John 
Q. Public who will more and more 
be our No. 1 customer — and not 
Uncle Sam. Uncle is going to have 
his hands full balancing his 
budget.” 





Fora Farster “/wrmover tn 
ALES and PROFITS! 


os? 


on schedule. 


vy WALL-SEAL 


A transparent silicone waterproofing for exterior 
stucco, concrete, cinder blocks, etc. Lets masonry 
breathe and renders it resistant to efflorescence 
and staining. Easily applied with brush or spray. 


o FLINT-TOP 


A penetrating surface hardener for new and old 
concrete, terrazzo flooring and other concrete 
surfaces. Protects floors against oils, acids, salts, 
FOR alkalies and many other chemicals. Retards con- 
crete dust. Adds years to floor life. 


WRITE 


DETAILS 


PERROW CHEMICAL CO., Hurt, Virginia 


DOMINy 
BUILDING 
SPECIALTIES 


vy TRI-DENSE 


A hardener for use in concrete, mortar and stucco. 
Reduces cold weather hazards, permits faster 
placing, more rapid removal of forms. Protects 
mortar against FREEZING. Keeps winter work 
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CHARLOTTE, N. C. 


UNIVERSAL 


WOOD WINDOW UNITS 


UNIVERSAL 


Panel Window Units 


UNIVERSAL 


Identified Trim 


UNIVERSAL WINDOW CORP. 


AUSTELL, GA. 
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HOO-HOO 
LOG 


SAVANNAH, GA.: Hoo-Hoo Club 
No. 134 here will award prizes for 
outstanding woodwork done by both 
white and Negro students in the 
public schools from the _ eighth 
through the 12th grades. The pres- 
entations are to be made in May. 
The Savannah Cats also voted at 
their February 17 meeting to buy a 
hospital bed for use by the needy. 
Deputy Snark Oertell Collins showed 
motion pictures of the Eisenhower 
inauguration and parade. 


DALLAS, TEX.: These Texas Cats 
enjoyed a new Southern Pine As- 
sociation movie, “Sound of America,” 
at the February meeting. Ash Huse 
reports that the 15 new members 
“have returned safely from their 
trip to outer space on a 1x10.” 


ATLANTA, GA.:: Eighty-three per- 
sons — including many visitors — 
attended the Hoo-Hoo meeting on 
February 16 to hear John R. Free- 
man, of the California Redwood As- 
sociation, explain the availability 
and uses of that species, and to see 
the color motion picture that tells the 
redwood story, “Sempervirens.” 














for 
RECESSED DOORS 


the Moderte way 


DORFLO is a new concept of 

door function and design ...a 

simple, fool-proof, mone med 
hani tel ed from 





within the wall. 

DORFLO makes sliding doors 
literally float in and out of their 
pockets with just a gentle pres- 
sure of the finger-tips . . . so 
easy even a child can operate it. 


@ No complicated overhead 


@ Simple installation 
@ Available in: 
@ K-D wall sections 
@ Packaged hardwore 
@ Ready-Unit sections— 
completely assembled 
wall sections including oll 
hardware, finished split 
jomb with built in steel 
stiffners. 


AY SALES, INC. | 


St. Paul Park, Minn. 














‘BUNDLED’ PLYWOOD AT NO EXTRA COST 


For greater ease in shipment, handling, and inventory of plywood, the 

Western Veneer Co. and the Valley Plywood Co., both of Eugene, Ore., offer 

a strapping and bundling service without extra charge. Here a shipping 

clerk, car loader, and day shift foreman examine a carload of strapped 

bundles. Loadcd and unloaded by lift-trucks in double-door cars, the steel- 

strapped bundles travel with less danger of damage. Standard bundle thick- 
ness is 25 inches. 


Three Chances to Join 
Hoo-Hoo in Dixie 


Special concatenations at the 
March conventions of the Carolina, 
Tennessee, and Georgia dealers will 
provide fraternal-minded lumber- 
men opportunities to become active 
members of the International Con- 
catenated Order of Hoo-Hoo. 

The Hoo-Hoo concatenation at the 
Carolina convention will be held at 
4:59 p. m. on Wednesday, March 18, 
at a place in Asheville, N. C., ar- 
ranged by Bob Grooms, new vice- 
gerent snark of Catdom for the 
Carolinas. 

The initiation ceremonies at the 
Tennessee convention will be held 
on Tuesday, March 24, at 5:29 p. m. 
in Gatlinburg. 

The concatenation at the Georgia 
convention in Augusta will be held 
Tuesday, March 31, at the Bon Air 
Hotel at 5:29 p. m. Arrangements 
will be made by South Georgia 
Deputy Snark Oertell Collins. 

Application blanks and further in- 
formation may be obtained from 
local Hoo-Hoo leaders or by writing 
to Hoo-Hoo Don Moore, 806 Peach- 
tree St., N. E., Atlanta 5, Ga. 


C-V Club Headed by Love 


New president of the Carolinas- 
Virginia Lumbermen’s Club is 
Gordon Love, Garland, N. C. Mem- 
bers chose new officers at their 
winter meeting at Sedgefield Inn in 


Greensboro, N. C., February 10. 

Other new officers are R. J. Gilles- 
pie, Orangeburg, S. C., and J. J. Hag- 
gerty Jr., Rocky Mount, N. C., both 
vice-presidents, and Ira_ Triplett, 
Lenoir, N. C., secretary-treasurer. 

Dr. Claud B. Bowen spoke to the 
dealers on “Practical Religion in 
Your Daily World.” 


Get in Those PR Entries! 


March 31 is the date by which all 
entries in the 1953 Public Relations 
Contest of the National Retail Lum- 
ber Dealers Association must reach 
the office at 302 Ring Building, 
Washington 6, D. C., to be considered 
by the committee of judges for 
awards. The judges will be editors 
of the building industry magazines. 

According to the rules, “your 
entry need not be elaborate or 
voluminous. A one-paragraph state- 
ment is sufficient if it sets forth the 
facts which the judges need to ap- 
preciate and evaluate what you have 
done.” 

Obtain entry blanks 
above address or your 
regional dealer association. 


from the 
state or 











Salesman Wanted 


Wanted by large wholesale distributor of 
lumber, millwork, and other items of build- 
ing material, operating in one of the very 
best southern cities, experienced young man 
salesman. This is a real opportunity. Box 
No. 34, Southern Building Supplies, 806 
Peachtree Street, N. E., Atlanta, Ga. 
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FASTER INSTALLATION 
MEANS FASTER SALES! 


IDEAL All-Wethr Window Units 
can be installed quickly and easily. 
They arrive at the job-site complete 
with frame, sash, balances, weather- 
stripping applied, and window 
screens ...all ready to slip right into 
the rough window opening. They 
are Preservative Treated to assure 
long life. Contractors and builders 
appreciate and demand this ease and 
speed of installation...as well as 
the many other advantages of 
IDEAL All-Wethr Window Units. 
They all add up to greater sales for 


you in 53. 
ASK 
YOUR 
JOBBER 


WINDOW UNIT 
Manufactured by IDEAL COMPANY, Waco, Texas 








» IMMEDIATE 
DELIVERY! 


Stock and Sell 


BE BESSLER 
DISAPPEARING 
2 STAIRWAYS 


- The ORIGINAL disap- 
ring stairway—made 
‘or over 40 years. 

- A REAL stairway. 

. Seven well-engineered 
models—for eg need. 

. Safety-designed in every 
detail for protection. 

. Suitable for the finest 
homes—old and new. 

. Operates from above and 


below. 
- Full width treads. 
LL 


rail. 

- Accurate architectural 
design assures easy and 
SAFE ascending and de- 
scending. 

. All metal parts are made 
= wens, SAFE pressed 
s' 


\ \ eel. 
FREE! amen 


| AY) 3 
New Catalog! \ panel and flush types; 
- \ hardwood doors in flush 
Illustrates and describes com- type only. 
vate line of seven Bessler ' 16. fatter-made 
isappearing Stairway Mod- \ % OF ae Reet. 
els to meet all your needs. S. a 2 
This new catalog should be , constant daily 
in your files for ready ref- _ use. 
erence—write for your copy 18. yusaetiate de- 


now! b 
19. Meets all build- 
codes. 


Bessler Disappearing Stairway Co., 1900 E. Market St, Akron 5, 0. 

















feature ror feature... 
WATIONAL LOCK 
hubber-Roller Cateh 


is the finest 
for vou to sell 


'o. N61-336 


Quality-made 
through and through 
...and best of all 


... it’s silent too 


Customers who settle for nothing 

less than the best, select this 

“deluxe” Rubber-Roller Catch by 

National Lock. Catch is designed 

primarily for use on wood and 

metal kitchen cabinets. Has elon- 

gated mounting holes... Strike has marker prongs. 
Housing, Spring and Pawls are made of steel. Catch, 
Strike and Screws have durable rust resistant finish. 
Individually packaged. Priced right for profit! Order 
from your jobber NOW. Immediate delivery. 


ask your jobber about these... 


@ No. 24 WOOD SCREW ASSORTMENT @ A8O BRASS ASSORTMENT 
@ NATIONAL LOCKset @ NATIONAL TUTCH-LATCH 


distinetive hardware 


alifrom [J source 


NN NATIONAL LOCK COMPANY 


Rockford, Illinois @ Merchant Sales Division 
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TEAMWORK PROGRESS 


(From page 68) 


N— does not make use of a specific 
association service, his industry 
interests are being promoted in 
Washington. NRLDA’s staff keep 
in constant touch with Congress- 
men and Senators. They supply in- 
formation on the industry to 
Federal committees. They cooper- 
ate with other trade associations, 
such as the National Association 
of Home Builders, to promote 
projects and legislation favorable 
to the industry. 

Periodic bulletins that keep 
members informed on _ industry 
matters and interpretation of na- 
tional laws have become a major 
service of all associations. 

A primary reason for many ad- 
ditional services is the fact that 
many dealers who sold mainly 
lumber before World War II now 
offer “one stop” building service. 
The yard employee who learned 
the price of lumber and how to 
write up an order has been re- 
placed by the employee who knows 
many materials, how to estimate 
a job, how to help a customer plan 
a remodeling project. He possibly 
is a college graduate with four 
years’ training in this field. 

Nearly all state associations now 
sponsor or co-sponsor 30-day train- 
ing schools at a university in their 
area once a year for personnel. 

The Tennessee Building Material 
Association has gone one_ step 
further in sponsoring for two years 
an annual Management Clinic for 
managers and key personnel in 
nearby states. The Texas associa- 


tion will sponsor a second top 
management institute at Southern 
Methodist University this month. 

The Florida Lumber and Mill- 
work Association is carrying school 
to the dealers. Cooperating with 
the general extension division of 
the University of Florida, it holds 
two-night clinics in various parts 
of the state. 

Probably the most important re- 
cent service added by most associa- 
tions is group insurance programs 
for members. These usually include 
life insurance; hospital, accident, 
medical, and surgical insurance. 
The Florida association has set up 
the Florida Building Materials In- 
dustries Self-Insurors Fund to 
provide workmen’s compensation 
for members. Instead of paying 
premiums to an insurance com- 
pany, members contribute to and 
draw from this fund. 

To get better publicity for the 
industry in general on the local 
level, each state or regional 
NRLDA affiliate names “Minute 
Men,” dealers who receive pub- 
licity releases and suggestions for 
speeches to make in their areas. 

The Oklahoma, Tennessee, Ken- 
tucky, and Southwestern associa- 
tions run cost-of-business surveys 
for members each year. 

Several states run an employ- 
ment exchange. 

The over-all important trend in 
the growth of associations is that 
they are being tailored to meet any 
problem that a dealer-member has. 

When it became apparent that 
mortgage money was not flowing 
freely enough, Texas dealers form- 
ed Lumbermen’s Finance, Inc. The 
purpose is to finance low-cost FHA 
homes, including Title I, Section 8, 


and Title II loans. Because so many 
Oklahoma dealers serve farming 
communities, the Oklahoma Lum- 
bermen’s Association sends to 
members monthly “farm fitted” 
plans for various farm structures. 
It sponsors an annual Farm Build- 
ings Day and a short course in 
“Selling the Farm and Ranch 
Market.” 

One of the more important — 
but rarely pointed out — differ- 
ences between operating a business 
in the United States and in a na- 
tion of a less democratic govern- 
ment is the formation of associa- 
tions to serve practically every 
trade group. 

Lumber dealers who keenly 
compete with each other band to- 
gether to pay for services that 
benefit the industry generally — 
and thus ultimately benefit the 
consumer. 

If there is a problem that an as- 
sociation isn’t tackling, it is usually 
because members haven’t “‘yelled”’ 
enough. 

Changing Times, the Kiplinger 
magazine, pointed this out in a 
recent article. It stated that if your 
trade association can’t help you, 

“1. Your problem is too special- 
ized. It’s so peculiarly your own 
that nobody but you can solve it. 

“The only known treatment is 
sweat. Shut the door, roll up your 
sleeves, and start wrestling again. 

“2. Your association isn’t big or 
strong enough to do all it should. 

“If that’s the case, help build up 
the association until it is strong 
enough to help you. Get everybody 
to join who ought to belong. When 
you are asked to help put over 
some project, get in and give! 

“3. Your problem is general, 
something everybody in the busi- 
ness faces. Your association is sit- 
ting on its hands. 

“What do you do then? Just 
what you would do if you dis- 
covered the local police spent its 
time shooting and forgot to pinch 
reckless drivers. Let your fever 
rise. Then blow up a terrific storm. 
Keep blowing until something is 
done about it.” 


THIS MODEL of a short-cut in 
building is just one of many 
money-saving ideas learned by 
top building supply men at 
Tennessee’s recent Management 
Clinic. Such clinics are the 
newest big educational idea 
since the 30-day courses for 
dealer personnel. 
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SELLS 
WINDOWS! 


° to home Better windows, 
buyers truly counterbalanced, 
at amazing low cost! 


' Double hung windows become 

e builders a good “talking point” when 
they're equipped with Pull- 

. man Sash Balances. Noiseless, 

bd architects trouble-free—guaranteed for 
the lifetime of the building. 

For homes, schools, hospitals 

—all kinds of commercial and 





industrial buildings. The Pull- 
man method permits quick in- 
stallation (10 to 15 minutes per 
window), uniform mortise 
size—wide scope in window 
design, maximum light area. 
Write today for full specs: 
Pullman Manufacturing Corp., 

TYPICAL 325 Hollenbeck St., Rochester 
FALSE HEADER 5,N.Y. 

LAYOUT 
































e for Asbestos Siding 
@ for Lap or Bevel Siding 
@ for Wood Shingle Siding | 





They save application time and Iai 
money, add to appearance and Ip 
durability. Kokomo Korners  sim- 

plify fitting, eliminate split siding, 

and planing or cutting at corners. Corners for 
wood bevel siding are aluminum, others are zinc, 
some available in colors. Holes provided where 
they are to be nailed. For complete details and 

* free samples write— 


BUGHER MANUFACTURING CO. 


211 S. Main St P Kokomo, Ind. 
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tileboard 
profits... 


ey MIRATILE 
soll Marbleized 
: ii telelolas 


Offer your customers a truly different panel. Stock Miratile 
Marbleized Tileboard . . . a product you can feature to bring 
builder and home-owner customers into your store. It’s an exclusive 
Miratile product 


EASY TO STOCK only five popular colors to carry. They're 
all proved best sellers . . . in the Marbleized patterns that more 
and more customers are wanting every day. 


ONLY ONE STOCK SIZE... the standard 4’ x 8’ sheet. No other 
sizes to carry as inventory. 

SELLING FEATURES 

@ Swirling cloud pattern combining 
beautiful half-tones. 

@ Realistic true tile joint . . . with 
unique Miratile wide-flare score 
line. 

Colors in Marbleized Spring Green 
Dove Grey, Sunshine Yellow, Coral 
and Powder Blue. 

Thermalized baked-on plastic fin- 
ish. Resists dirt, moisture and 
steam. Easy to clean. Won't fade, 
crack or peel. 


WRITE FOR SAMPLES, prices, promotion information and name of nearest 
distributor. 


MIRATILE MANUFACTURING CO., INC. 


Tileboard Panel Division 
8201 S. Wallace Chicago 20, Illinois 


ATLANTA BRANCH 
Walton Building * Atlanta, Georgia e Allan West, Mgr. 
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EVERYBODY 


é Yemen cos he ap- 
- plied DURING in- 


 stallation on *L” 
type attaching 
_ bracket; or AFTER 


_ installation on 
Mat taal types. 


Sesh end sund Far Vic uaer tele iy tameabex 
and describes Hidolift's many quolity features ond 


BUILDER 

Hidalift cuts installation time 
and costs because it’s easier, 
faster to install and tension. 





DEALER 

Hidalift sells on sight. It’s easy 
to handle. Builds up sales 
volume and goodwill. 





ARCHITECT 

Hidalift doesn’t mar the beauty 
of modern windows because 
Hidalift is 100% concealed. 





HOMEOWNER 

~| Hidalift insures lifetime wear 
plus ease of operation. In- 
creases resale value of home. 


Ts$ : 


iE 
-_. 


HIDALIFT DIVISION 

The Turner & Seymour Mfg. Co. 
Torrington, Conn. 

Gentlemen: 

Send new folder and prices on Hidalift. 


Please check (] Dealer C) Builder 
Nome... 


Address. 








ont LONE. ....n... State. 


RNOW/ 
Oprotk IMMEDIATE SHIPMENT 


(Baas 
DAMPERS 
CAST 
IRON 


Built right— priced right. 

All sizes 24" to 68". Rotary 

poker or chain control. Crated to assure safe 

shipment, storage and ultimate delivery to your customer. 


The nation's 
best Stee! Damper — best 
design—most rigid construction sizes 30-42" 
. . low cost. All dampers finished in red oxide. 


Write for free catalog also containing details on “How to plan 
a successful fire place." 


Smart dealers are selling distinctive Peerless Fireplace Fixtures 
. add them to your display ... boost sales and profits. 


Write for complete catalog and prices today. 


PEERLESS MANUFACTURING CORP, LOUISVILLE 10, KY. 














First days of Spring... 
makes your register Ring! 


with EZ-DO PICNIC TABLE 


(You Supply The Lumber — We Supply Frames) 


NO OTHER TABLE OFFERS SO MUCH 
FOR SO LITTLE 


EZ-DO Steel Frames plus your lumber are a 


‘natural’ for the big Do-It-Yourself market. 





eee ee FACUDUOVURESEHEEROREReHEEREOHEEREES t sees 


MAIL THE COUPON TODAY 
Anthony Truck Company — Paducah, Kentucky 


Please give us full information on the EZ-DO Steel Frames 
that we can sell with our lumber for barbecue or picnic 
tables complete. 


Firm Address 
City ' By 
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tumbling 


OR REALLY 


fiching ? 


Eager customers, like hungry fish, just won't wait 
Somebody else will be landing them, if you don’t 
swing into action now, with . . . THE WINDOW 
WOMEN WANT MOST! 


Auto-Lok is the window your builders want because: 


Auto-Lok alone is changing ‘‘For Sale” to “Sold.” 


wooD 
WINDOWS 








Women, today, are demanding ‘‘awning-type 





windows. Dealers and builders everywhere know 
this. And AUTO-LOK is the window they want 

it's the leader in the field. Never before has 
any window jreatly influenced the quick sale 














of homes. Never before has any window offered 
Owners sO many good advantages, with none of 
the past disadvantages 








Auto-Lok windows end inventory problems be- 





cause they’re readily available direct from a 
Widest Range of Stock Sizes jobber in your territory. They’re delivered com 
Designed for More Combinations pletely assembled easy to handle, easy to 
Auto-Lok provides the greatest selection of store. Put n Auto-Lok demonstrator on your 
possible combinations of window arrange- sales floor NOW. You'll see, quickly, that 
ments, with continuous heads and sills in Auto-Lok se n sight! 

widths of 18” to 156” in 6” increments 

Meet modern builders’ demands for maximum For complete information and name of your 


variety in elevation appearance with Auto-Lok! ° . 
= jobber, write: 


For complete information and name Z. | ¢ 
of dealer nearest you, write: 


Box 4541, Dept. SB-3 , Miami, Florida 


UDMAN READS THE WORLD IN Window ENGINEERING 
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YOUR Name Listed 


at no endian Cost [ 


During May and June, big advertisements for Lumite* 
screening will appear in selected local newspapers. 


There’s still time to get your name listed in the advertisement. . . 
to bring customers into your store for Lumite screening and other spring supplies. 


How? Ask your jobber, or write direct to us for particulars. 


LUMITE 


AEENING | 


| SARAW SCRE sth 


LUMITE DIVISION Chicopee Mills, Inc., 47 Worth St., N.Y. 13, N.Y. 


*Registered Trade-mario 
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